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Top Cars 


| New-car registrations for nine 
hs, plus 32 states for Oc- 


1955 Pos. 
1,283,070— 1 
1,227,498— 2 
612,048— 3 
533,726— 4 
475,A71— 5 
424,629— 6 
294,651— 7 
228,828— 8 
110,999—10 
118,197— 9 

95,304—11 
77,681—13 
79,675—12 
25,542—16 
36,806—15 
41,974—l4 

9,502—17 


Make 
Chev, 
Ford 
Buick 
Plym. 
Olds, 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Nash 
Stude. 
Lincoln 
Hudson 
Packard 
Imperial 

1,287 Cont’ 57—18 
69,465 Misc. 44,146 
Total All Makes 
4,795,598 5,719,804 
| Further details on Page 26. 


Car Output Hits 
0,000 for 2nd 


secutive High 


Big Three Upswing 
Brings Weekly Rate 
Close to Year Ago 


By Martin L. Whitmyer 
Staff Writer 
S. CAR production zoomed to 
* the year’s highest level last 
as the industry assembled an 
nated 169,966 units, compared 
159,924 autos a week earlier, 
previous high for 1956. 
Last week’s yield was the high- 
achieved since the week of 
10, 1955, when 178,409 units 
from the line. 


5 i, 
1,258,589 
1,059,806 

445,460 
389,307 
363,601 
293,284 
227,608 
176,666 
113,340 
89,432 
$1,844 
66,582 
64,068 
34,606 
27,085 
26,047 
7,521 


— Contributing to last week’s total 


ere continued record - breaking 
rations at Ford division and out- 
boosts of better than 8 percent 
General Motors and Chrysler 


* 7” . 

AST week’s assemblies were 
135.4 percent of AUTOMOTIVE 
fews’ three-year index, compared 
h the 127.4 percent compiled on 
159,924 cars during the week 
fed Dec. 1. Last week’s output 
only 4.7 percent off the corre- 
bnding week a year ago—closest 
hy one week’s output this year has 
ne to its counterpart of a year 


The sharp Big Three upswing 
week plus Saturday operations 
Ford, Chevrolet and some GM 
ad Chrysler divisions the previous 
gave the manufacturers 186,- 
assemblies for the first seven 
of December. 
_ If they continue that pace 
ghout the month, caneae 
| mately 666,000 cars would roll 
(Continued on Page 37, Col. 3) 
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NADA Calls Prospects Brightest of Year... 


Dealer Profit Up Despite if 


By Robert M., Lienert 
Associate Editor 
ee dealers’ operating 

profit before taxes edged up- 
ward to 1.1 percent of sales in the 
first nine months of 1956, accord- 
ing to NADA’s quarterly Business 
Management Survey made public 
last week. 

Profit opportunities for the 
fourth quarter, NADA added, look 
better “than at any time during 
the year.” 


The nine-month figure of 1.1 per- 


|}cent represented a slight improve- 
|ment over the flat 1.0 percent re- 
| corded for the first six months. 


As NADA pointed out: “Even to 
hold the profit line through the 
third quarter ... was something of 
an achievement, and contrary to the 
experience of. recent years.” 

> > > 


i» 1955, for example, profit at the 


end of the first half averaged | 


3.1 percent, but skidded to 2.6 per- 
cent for the nine-month period. 

And in 1954, profit was 1.9 per- 
cent at the end of the first half 
and 1.7 percent at the end of the 
three quarters, 


The gain in profit during the third | 


quarter gives graphic indication of 
the success of this year’s cleanup 
operation. Normally, a portion of 
the profit, built up in the first half 


is sacrificed in the third quarter in | 


making y for the new models. 


The NADA figures indicated that, 
from the profit standpoint, the 1956 


cleanup wa§ inordinately successful. | 


T= association explained: 
“Better coordination of produc- 


tion and sales lightened the burden | 
of inventory adjustments, and to a 


large extent avoided the heavy 


October Car Payments 
Exceed New Loans 


WASHINGTON. — Car owners 
paid back $55 million more on 
their automobiles than they bor- 
rowed during October, the Fed- 
eral Reserve Board reported last 
week. It was the first month that 
repayments exceeded new auto 
credit since November, 1954. 


losses which have marked this tran- 
sitional period too often in the past. 

“As the industry moved into 
the fourth quarter,” NADA con- 
tinued, “new models were gener- 
ating plenty of buyer interest, and 
profit opportunities looked better 
than at any time during the 
year.” 

NADA said there also seemed | 
reason to hope that the year’s 
improvement in factory-dealer rela- 
tions would result in “a more 


an 


TOTAL SALE¥ 


Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 
Including Finance Reserve.. 


Group I1,/ 150 to 399 units; 


By Pete Wemhoff 
Editor, Automotive News 
EW YORK. — Optimism was 
high here last week as the auto 
|makers opened their first national 
|}show since 1940. 
As the show opened, leading 
| makers were in agreement that 
| the industry would chalk up its 
second best year in history in 
| 1957. 
Harlow H. Curtice, president of 
| General Motors, predicted sales of 





Other Show Pictures 
On Pages 2, 32 


1957 Packard Clipper on Display at New York Show— 


The 1957 Packard Clipper four-door sedan, on display at the National Automobile Show, will be introduced by dealers in 
mid-January along with a four-door station wagon. The wagon will be the first in the Packard line since 1950. The new 
sedan is two inches lower, 300 pounds lighter and is said to be 20 percent better in acceleration and performance than previ- 


ous Clippers. 
1957 program in the medium-priced field. 


Pet. Total Sales Pet. Total Sales 
9 Mos. 


realistic” approach to many of the 
problems which have plagued the| 
industry for a long time. 
“Then the responsibility for doing 
a satisfactory job of selling at a fair 
profit will rest more squarely than 
heretofore upon the dealers them- 
selves,” NADhgiaid. 
* 
N REVIVING the nine-month | 
peri NADA added: “This| 
could 1 be the turning point in| 
profits. Much will depend upon the | 


*GROUP I GROUP II 


9 Mos, 
1955 


100.0 
14.4 
3.3 
8.6 
11.9 


100.0 
144 
4.2 
9.1 
13.3 


100.0 
13.9 
3.9 
74 


100.0 
14.0 
44 
8.4 
12.8 


1.2 2.5 11 2.6 1.2 


6,500,000 passenger cars and 900,000 
trucks in the domestic market. 
Counting Canada and the export 
market, he said production should 
hit 8,300,000 vehicles. 
* as > 

EANTIME, L. L. (Tex) Colbert, 

president of Chrysler Corp., as- 
serted that sales would be sub- 
stantially over the six million ex- 
pected for 1956. (See story on Page 
2.) 

Benson Ford, Ford vice- 
president and head of dealer rela- 
tions, looks for sales to range 
between 6,500,000 and 7,000,000. 
(Story on Page 3.) 

Meantime, the Show revealed 
€ 


Engineering details were withheld until dealer-introduction time, and Packard said if would concentrate its 


GROUP Ill 
Pet. Total Sales Pet. Total Sales Pet. Total Sales 


100.0 
13.8 


10.8 


* 


$8 Per Year, 25¢ Per Copy 


willingness to admit past mistakes 
and profit by them, and the deter- 
mination with which these new 
responsibilities are recognized and 
acted upon.” 

The dealers’ decline in operat- 
ing profit for the first three quar- 
ters came about despite an in- 
crease to 14.3 percent in gross 
profit from 14.1 percent in 1955, 
Operating profits were pared, 

(Continued on Page 4, Col. 1) 


How Dealer#Fared on Expenses, Profits 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 


FIRST NINE MONTHS, 
OPERATING PROFIT BEFORE TAXES 


1956-1955 


INDUSTRY 


GROUP IV AVERAGE 


9 Mos. 9% Mos. 
1956 1955 


100.0 61008 
14.3 14.1 
3.8 3.7 
9.4 18 
115 


9 Mos. 
1956 


100.0 
13.5 
4.2 
8.1 
12.3 


100.0 


4.2 
6.6 
13.2 


3.0 12 2.5 11 2.6 


e Groups are based on the volume of 1955 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 
Group III, 400 to 749 units, and Group IV, 750 units and more. 


lakers See ’57 Sales Near Peak 


facts about several new models, in- 
cluding the 1957 Packard, the ma- 
jestic Cadillac Eldorado Brougham, 
Mercury's Turnpike Cruiser, the 
Plymouth Fury and the Rambler 


Rebel. 
| as RESPONSE to a question at a 
press conference during the 
show, Curtice denied flatly rumors 
(Continued on Page 6, Col. 1) 


Used-Car Prices 
In Late Reaction 
To New Models 


HE U. S. auto market, after a 

dizzy two-month introduction- 
season binge, showed signs last 
week of settling back to normal. 

The showroom fever on ’57s is 
cooling down, field reports indi- 
cate, and the used-car market 
apparently has begun its long- 
delayed reaction to the new 
models. 


Most pointed indication of the 
shaking-down process last week 
was the sharp readjustment in 
wholesale used-car prices as in- 
dexed by Automotive News. 

7 ” ” 


ACH model on the index was 
cut sharply in price, with the 
overall.loss averaging $39 per unit, 
for the second-most severe setback 
of the year. Most extensive reduc- 
tion in average used-car prices this 
year was recorded in early August, 
when a delayed midsummer read- 
justment knocked $41 off the aver- 
age used unit. 
Despite the fact that the ap- 
pearance of ’57s had made ail 
other cars one year older, prices 
on used cars had shown surpris- 
ing strength until last week's jolt. 
Market observers have been in- 
(Continued on Page 6, Col, 3) 
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AUTOMOTIVE NEWS, DECEMBER 10, 1956 


Colbert Sees New Cars Topping 56... 


"57 Called ‘Year of Salesmen’ 


NEW YORK. — There is a good| is credit available, not without 


chance that 1957 will be the second 
biggest automotive year in history 
—gsecond only to 1955—L, L. Col- 
bert, Chrysler Corp. president, said 
here last week. 

He warned, however, that there 
would “be a big 
difference be- 
tween the kind of 
selling we do in 
1957 and the kind 
of selling too 
many people re- 
sorted to in 1955.” 

Colbert told the 
Sales Executives 
Club of New York 
that present indi- 
cations show the 
1957 retail new- 
car market “bigger than 1956 by a 
substantial margin.” 

“The opportunity is very great,” 
he said, “but to cash in on it .. : 
will take a solid selling effort all 
down the line. 


“I think the industry as a whole 
realizes that no lasting good can 
come from dangling gimmick deals 
before the customer—with nothing 
down, mink coats and free trips to 
Cuba as the comeons—instead of 
sticking to our business of selling 
automobiles on their merits. 


“That kind of razzle-dazzle sell- 
ing won’t produce in the long run 
what we and our dealers are work- 
ing for. It is really not good for our 
business or any other. It neither 
builds confidence in the industry's 
merchandising system nor does it 
give the dealer structure the 
strength it needs for lasting service 
to the public,” Colbert said. 

“We are entering a period when 
We are going to need continuous 
top performance in all the arts of 
selling. We are going to need the 
big initial boost that comes from 
effective pre-selling. We will need 
to let the customer know, and keep 
on telling him, about all the new 
and real values that are awaiting 
him. But we are going to need also 
a new emphasis on personal selling. 

“We are going to need ener- 

getic canvassing of the market 

of a kind that hasn’t been seen 
since before World War II. And 
we are going to need more dem- 
onstration rides, more followup 
attention given to old customers, 





L, L. Colbert 


Colbert noted that at least two 
of every three new-car buyers in 
1955 will not be limited by automo- 
tive installment credit obligations 
from coming back into the market 
in 1957—any more than those who 
bought cars in the years before 1955 
will be limited. 

“Chrysler Corp. studies show that 
35 to 40 percent of the people who 
bought new cars in 1955 paid cash,” 
he said. “Furthermore, a substan- 
tial percentage of those who pur- 
chased new cars in 1955 on the in- 
stallment plan have already paid 
off these obligations, or will have 
them paid off sometime during the 
next year. 

“We hear a lot these days about 
the shortage of money and about 


check or restriction, but in quan- 
tity that should supply good risks 
on sound terms,” he said. 

Colbert said the basic reason for 
optimism about 1957 as an excel- 
lent year for the automobile indus- 
try is that the national economy is 
prosperous and gives every indica- 
tion of continuing to be prosperous, 

He said that despite declines in 
some important parts of the econ- 
omy during 1956, the year demon- 
strated “the ability of this highly 
diversified economy, under any- 
thing like’ normal conditions, to 
make rolling readjustments—to bal- 
ance off losses in some areas with 
gains in others, 

“With inventories generally still 
needing to be built up, and with 
the international situation putting 
new demand pressures on basic 
materials,” he said, “it appears that 
the big problem in the coming 
months will continue to be con- 
trolling inflation. And you and I 
should be solidly behind this effort 
as long as it is tied to a program 
of encouraging a ig volume of 
sound business.” 

One indication of * big year 
ahead, Colbert said, is the fact that | 
Chrysler Corp. dealers pla@yd more’ 





than 350,000 orders for 1957 Plym- 
outh, Dodge, DeSoto, Chrysler and 
Imperial cars in the first 30 days 
after their public introduction. 

He said his company expects to 
have shipped more than a quarter- 
of-a-million 1957 passenger cars to 
its U. S. dealers by the end of this 
month. 

Despite this, he said, Chrysler 
Corp. dealers “are burning up the 
wires asking for more cars.” 

“At the moment,” he said, “we 
are embarrassed—and seriously— 
by a shortage of automobiles.” 

Colbert also answered the ques- 
tion of many persons in the auto 
industry when he explained why 
the National Automobile Show is 
being held in New York City. 

“This city,” he said, “is the show- 
case of the world—and there is no 
better place to put new products 
and new merchandise on display. 

“No matter how many business 
ideas get their start and are pushed 
to prosperous realization in other 
parts of the country, it is here that 
the tempo of the big American 
market is set. It is here that the 
creations of Detroit ... pick up 
momentum and sweep back across 
the country to realize their full 
potential.” 


U. S. Probe of Ad Fund 
Still Being Weighed 


By Joseph M. Callahan 
Staff Writer 
Ts Justice Department revealed 
last week that a Federal in- 
vestigation of General Motors’ 
dealer advertising fund was pending 
when GM assumed the full respon- 
sibility and cost of the former co- 
operative advertising program. 
The new advertising policy also 
produced these reactions last week: 
1. Attorney General Herbert 
Brownell complimented GM but 
added that his department would 
continue to study conditions in the 
auto industry to determine if 
further action is needed. 
2. Other auto makers were re- 


U.S. Interest Hike 
Aimed at Easing 
Money Scarcity 


WASHINGTON. — The Govern- 
ment last week authorized a hike in 
interest rates to 3 percent on sav- 
ings accounts and some time de- 
posits and certificates. 

This was interpreted as a move 
to ease the tight money situation 
by encouraging savings, thus 
making more money available for 
investment. 

Effective Jan. 1, 1957, interest on 
savings in all insured commercial 
banks may be raised from 2.5 to 3 
percent and also on time deposits 
and certificates of more than six 
months. 

The increased rates are optional. 
Although the present ceiling is 2.5 
percent, not all banks pay this rate. 
Many pay only 2 percent. 

There was no change in the maxi- 
mum rate of 1 percent on time de- 
posits and certificates of less than 
90 days. 


Business Barometer 


Auto Production — 194,314 cars, 
trucks in week vs. 206,166 year ago. 
Business Failures — 254 in week 
vs. 209 year before. 
Store Sales — Up 
-1 percent from year before. 

Electric Power Output—11,439 
million kilowatt hours, up 6.6 percent 
from year before. 

Freight Loadings—<650,920 cars, 
down 21,030 cars from year before. 

Gasoline Stocks — 174,544,000 
barrels, an increase of 1,805,000 bar- 
rels in week. 

New-Car Registrations — 4,- 
795,598 in 1956 to date vs. 5,719,804 
year ago. 

New-Truck Registrations—725,- 
593 in 1956 to date vs. 745,856 year 


ago. 
Oil Stocks — 174,544,000 barrels, 


an increase of 1,805,000 barrels in 
week. 

Steel Output — 100.5 percent of 
capacity estimated vs. 101.1 percent 
week earlier. 

Used-Car Prices — $1,005 aver- 
age in December (including ‘57s) vs. 
$1,044 in November. 

Wholesale Prices — 115.9 per- 
cent of 1947-49. index vs. 115.7 per- 
cent week earlier. 

s * s 

Common Stocks 

Dec. Nov. 

5 28 
Am. Motors 6 64%, 
Chrysler 70% 66% 
Ford 564%, 54 
GM 45 43% 
S-P 6% 7% 


36.68 35.58 


High 
8% 
87 
63% 
49% 
10% 


Average 





portedly studying the GM ad 
change, although there was no 
annougeed action by press time 
last wo*a. 

3. GM @ealers generally reacted 
indifferent’y toward the advertis- 
ing chang® ,although it’s going to 
cost them $26 more per car. 

Fa > . 

| Justice Department said the 

probe was planned to comply 
with a directive issued by President 
Eisenhower when he signed the 
dealers’ “day-in-court” bill. The 
directive ordered the antitrust di- 
vision to “review the conditions in 
the industry which brought about 
the demand for the legislation.” 

Praising GM for its abolition 
of the fund, Brownell commented, 
“This step should help to elimi- 
nate some of the sources of fric- 
tion between dealer and man- 
ufacturer.” 

He declined to say whether his 
department would now halt its 
pending investigation of the GM 
advertising fund. 

The department said it planned 
the advertising investigation, not 
only because GM reportedly spends 
$70 million a year for advertising, 
but also because “it allegedly re- 
quired its dealers to contribute an 
additional $90 million to the GM 
advertising budget.” 

aa > = 

STICE Department spokesmen 

said that it had received the 
following complaints from GM 
dealers and others: 

1. The dealer advertising fund has 
been used to require adherence by 
GM dealers to factory-established 
resale prices. 

2. The control by GM of the 
greater part of GM dealers’ ad- 
vertising expenditures has consti- 
tuted an invasion of an area 
of decision properly reserved to 
the dealers as independent busi- 
nessmen, 

3. GM dealers have been pre- 
vented from advertising outside 
areas specified by GM. 

4. GM dealers have been pre- 
vented from advertising parts and 
equipment manufactured by com- 
panies other than GM. 

5. Advertising media have been 
deprived of the benefits of competi- 
tion among GM dealers for their 
services. 

Such complaints, the department 
stated, indicated that the “adminis- 
tration of the fund resulted in pos- 
sible violations of the antitrust 
laws.” 

* + * 
LTHOUGH GM declined to de- 
tail respective divisional _ price 
increases, GM dealers reported last 
week that, effective Dec. 1, prices 
(Continued on Page 9, Col. 1) * 








Mercury's Turnpike Cruiser, a featured 


shows, made its debut as a production model last week at the National Automobile 
Show. The car offers roof-level air intakes, a retractable rear window, dual-wrap wind- 
shield and air-cushion rear suspension. Horsepower is optional at 255 or 290. 





Cadillac's Eldorado Brougham— 

An ultra-luxury four-door model, the Cadillac Eldorado Brougham features such en- 
gineering advances as the four-headlamp system, air suspension, a tubular-center X- 
frame and stainless steel roof and mouidings. The car stands 554% inches high and 


is 216.3 inches long. 


Plymouth Fury Has 290 Horsepower— 


In Auto Show Spotlight 


Dream Car Becomes Reality— 
“dream car” in many of last year’s aute 





Plymouth's distinctive Fury hardtop is rated at 290 horsepower, compared with 240 
for last year's model. The Fury, on display at the National Automobile Show, is white 
with side strips of gold anodized aluminum and a gold-colored aluminum grille. The 


interior color scheme is cocoa and beige. 


GM Price List Rises $28-$91; 
Buyer Cost Put at $8-$31 


By John K, Teahen dr. 
Staff Writer 

ENERAL MOTORS’ new policy 

on dealer advertising charges 

has raised the prices of its cars 
from $28.32 (Chevrolet) to $91.88 
(Cadillac Series 75), but the retail 
buyer may pay only $8.32 to $31.88 
more for his new automobile. 

As announced last week, the 
corporation has eliminated the 
cooperative advertising contribu- 
tion which was levied on each 
new car sold by a GM dealer. 
Most dealers had been passing 

this charge along to the buyer. 
Now, it has been added to the 
wholesale price of.the car and, 
thus, is part of the base for the 
dealer’s markup. 

In addition, the increase in the 
wholesale price has resulted in a 
boost in the Federal excise tax— 
another item which is passed along 
to the buyer. 

* * 
Om makers are studying the 

GM move, but none had charted 

plans to adopt it up to press time 
Thursday. 

An examination of the Chevrolet 
situation shows how the new policy 
affects the retail price of the car. 

Chevrolet’s cooperative adver- 
tising charge was $20 a car, This 
amount -has been added to the 


wholesale price, and has brought 
about a $2 boost in the excise tax. 
When the dealer’s markup is con- 
sidered, the $20 becomes $26.32. Add 
the excise hike and the retail figure 
has climbed $28.32. 


* * >» 


Acanr using Chevrolet as 4 
model, if a dealer has been 
passing along the advertising 
charge, his customers will pay 
about $8.32 more for their cars. If 
he has been absorbing the charge— 
as many have in a bid for volume— 
his customers could pay up to $28.32 
more. 

From a dealer standpoint, the 
Principal effect of the move is 
that. the dealer now is getting his 
full discount on the cars he buys 
from the factory. 

A midwest retailer explained it 
this way: “We've been kicking back 
a stated figure per car for adver- 
tising, and this actually has re- 
duced our discount by more than 
one percent in many cases. Now, 
we're paying a little more for thé 
car, but at least we're getting ouf 
full discount.” 

+o . 
HERE is how the new policy will 
affect the prices of other Gen- 
eral Motors cars: 

Pontiac—Cooperative advertising 

charge was $25. Retail price rosé 
(Continued on Page 10, Col. 3) 
















Obitua 
Prices, 

Produc 
Registr 
Turning 
Used-C 
Washi: 




































Bn. 
x 
nd 





Bll Raab 


OW are we going to make more 

money during the 1957 model 

r? Everything points to wonder- 
ful possibilities. The economic con- 
ditions throughout the country are 
good. The beautiful new models 
represent outstanding values. Auto- 
mobile transportation is needed 
more than ever. 

Our experiences for the last three 
years can prove to be helpful, for 
they bring recognition for the need 
to improve internal trade practices. 
Another favorable factor is that 
dealers, now having protection on 
their contracts, are changing their 
attitudes and philosophies regard- 
ing the management and goal of 
their businesses. 

Steps are now being taken for 
correction of dealers’ bookkeep- 
ing systems. For too long, dealers 
have been operating from state- 
ments that fooled nobody but 
themselves. 

Then, more dealers are becoming 
cost conscious, due largely to the 
influence of dealer leaders appear- 
ing in many NADA clinics, state 
association conventions and area 
chairman meetings. 


Volume Debunked 


we NO longer can fall for the 
fallacy that volume means 
profit. We have learned that price 
is not a profit technique. Selling 
price, not value, has caused dealers 
to lose more than $8 million a day. 

Cut price is merely a substitute 
for sales effort. Our cars are fully 
worth the manufacturer’s suggested 
retail price. When one dealer cuts, 
others follow, so there is no long 
time advantage for the dealer who 
sets the vicious circle going. 

There is a new attitude on the 
part of the public. People are 
drawing a differential between 
the sharpshooter and the service 
dealer. Many owners, who have 
purchased new cars during the 
last three years under the gim- 
mick program, have resolved not 
te purchase under such circum- 
stances in the future. They and 
their friends have lost faith both 
with the line the dealer repre- 
sents as well as in the dealer 
himself. 

Too many customers who were 
led to believe they got a bargain 
found out later that they have been 
gyped. They now know that while 


Couple Charges 
Fraud in Ohio 


CINCINNATI. — Sycamore Mo- 
tors, Inc. (Dodge-Plymouth) has 
been sued for $10,278 by a couple 
who charge “fraud and misrepre- 
sentation” in a deal which they said 
involved “bird dogging” for pros- 
pects. 

Mr. and Mrs. Thomas R. Bagby 
alleged that they entered into an 
agreement to purchase a 1956 model 
car and that it was agreed that 
they would be paid for providing 
names of prospects for other sales. 

They claimed that the agreement 
was in writing, but that they were 
not given a copy of the agreement. 
They also said that they were in- 
duced to sign the agreement on 
“fraudulent misrepresentation” by 
Sycamore employes. 
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By John 0. Munn 








the used-car allowance was large, 
the cash difference was much more 
than paid by their friends who 
patronized a responsible dealer. 
Now, they realize they were 
gyped with scant new-car prepara- 
tion. “Wheel and deal” programs 
have resulted in a load of so called 
“lemon” cars that never will be 
satisfactory and whose extra main- 
tenance cost will far exceed the 
original alleged saving from a cut 


price operator. 
+ + * 


Fail to Tell Story 


MANY buyers have been disillu-|’ 


sioned, too, in the lack of at- 
tention and make-good on the 
standard warranty. The cut-rate 
dealers were so busy delivering new 
cars that they didn’t have enough 
mechanics to take care of the new- 
car preparation or warranty 
service, 

One reason why the “wheel and 
deal dealers” got by is because re- 
sponsible dealers followed the price 
route instead of telling why it does 
make a difference to the buyer, 
where he buys his car. 

People don’t buy automobiles. 
They buy the use of the auto- 
mobile and only the responsible 
dealer can insure satisfactory use. 
So the obligation for the new 

year, for any dealer that deserves 
public acceptance, is to tell his story 
rather than his product story. 

His car is for sale elsewhere. His 
promotion should bring people, in- 
terested in car purchase, direct to 
his store and should assure that his 
salesmen enjoy more prestige when 
talking to prospects. 

> > 


Directly to Public 


| IS not enough to be a good 
operator; it is not enough to 
wait for satisfied customers to 
spread the word. Life is just not 
long enough. Competition is just 
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Sealers tell me 





Bird Dog Sales Scheme 


Rushed Back to Kennel 


CINCINNATI, — Sky Pontiac, 
which recently became the third 
dealer in this area to adopt a 
“customer referral plan,” has 
dropped the new sales idea almost 
as soon as it was started—al- 
though the dealer can resume the 
plan in the future. 

Sky’s decision to discontinue 
the plan came after a rival Pon- 
tiac dealer, Gusweiler’s, began to 
blast the controversial sales 
method on the radio show it 
sponsors. 











Ford, Fribley at Ohio Parley .. . 





Ample Credit Seen 
For 7 Million Sales 


CLEVELAND.—Benson Ford re-| before coming here for OADA’s an- 


ported to the Ohio Automobile 
Dealers Assn, last week that there 
will be enough credit next year to 
finance 7,000,000 new-car sales, 

The Ford Motor vice-president 
said he had contacted executives of 
five bank groups or finance com- 
panies for a market appraisal just 





Bostonians Flock to Aufo Show— 


An overall view of the first dealer-sponsored auto show in Boston since 1937 shows 


part of the 139,300 persong who visited the exhibition hall. 


The newly-formed 


Greater Boston Automobile Dealers Assn. already has set next year's show dates, Nov. 
28-Dec. 1. 


It Happened in Boston 





First Dealer Show in 19 Years Draws 139,000; 
New Assn. Sets 1957 Dates 


BOSTON. — Overjoyed by the 
success of their first auto show in 


too keen to neglect taking your|19 years, Boston new-car dealers 


dealership story direct to the public. 

If the responsible dealer is to 
stand up against the cutthroat op- 
erator, the public must fully under- 
stand the importance of the deal- 
er’s contribution to the new-car 
owner's welfare. 

You and I have seen plenty of 
dealers sell cars in the past year 
for $100 more than their competi- 
tors. This dealer had institutional 
prestige. And the customer who 
paid the extra $100 got insurance 
worth far more than the premium 


You and I witnessed, as well as 
heard about, customers who have 
been degraded and debunked by the 
sharpshooters go to a service dealer 
and offer him $100 to run the car 
through his make-ready line. This 
indicates more than any other way 


have wasted no time in setting 
dates for a 1957 repetition. 

Statistics of the Thanksgiving 
weekend show, as announced by 
the Greater Boston Automobile 
Dealers Assn., were as follows: 
Total attendance, 139,300; sales, 
437 cars; prospect cards in the 
hands of salesmen, more than 
4,000. 

J. Gordon MacKinnon, executive 
vice-president of the newly formed 
GBADA, announced that next year’s 


Reward Offered 
For Philadelphia’s 
Pontiac Vandals 


PHILADELPHIA. — The Phila- 


the attitude on the part of the|delphia Automobile Trade Assn., 


public. 

The industry needs strong dealers 
—the kind of dealers who take care 
of owners and shows an interest in 
them. 

The manufacturer needs this kind 
of dealer. The local public needs 
this kind of dealer. The nation 
needs this kind of dealer because 
as small businessmen they con- 
tribute so much to the national 
economy. 

. * 
Must Furnish Service 


S° IT is important that we all 
make the profit we so well earn 
and deserve. We can do it through 
the cooperation and maintaining 
of the philosophy of our business 
as service to automobile owners 
rather than to the sale of new cars 
alone. 

For, as I’ve said so many times 
before, the end product of this 
industry is service to automobile 
owners. Only the responsible, 
— equipped dealer can do this 


Real profit surely will be avail- 
able if we follow the advice now 
being so generously given by the 
dealer leaders in spoken and printed 
words and do our part in helping 
the public draw a differential be- 
tween the legitimate, serious opera- 


tor and the temporary opportun- 


ists. 


using ads in local daily newspapers, 
has offered a $2,000 reward for in- 
formation leading to the arrest and 
conviction of anyone who com- 
mitted acts of vandalism on many 
new Pontiacs on the premises of 
three dealers on Nov. 7 and 8. 


A large number of 1957-model 
Pontiaes in the service shop and 
warehouses of York Road Pontiac 
in Jenkintown, Lou Block Pontiac 
and Shore Brothers Pontiac, both of 
Philadelphia, was virtually wrecked 
during those dates. 

The association asked for con- 
fidential information, especially in 
view of the fact that the Team- 
sters Union has been trying to or- 
ganize personnel in Pontiac shops 
throughout this area during the 
past several months, 

Many Pontiac showrooms and 
service shops have been picketed by 
the union, The union denied any of 
its personnel was involved in the 
vandalism. 

Much of the damage to the new 
cars was done with acid poured 
over the finish. It is estimated that 
the dealer will have to pay about 
$100 per car for repairs. 

Richard McMeekin, general man- 
ager of the association, said the ad 
and hundreds of postings evidently 
reduced the activities of the van- 
dals, 


show would be held Nov. 28-Dec, 1 
—again over Thanksgiving week- 
end. The scene again will be the 
Commonwealth Ave. Armory. 


Attendance on the four days of 
this year’s show was as follows: 
Thanksgiving Day, 32,521; Friday, 
29,296; Saturday, 35,522, and Sun- 
day, 41,961. 

MacKinnon was general chairman 
of the show. Other committee mem- 
bers included: Nishan Atamian, 
Boston; David Delaney, Dorches- 


nual convention. 

“They say they can furnish 
enough soundly arranged credit 
to finance the industry’s sales 
goals,” he said, “and we should 
not be at all surprised if 1957 
sales pass the seven - million 
mark.” 


Ford predicated his forecast on 
absence of an unexpected reversal 
of present business trends, which 
he said contributed to a strong out- 
look for new-car business. 


Carl E. Fribley, NADA president, 
told the Ohioans that the NADA 
convention next month weeld give 
major emphasis to small-business 
and motorist tax relief. 

Dealers, Fribley said, should be 
able to write off investments in 
expanded service facilities at the 
same accelerated rates now 
granted other industries involved 
with national safety and defense. 


Observing that such tax relief 
would spur outlays for service 
buildings and equipment, Fribley 
said: 

“This will not only be advantage- 
ous to the motoring public, but it 
means that more will be spent at 
the community level.” 


Among the favorable market fac- 
tors cited by Ford were improved 
new-car designs, a “good” model 
cleanup, a strong used-car market 
and a “rapid and painless digestion 
of outstanding credit by install- 
ment buyers.” 


Loan institutions surveyed by 
Ford prior to his talk here were 
Associates Investment, Bank of 
America, C.LT. Financial, Com- 
mercial Credit and the American 
Bankers Assn. 


The speaker said Ford economists 
believed that installment buyers 
“are taking their payments in stride 
and most of those who bought on 
credit in 1955 will be financially 
able to buy new cars in 1957 if they 
want to.” 

Ford said he was “especially 
pleased with progress made in re- 
ducing misleading advertising and 
new-car bootlegging.” He said that 
in the 1954 model run, Ford division 
identified approximately 7,300 boot- 
legged cars; in the 1955 run, 5,900, 
and in the 1956 run, 3,200. 





Illinois to Continue 


ter; Robert P. Feely, Needham; Use-Tax Collection 


Alfred Hurwitz, Brookline, 
John McBeath, Boston. 
Officers of the Boston associa- 
tion are headed by Atamian, a 
Nash dealer, as president. Hugo 
Separini is first vice-president; 
McBeath, second vice-president; 
Myron Smith, third vice-presi- 
dent; Feely, treasurer, and 
George McLaughlin, clerk. 
Directors, besides the officers, are 
as follows: Martin Joselle, Ray Mel- 
zar, James Steeves, Alfred Viano, 
Jordan Patkin, Frank O'Neill, Wil- 
liam Diener, John J. Delaney jr., 
Eugene Brown, George Blanchard 
and William H. Mitchell jr, 
Mitchell is an NADA director. 


and 








leum committee . 


Orlando. . 


On the House... . 


Auto repossessions showed a sizeable increase in 
the last half of November, reports the Cincinnati 
dealers association . .. Wisconsin dealers are ready 
to fight a state proposal permitting local govern- 
ments to impose a 2% percent tax on value of a 
car at the time license plates are issued . . . DeSoto 
dealers have elected Sherwood Sheehan as their rep- 
resentative on Buffalo association board .. . 

The French army has ordered a number of 

Italian-built motor scooters mounting bazookas 
for use by paratroopers. What a deal for Sunday 
drivers, quips our Bob Lienert ... Whis Whisman, 
manager of the Minnesota association from 19386 
to 1942; has retired as secretary of state’s petro- 
. . Rex Allyn has quit as director of Virginia 
association’s membership committee to become ad manager for Wil- 
liam Montgomery Co. in Philadelphia .. . 

Goodyear’s recent dinner for auto execs in Detroit was even better 
than usual .. . Florida association has moved to 406 Rutland Bldg., 
. North Carolina asseciation has added 16 members, Chi- 
cago group five, Florida two, and Cincinnati two. 





CHICAGO.—Pending a rehear- 
ing by the Illinois Supreme 
Court, collection of the state use 
tax will continue, according to 
the illinois Department of Rev- 
enue. 

Purchasers of motor vehicles 
must still have a receipt showing 
that a use tax has been paid 
before obtaining a title. The Chi- 
cago Automobile Trade Assn, has 
informed its members that they 
must continue collecting and pay- 
ing the use tax and the Retail 
Occupation Tax in their monthly 
tax return until further notice. 

























—Perre Wemuorr, Editor, 
Automotive News 
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Dealer Profit Rose 


Despite ’56 


Cleanup 


(Continued from Page 1) 


however, because of jumps in sell- 
ing expense and fixed expense. 

Selling expense was 3.8 percent, 
compared with 3.7 percent a year 
earlier, while fixed expense rose 
from 7.8 percent to 9.4 percent. 

As a result, total expense for the 
nine months was 13.2 percent, com- 
pared with 11.5 percent in 1955, It 
should be remembered, however, 
that volume in 1955 was far greater 
than in 1956 and thus tended to 
reduce the amount of fixed expense 
charged off to each unit sold last 
year. 

+ * * 
— expenses, which stood 
at 3.8 percent at the end of the 
nine months, had been 3.6 percent 
at the end of the first quarter and 
3.8 percent at the end of the half. 

Operating expenses, which 
dropped from 9.9 percent at the 
end of three months to 9.2 per- 
cent at the end of the half, went 

back up to 94 percent for the 
three quarters. 

Thus, total expense of 13.2 percent 
for the nine months compared with 
13.5 percent in the first quarter 
and 13.0 for the first half. 

Dollarwise, dealers in the first 
nine months showed a net of $56 
for each car retailed, compared 


Two-Year Study 
Of Road Safety 
Planned by U.S. 


WASHINGTON, — A two-year 
study of highway safety by the U. S. 
Government was announced last 
week and Charles W. Prisk, Bureau 
of Public Roads, was named to head 
it. 

The study was authorized by 
the Federal-Aid Highway Act of 
1956, which directed Sinclair 
Weeks, Secretary of Commerce, 
to “make a full and complete in- 
vestigation.” 

The aim, the act said, is to deter- 
mine “what action can be taken by 
the Federal Government to promote 
the public welfare by increasing 
highway safety in the U. S.” 

Prisk and associates will work 
with such organizations as the 
research committee of the Advisory 
Council of the President’s Commit- 
tee for Traffic Safety and the sub- 
committee of the House Committee 
on Interstate and Foreign Com- 
merce. 

The Automotive Safety Founda- 
tion, National Safety Council and 
Public Health Service also have 
promised to cooperate. 

Two subjects to be covered are a 
pilot study of the real causes of 
highway accidents and of the effect 
of speed and horsepower on acci- 
dent causes. 

Others under consideration are 
means of encouraging highway 
safety in manufacture of motor 
vehicles and promotion of high- 
way safety education. 

The study of accident causes will 
emphasize elements of the road and 
vehicle that lead to poor driver per- 
formance and also psychological be- 
havior of drivers as it affects traffic 
safety. 

“The urgent need for more inten- 
sive study of this whole problem is 
underscored by the mounting toll 
of traffic fatalities and accidents,” 

Weeks said. “During 


include the need for U. S. assistance 


safety and speed requirements; ad- 
and practicability of uni- 


with $48 at the end of six months 
and $40 at the end of three months. 

However, at the end of nine 
months in 1955, the figure was $118, 


* * * 


ute sales per new unit retailed 
amounted to $4,887, up slightly 
from the $4,822 recorded for the 
half, but down from $4,910 in the 
first quarter. The figure for the 
first nine months of 1955 was $4,- 
522. 

Gross profit per unit retailed 
amounted to $700 at the end of 
nine months, $674 at the end of 
six months and $700 at the end 
of three months. In 1955, it had 
been $636 at the end of nine 
months. 

Total expense per unit retailed 
was $187 at the end of the third 
quarter, $184 at the end of the half 
and $175 at the end 490f the first 
quarter. It had been $146 a year 
ago for the three quarters, 

In addition to compik,.g the 
above figures on an averagcet hasis 
for the entire industry, NADA broke 
down its findings according to fCir 
volume groups, based on the num+ 
ber of retail deliveries for the pre-/ 
ceding year. 

Group I consists of dealerships 
retailing one to 149 units; Group 
II, 150 to 399 units; Group III, 400 
to 749 units, and Group IV, 750 
units and more. 

+ * e 


T= best net-profit figure was 
posted by Group I dealers — 
$60, or $4 greater than the industry 
average. Lowest figure was $47 in 
Group IV, while Group II and 
Group III dealers each had an aver- 
age of $53. 

Group IV dealers — the volume 
operators — held per-unit cost to 
the lowest figure, $481. It was 
$582 in Group III, $658 in Group 
II and $690 in Group L 

The average dealer’s total expense 
of $643.81 per unit sold was broken 
down as follows: All salaries and 
wages except salesmen’s compensa- 
tion and mechanics’ earnings 
charged to labor costs, $229.37; 
salesmen’s salaries, commissions 
and other compensation, $93; total 
rent and expense in lieu of rent, 
$48.11; warranty and policy and 
delivery expense, $45.62; advertising, 
other than factory cooperative, 
$37.50; tools and supplies, $17.83; 
insurance, other than building, 
$16.58; employes’ bonuses, $4.68, and 
all other expenses, $151.12. 

= * * 

'W-CAR inventories averaged 

5.1 percent on Sept. 30, a reduc- 
tion of more than 46 percent from 
the 9.6 vehicles reported in the 
average dealer’s stock on June 30. 
A year earlier, the average stock 
on Sept. 30 had been 9.3 units. 

Used-car stocks represented a 
29.4-day supply on Sept. 30, com- 
pared with a 29.9-day supply June 
30 and a 31.6-day supply a year 
ago on Sept. 30. 

In September, 43.4 percent had 
been in stock 30 days or longer, 
compared with 46.7 percent in June 
and 42.1 percent in September, 1955. 

Parts profits were boosted slightly 
to 30.6 percent gross profit, from 
30.0 percent at the end of six 
months and 29.6 percent at the end 
of three months. 

The industry averaged $2,180 in 
parts sales per month for each 
parts-department employe. This 
worked out to $1,867 in Group I, 
$2,454 in Group II, $2,923 in Group 
III and $3,854 in Group IV. 

. * * 


USTOMER labor sales, at $235 

per new unit retailed, were up 
a bit from $220 for the first half 
and $226 for the first quarter. 

Total service sales of $771 per 
new unit retailed were also at 
the year’s high point — having 
amounted to $735 for the half and 
$759 for the quarter. A year ago, 
however, they had averaged only 
$590 per new unit sold for the first 
nine months. 

Service absorption, at 55.5 percent 
(including officers’ salaries) was 
also the best recorded for 1956, 
although slightly below the 56.7 per- 
cent recorded in the comparable 
1955 period. It had been 54.1 per- 


Breakdown of Dealer Expense 


FIRST NINE MONTHS, 


Warranty, policy, delivery 


issions, 
ae to salesmen 


All other salaries, wages 
(except mechanics) 


Employes’ bonuses 
Shop tools and supplies 
Rent and expense in lieu of rent 


Advertising, other than 
factory cooperative 


Insurance, other than building 
All other expense 


TOTAL EXPENSE 


PERCENTAGE OF TOTAL SALES 


Group I Group II 
1 1955 1956 1955 


101 1.09 96 


2.08 2.06 


464 3.57 
-10 . 
34 33 

101, .73 


82 -73 


27 


13.35 11.32 12.84 


*Not computed separately in 1955 


cent for the half and only 50.6 per- 
cent for the quarter. 

In splitting up departmental sales 
to determine the ratio of new- 
vehicle sales to the overall total, 
NADA found new cars and trucks 
accounting for a smaller share than 
they did at any time earlier this 
year or in the comparable period 
of 1955. 

> t + 

rAgoR the three quarters, the show- 

room yielded 57.0 percent of all 
sa.°s in the dealership. That com- 
pared with 58.2 percent for the first 
half, 57.6 percent for the first quar- 
ter and 61.2 percent for the first 
nine months of 1955. 

Used cars accounted for 25.6 
percent of sales at the end of nine 
months, compared with 25.3 per- 
cent at the end of six and 25.6 
percent at the end of three, Their 
share had been 24.1 for the three 
quarters of 1955. 

Total service and parts sales 
amounted to 15.8 percent in the nine 
months, compared with 15.2 percent 
in the half, 15.5 percent in the 
quarter and 13.1 percent in the 
three-quarter period of 1955. 

All other sales scored 1.6 percent 
in the nine months, 1.3 percent in 
the half, 13 percent in the first 
quarter and 1.6 percent in the 1955 
nine-month period. 


GM Ups Seaton, 
DeLorenzo; Roche 
To Head Cadillac 


NEW YORK.—James M, Roche, 
49, Cadillac general sales manager, 
last week was named general man- 
ager of Cadillac and elected a vice- 
president of General Motors Corp. 

He replaces Don E. Ahrens, 66, 
who retires Dec. 31, as do Harry W. 
Anderson, 64, vice-president in 
charge of the personnel staff, and 
Paul Garrett, 65, vice-president in 
charge of public relations. 

Louis G. Seaton, 50, will replace 
Anderson and Anthony G. DeLor- 
enzo, 42, will replace Garrett. Both 
men were elected vice-presidents 
along with Roche. 

Roche joined GM in 1927, starting 
in the Chicago Cadillac retail store. 
He was named general sales man- 
ager in 1950. 

Seaton joined GM in the sales 
section and was transferred to per- 








J. M. Roche A. G. 


sonnel in 1932. DeLorenzo joined 
the GM public relations staff in 
1949 after nearly three years with 
Buick public relations. 

William K, Whiteford, president, 
Gulf Oil Corp., was elected a mem- 
ber of the GM board of directors. 


1956-1955 


Group III 
1956 


1955 
1.02 


2.19 


3.35 


* 


24 


Group IV 
1956 1955 


95 


1.04 


2.11 


3.28 


23 
65 


91 


93 


—From NADA Survey 





Industry Average 
1956 1955 


1.02 


1.96 


How Dealers Are Faring 


On Expenses, Profits 


(Taken from report by NADA Business Management department) 
New Cars and Trucks 


Trucks 
(Per Truck 


Cars 


Dealer) 
— 30 — 30 ~~ 30 Sept. 30 ae 30 Sept. 30 Sept. 38 
1955 1955 1955 1955 


6.1 
14.8 
31.3 
64.8 


Industry Average .... 9.3 


*Days’ supply figure for 1956 period combined cars and trucks, A year earlier, 


totals were computed separately. 


Used 


Selling Price Ratio Used-Unit 


Per Unit 
9 Mos. 
1954 


$698 
$734 
$728 


$633 
Industry Average $707 


* Includes new-car discounts as well as overallowances. 


No. Days’ 
Supply in 
Inventory 





11 
11 
6.2 
9.5 
1.8 


Cars 


2.6 
4.7 
8.4 
19.3 
3.5 


Sales to New 


1956 
2.05 


1955 
1.76 
1.52 
1.33 
1.06 
1.54 


Average Cost 
Per Used Unit 
In Inventory 
Sept. 30, Sept. 30, 
1956 1955 


$619 
$709 
$767 
$779 


$659 


Parts 


(Accessories Not Included) 


No. Mos, 
Supply in 
Inventory 


Average Sales 
Per New Unit 
Sold 


9 Mos, 
1955 


$289 


$223 
$195 
$162 


$241 


Percentage of 
Gross Profit 


9 Mos, 
1955 
31.6 
30.7 
29.6 
27.5 


30.8 


Customer Labor 


Average Sales 
Per New Unit Sold 





9 Mos, 
1955 
$211 
$167 
$149 
$116 
$178 


Sept. 
30, 

1956 
6.0 
4.7 
4.2 
3.2 


5.3 
Sales 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 


213 
22.7 
25.5 
19.8 
25.1 


21.3 
16.5 
15.6 
15.9 
18.4 


*Gross Loss Per 
Used Unit Sold 


1956 
$177 


$216 


Sept. 
30, 
1955 
65 
4.7 


4.1 
4.1 


5.5 


Percentage of Gross 
it to Sales 


9 Mos. 
1956 


39.7 
44.0 
45.6 
46.9 
42.0 


except accessories with new vehicles.) 
Percent of 

Gross Profit 
To Sales 


Average Sales 
Per New Unit 
Retailed 


9 Mos. 9% Mos, 
956 1955 
$711 


$556 
$471 
$375 


Z $77 $590 32.9 55.5 
* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
Officers’ or owners’ salaries included, 


Percentage of Departmental Sales to Total Sales 


Miscellaneous 


from all service and parts operations, 


9 Mos. 
1956 


Used Cars 


9 Mos. 

1956 
Group I ..... 26.8 
Group [IL .... 
Group IZ .. 
Group IV .. 
Industry 


Average .. 


23.8 
20.6 


9 Mos, 
1955 


9 mos. 
1955 


Total Service 
Parts 


And 
9 Mos. 
1956 


17.4 
14.9 
13.3 
12.9 


15.8 


1955 
14.9 
12.0 
10.8 
10.6 


13.1 


Annual 
Turnover of 
Investment 


Sales 
9 mos, 9 Mos, 
1956 1955 





46.6 
38.7 
32.6 
31.1 
40.8 


1955 
$122 


Sept. 
30, 
1955 


9 Mos, 
1955 


42.9 


9 Mos. 
1955 
55.8 
56.0 
59.6 
59.2 


56.7 








“,..favorable experience 


through good and bad years’ 


say MESSRS. HARRY J. BURKETT, Jr. and Sr., ‘We selected CommerciaL Crepit PLAN twelve years ago on the 


recommendation of long-established dealers. Their favorable 
experience with this plan through good and bad years prompted 
their unqualified endorsement of CommerciAL Crepit’s service 
and policies. We’ve found that it allows us to cover the market 
with a deferred payment program easily tailored to fit the require- 
ments of any buyer. In summary, ComMMERCIAL CREDIT gives us a 
better opportunity to sell our prospects.” 


9 


Burkett Motors, Dodge-Plymouth dealers of 


Houston, Texas 


Commercial Credit dealers 
are successful dealers 


Write or call our ‘nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 


ae a COMMERCIAL CREDIT CORPORATION 


i =. 
ar : A service offered through subsidiaries of the 
pee ee, 7 Commercial Credit Company, Baltimore . . . Capital 


Zs and Surplus over $200,000,000 . . . offices in principal 
« - cities of the United States and Canada. 
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GM Plans $700 Million Outlay... 





Near-Peak 


"57 Sales 


Forecast by Makers 


(Continued from Page 1) 


that GM policy calls for a retreat to| 


50 percent of the market or less. 


“You don’t stand still in this 
automotive business,” Curtice 
said. “We have no plans to go 
backward. We have to fight 
vigorously to keep our share of 
the market, and will continue to 
do so.” 

Curtice pointed out that this year 
GM has a market penetration of 51.8 
percent, compared with 50.8 percent 

last year, adding: 

“We are not going backward.” 

Curtice said that he foresees no 
further price rise in 1957. Asked if 
GM was planning unit-type body 
and frame construction for its 1958 
models, Curtice said: “No.” 

George Romney, president of 
AMA and also of American Mo- 
tors, praised the Big Three 
makers for their cooperation in 
putting on the $11,250,000 auto 
show. 

He said that Chrysler had relin- 
quished exclusive booking of the 
new Coliseum so that the industry 
could present its new models at 
one time, while GM had dropped its 
Motorama and Ford had modified 
its long-standing policies to join 
AMA and actively take part in the 
show. 

+. * * 

'URTICE also disclosed that GM 

plans to spend $700 million in 
1957 for capital investment, bring- 
ing GM’s total since World War II 
to $5,200,000,000. He asserted that 
his sales prediction was based on 
the premise that the delicate bal- 
ance of peace will be maintained. 

Of other 1957 economic prospects, 
Curtice said: 

Defense expenditures may rise 
as high as $42 billion in 1957. 

Gross national product could go 
as high as $435 billion. 

Consumer disposable income will 
rise, possibly Fos $300 billion. 


ne to the new models, 
the Brougham is said to be the 
only U. S.-built car for which no 
optional equipment is available. In 
the vernacular of the trade, it is 
really loaded. 

The Brougham, a four-door hard- 
top, is equipped with automatic 
transmission, radio, heater, air con- 
ditioning and tinted glass. Power 
features include brakes, steering, 
seat, windows, door locks, antenna 
and trunk lid. 

The car has air suspension in 
which, Cadillac says, the Broug- 

ham actually rides on four air 
springs, one at each wheel. The 
springs replace the conven- 
coil in the 
the semielliptical 
in the rear. 

A 325-horsepower engine powers 
the Brougham. Compression ratio 
is 10 to 1, and displacement is 368 
cubic inches. Wheelbase is 126 
inches, and the car is 216 inches 
long, 55.5 inches high and 78.5 
inches wide. 

Cadillac said public introductions 
of the limited-production model will 
be held in key cities after Feb, 1. 

The Turnpike Cruiser is the 

model of the dream 


8 


tomobile Show. All 1957 Mercurys 
are styled after the dream car. 

The two-door Cruiser has been 
priced at $3,718 and the four-door 


Nixon Cites War Peril 


At Show Banquet 


NEW YORK. — At the annual 
auto show banquet here Thurs- 
day, Richard M, Nixon, vice- 
president of the U. S., asserted 
that we need progress in our in- 
ternational relations just as 
dramatic as the progress ex- 
pressed by our new automobiles. 

“The nation that starts a little 
said Nixon, “may set 
off a chain reaction that could 

destroy our civilization.” He 

called for removal of the last 





— “which the foes of freedom 
abroad use so effectively against 
us, 








is listed at $3,809. Both figures in- 
clude Federal excise tax and dealer 
delivery and handling charges. 

The Cruiser is a separate series 
consisting of a two-door hardtop 
and a four-door hardtop. They are 
290-horsepower models with roof- 
level fresh-air intakes and a power- 
operated retractable rear window. 


Other standard features are auto- 
matic transmission, power steering, 
power brakes and “Quadri-Beam” 
dual headlights. 

A special steering wheel has a 
flattened top sector for an unob- 
structed view of the highway, and 
the instrument panel has a tach- 
ometer and an elapsed-time clock. 
The latter automatically computes 
the elapsed time and the miles 
travelled. 

Also standard is Mercury’s air- 
cushioned rear suspension in which 
two rubber cushions filled with air 
are placed between the front end 
of each rear spring and the frame. 
The models will appear in dealer 
showrooms starting in January, 
Mercury said. 

Plymouth’s Fury is the 1957 
version of a special model that 
proved highly successful in 1956. 





Response to the 1956 unit required 
the doubling of original produc- 
tion schedules, President John P. 
Mansfield said, and Fury produc- 
tion will be stepped up even more 
in 1957, 

The Fury is a 290-horsepower (240 
last year), gold-trimmed white two- 
door hardtop. According to Mans- 
field, it’s “designed for motorists 
who seek a distinctive automobile 
with extra performance.” 


The Rambler Rebel offers a new 
electronic fuel-injection system 
which was developed by Bendix 
Aviation Corp. The fuel-injection 
model delivers 288 horsepower. 


Also available is the 255- 
horsepower American Motors V-8 
engine. The standard Rambler V-8 
engine is a 190-horsepower unit. 

The Rebel will be available only 
in a four-door hardtop sedan with a 
special silver-gray solid body color. 
Highlighting the exterior is a full- 
length inset of bronze-gold anodized 
aluminum molding. The body color 
harmonizes with a special silver and 
black interior color scheme. 

Production of the new model will 
begin early next spring, American 
Motors said. 

The 1957 model preview season 
was completed as Studebaker- 
Packard put its Packard Clipper 
four-door sedan on display. It is 
two inches lower, 300 pounds lighter 
and is said to be 20 percent better 
in acceleration and performance 
than previous Clippers. 

A four-door station wagon, first 
in the Packard line since 1950, 
will join the sedan at dealer- 
introduction time in mid-January. 

Production is scheduled to begin 
about Dec. 17 in South Bend which 
now is the scene of all S-P’s auto- 
mobile manufacturing. 

Mechanical details of the new 
models were withheld until dealer- 
ship introduction, but President 
Harold E. Churchill said the cars 
will be the highest-performing pro- 
duction Clippers the company ever 
has made. 

He said they will have at least 
three engineering “firsts” in the 
medium-priced field, the class in 
which S-P will concentrate its 1957 
Packard program, 

At a press conference in New 
York during the show, Churchill 
said Packard was dropping out 
of the high-priced field and would 
confine its competition to the 
broader medium-priced classifica- 
tion. 

There are now some 2,050 Pack- 
ard dealers, up from 1,200 in 1956, 
he said. Only 300 exclusive Pack- 
ard dealers remain. The rest are 
dualled with Studebaker. 

Churchill said that S-P needs the 
sale of 153,000 vehicles in the 
domestic and export markets to get 
in the black. Roughly, this would 
be broken down to 113,000 cars 
and 40,000 trucks. Exports are run- 
ning 15 to 20 percent of volume at 
present. 





Shooting for Space at Milwaukee Show— 


Dealers used a dart game instead of a hat to decide space assignments tor the 
| 1957 Milwaukee auto show, Feb. 9-16, at the Milwaukee Arena and Auditorium. 


Harold Duckler, center, 
Duckler are Lester P. Hartung (Nash), left, 


representing Pontiac, won first place in the draw. With 


general chairman of the show, and Edward 


S. Wehe (Studebaker), president, Milwaukee County Automobile Dealers Assn. and 


Wisconsin Automotive Trades Assn. Space 
the history of Milwaukee shows. 


requests were described as the greatest in 


Used-Car Prices Decline 


In New Model Reaction 


(Continued from Page 1) 


clined to link recent used-car 
strength to shortages in certain 
areas of the new-car field. 

While some ’57 models still are 
difficult to obtain, the factories’ all- 
out production push is filling the 
pipelines. 

o > + 
OME dealers who a month ago 
had “sold” signs hanging on 
showroom models, can now let cus- 
tomers pick from a selection on 
storage lots. 


Dealers last week reported that 
new-car demand has eased off 
slightly, but they were not 
alarmed. The approach of the 
holiday season traditionally 
dampens new-car demand be- 
cause of increased competition 
for consumer dollars provided by 
other retailers. 

Some dealers had another expla- 
nation for a decline in sales. Said 
one last week: 

“My sales crew only spends about 
half their time selling. The rest 
of the time they’re busy trying to 
hold prospects who want hardtops 
or station wagons — which our 
factory just can’t seem to build. 

“We've already sold our three- 
month quota on hardtops — cars 
we don’t have and don’t know when 
we'll get. The salesmen keep busy 
following up these customers to 
make sure they don’t switch to 
competitive makes where they 
could get faster delivery.” 

= - * 
AST week’s cutback in the aver- 
age price of used cars sold at 
wholesale auction pegged the new 
figure at $1,005, compared with $1,- 
044 the previous week. 

Each individual model was cut, 


Truck-Rail Suits 
Go Onas Judge 


Denies Dismissal 


PHILADELPHIA, — Federal 
Judge Thomas J. Clary has denied 
a motion of the railroads to dismiss 
the $250,000,000 truckers’ suit 
against a group of eastern rail- 
roads. 


The railroads petitioned the 
court for a dismissal on Nov, # 
after testimony against them on the 
liability aspect had been completed. 

Clary ordered the case to con- 
tinue. 

The railroads will begin present- 
ing their case on Dec. 4, 

Both the truckers’ suit and a 
countersuit against them by the 
railroads for $120 million are in- 
volved in the action. 


and cut sharply. Heaviest loss 
was $67 on '57 models, bringing 

them down to $2,355. 

Other price realignments were: 
52s, down $54 to $379; ’53s, down 
$50 to $618; 54s, down $49 to $957; 
‘56s, down $26 to $1,883; 51s, down 
$24 to $276; 50s, down $24 to $211, 
and ’55s, down $21 to $1,359. 


7 used-car market in general, 

however, is priced above year- 
ago levels. Generally credited for 
this are factory price boosts on ’'57 
models. 

A year ago, the average price 
on wholesale units was $927 — 
or $78 below last week’s figure. 


Other comparisons show current 
models then were $40 below last 
week’s average; one-year-old cars, 
$53 lower; two-year-olds, $224 
lower; three-year-olds, $166 lower; 
four-year-olds, $93 lower; five-year- 
olds, $3 lower; six-year-olds, $12 
lower, and seven-year-olds, $32 
lower. 


Last week’s cut pulled all models 
to new lows for the year except 
for '50s. They were still selling 
above the year’s lowpoint, estab- 
lished Labor Day week. 















Dec. 5 
(Seld 96 cars out of 178 entered.) 

BUICK — ‘56 Century Riviera, §2,- 
280°; Special Riviera, $2,080°. °55 
Century conv., $1,800* (ps); RM 
conv., $1,710*° (ps); Special Hardtop, 
$1,590; 2-dr., $1,250; Super 4-dr., 
$1,800*. °54 Special Riviera, $1,250*; 
2-dr., $1,180*. "53 Super Riviera, 
$865*; 4-dr., $715*; 2-dr., $415; RM 
4-dr., $800°. "52 Super Riviera, 
$550*; 4-dr., $500*; conv., $450*. ‘51 
Super 2-dr., $288*; Special 4-dr., 
$100*. 

CADILLAC — '56 Eldorado Hardtop, 
$4,230* (ps). '54 (62) 4-dr., $2,225*. 
"53 (62) 4-dr., $1,350° (ps). "52 (62) 
4-dr., $1,130° (ps). 

— °57 Bel Air (8) Hard- 
top, $2,450*. "56 Bel Air (8) Hard- 
top, $1,810° (ps); 4-dr., $1,700* 
(ps); Bel Air (6) 4-dr., $1,530. ‘55 
Bel Air (8) Hardtop, $1,460; 4-dr., 

a 54 


"53 Bel Air 2-dr., $615; Two- 
ten 4-dr., $615*. "49 SL Deluxe 2- 
dr., $1 


CHRYSLER — °'54 NY 4-dr:, $1,100*. 
"52 Windsor 4-dr., $325° (ps). 
DeSOTO — '52 Custom 4-dr., $380*. 
"5S Royal 4-dr., $1,460*. 
$870*; Coronet 2- 
dr., $745, 


, $560. 

FORD—'57 Fairlane (8) Victoria, $2,- 
450°. '56 Fairlane (8) Victoria, $1,- 
790° (ps). °55 Fairlane (8) sedan, 
$1,380*; conv., $1,350; Custom (8) 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 22, 23, 24. 


New AMC Pact : 


Granted Dealers 


Factory Pays 100% 
Warranty Labor 


By Joseph M, Callahan 
Staff Writer 
MERICAN MOTORS CORP. ha 
become the second auto many. 
facturer to offer its dealers a new 
and improved franchise. 


General Motors gave its dealer 
a new contract last March and the 
new AMC franchise provides many 
similar features, including the im. 
portant 100 percent labor warranty 
clause. 

Ford Motor Co. and Chrysler 
Corp. dealers also have been 
promised improved franchises, 
These have not materialized as 
yet, although Ford and Chrysler 
have granted 100 percent war- 
ranty labor. 

Roy Abernethy, AMC vice-presi- 
dent of automotive distribution and 
marketing, said, “We consider our 
franchise as equal to or better than 
that offered by any competitive 
manufacturer.” 

in the new 


* + +. 
A MAJOR change 

franchise is that it now is a 
contract between the American Mo- 
tors Corp.’s automotive division and 
the dealer. Each franchise has a 
rider which stipulates which lines— 
Nash, Hudson or Rambler—the 
dealer will sell. Formerly the con- 
tract was between the Nash or 
Hudson division and the dealer. 

All of AMC’s 21 zones are now in 
the process of refranchising the 
dealers. The new franchises become 
effective Jan. 1, 1957. In the cases 
of new dealers henceforth, their an- 
niversary date will be the day they 
sign their franchises. 

All the provisions of the new 
contract become operative Jan. 1, 
except for the 100 percent war- 
ranty provision which became 
effective last July 1. 

The new AMC contract is of one- 
year or three-year duration, with 
the factory~-having the option of 
which type will be offered. 

Abernethy said, “Dealers receiv- 
ing a three-year franchise must 
fully qualify to a stipulated set of 

standards and that applies to all 
dealers whether large or small. 

“The standards have to do with 
performance, financial responsibil- 
ity, facilities, tool requirements and 
parts inventories. A minimum of a 
three-car showroom is_ required. 
The dealer board approved these 
stipulations.” 

os ” = 
y= are the major improve- 
ments in the new franchise: 

1. The factory will pay 100 per- 
cent of the labor charge for war- 
ranty work. 

A member of the Nash Dealer 
Advisory Board said the company 
delayed the 100 percent warranty 

(Continued on Page 8, Col. 1) 





2-dr., $1,155*; Custom (6) 2-dr., 
$975. ‘54 Crest (8) Victoria, $1,- 
075°; 4-dr., $875. '53 Ranch Wagon, 
$720; Custom (8) 4-dr., $680; Main 
(6) 2-dr., $475. °52 Ranch Wagon, 
$655*, $550; Main (6) 4-dr., $310. ’51 
Custom (8) 4-dr., $140. 

HUDSON — '51 Hornet Hardtop, $235. 

LINCOLN — ’56 Capri Hardtop, §2,- 
990°. '54 Capri Hardtop, $1,375*. '53 
Cosmopolitan Hardtop, $905*. 

MERCURY — '55 Monterey 4-dr., $1,- 
375*. °53 Monterey Hardtop, $815, 
$745*; Custom 4-dr., $695. ‘51 4-dr., 


$250. 

NASH — '56 Rambler 4-dr., $1,200. 
"55 Rambler 2-dr., $645. '53 States- 
man 2-dr., $350. '51 Rambler Hard- 
top, $220. 

OLDSMOBILE — '55 (98) conv., §1,- 
825*; (88) Holiday, $1,735; 2-dr., 
$1,475*. ‘54 (98) Holiday, $1,480°*. 
"53 (98) 4-dr., $900* (ps). 

PACKARD — ’55 Clipper 4-dr., $1,300. 
"52 Clipper 4-dr., $470. 

PLYMOUTH .— °55 Belvedere Hardtop, 
$1,380*; Plaza (6) 4-dr., $975, $900. 
"54 Belvedere station wagon, $1,020; 
Hardtop, $830; 4-dr., $805. °53 Cam- 
bridge Suburban, $550; 4-dr., $450, 
$390; 2-dr., $400; Cranbrook 4-dr., 


$430, $420. 
"55 Chieftain (8) Cata- 
















PONTIAC — 
lina, $1,350*. °52 Chieftain (8) conv., 
$450*; 4-dr., $310*, $270. ‘51 Silver 
Streak (8) 2-dr., $300*. 

STUDEBAKER — ‘53 Commander 4- 
dr., $480. ‘52 Champion Hardtop, 
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As newspapers move ahead in their daily usefulness to 
readers and to advertisers, so moves the Bureau of Adver- 
tising of the American Newspaper Publishers Association, 
Inc. And, may we add, vice versa! 


Our newest move — to larger, more productive quarters 
in New York at 485 Lexington Avenue — reflects the phe- 
nomenal growth of the newspaper as America’s No. 1 
advertising medium. Circulation is at an all-time high — over 
56,000,000 copies a day. So is the advertising invested in 
newspapers by all advertisers —a total of $3,087,800,000* last 
year, more than was invested in television, radio, magazines 
and outdoor combined. 


Who We Are And What We Do 


The Bureau of Advertising was established in 1913 to 
serve the entire newspaper medium and its advertisers. 
Today, it has over 1,000 member newspapers and publishers’ 
representative firms. It has three major functions: 

1. To help advertisers make more effective use of news- 
paper space. 

2. To act as the clearing house for all newspaper selling 
organizations. 

8. To promote the greater use of newspaper space. 


Services Available 


The Bureau maintains five offices strategically located 
throughout the country. From any one of them, advertisers 
*Source: McCann-Erickson, Inc. 


BUREAU OF ADVERTISING 


American Newspaper Publishers Association 485 LEXINGTON AVE., NEW YORK 17—MURRAY HILL 7-9300 
360 N. MICHIGAN AVE., CHICAGO 1— RANDOLPH 6-3458 « 333 PINE ST., SAN FRANCISCO 4— EXBROOK 2-8530 
3670 WILSHIRE BLVD., LOS ANGELES 5—DUNKIRK 8-4103 * 2761 GUARDIAN BLDG., DETROIT 26-—WOODWARD 3-4353 


The Bureau of Advertising 


is on the move 


and agencies can get help (at no cost) in planning their 
newspaper advertising. 


Our sales force stands ready to help you solve your 
advertising media problems. The Research and Marketing 
Departments provide you with a multitude of market and 
media studies. In addition, there are a number of booklets 
and visual presentations which are available. For example: 


“1955 Expenditures of National Advertisers in News- 


papers’ — A detailed annual report of all advertisers spend- 
ing $25,000 or more for national newspaper advertising. 


“How Much Will It Cost?” — A handy guide for quickly 
estimating the cost of newspaper campaigns. 


“People Speak Their Inner Minds About New ers’ — 
A motivation research study of newspaper readers which 
reveals why people read newspapers. Most important to 
advertisers and agencies. 


“Ad Facts” — A series of illustrated brochures, each the 
case history of an advertiser who used newspapers success- 
fully to accomplish some marketing objective. 


“Special Market Studies”—These are available on specific 
products, such as cigarettes, liquor, razors, frozen foods, etc. 
They can help you find your best sales opportunities. 


We hope you'll avail yourself of the Bureau’s services. 
Do it soon and do it often. 






4 


WRITE FOR THIS BOOKLET — Describes 
everything the Bureau has to offer plus 
a list of consumer market studies made 
by newspapers. For your copy of 
“Newspapers at Your Service,” ad- 
dress Dept. A, Bureau of Advertising, 
485 Lexington Ave., New York 17. 
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Pays 100% Warranty... 


New Pact for Dealers 
Offered by AMC 


(Continued from Page 6) 


comply with all their wishes, be- 
cause we have to remain competi- 
tive. But we did comply with a 
majority of their wishes.” 


Several phases of the new con- 
tract were discussed at the semi- 
annual meeting of the Nash Dealer 
Advisory Board in Detroit Nov. 
29-30. 

One delegate said that the 21 
delegates from each of AMC’s 21 
zones plied the factory officials 
with lots of questions and that 
the factory men provided intelli- 
gent answers in most cases. He 
said the dealers were reminded 
that AMC could not afford some 
of the concessions made by the 
larger auto makers. 






low-cost group life and hospitali- 
zation insurance plan which is 
available to all AMC dealers and 
their employes. 


until last July to permit the com- 
pany to improve production stand- 
ards to a point where it would be 
economically practicable. He said 
that he had noticed a vast improve- At present personnel of 126 deal- 
ment in product quality since last|erships are participating in the 
July. |plan. In some cases the dealer is 
2. On termination, AMC will re- | paying the premiums and in some} This dealer said the factory peo- 
purchase all special automotive | cases the employes are. |ple supplied answers to a number 
tools that zone officials have rec- | The life insurance is for amounts/|of questions which they were un- 
ommended for purchase by the | of $1,000 to $5,000 and the hospitali-| able to answer at the last meeting 
dealer in the three years before | zation provides weekly benefits of| of the Board in May. 
the termination. The repurchase | $15-$30. He added that the company has 
price will be mutually agreed embarked on a quality dealer pro- 
upon. | CAP ALNING how the new con-|gram that probably will involve 
3. On the death or termination of|*4 tract was worked out, Aber-|some cancellations of inferior deal- 
the dealer, AMC will pay up to 75| nethy said, “We discussed the deal-| erships. 
percent of the rent or lease charges) ers’ problems at the dealer advisory Addressing the dealers at the De- 
for the dealer’s building in the| board meetings and we presented | troit meeting were George Romney, 
event the dealer is unable “to get} our problems, and we incorporated| president; Abernethy; John W. 
out from under” a lease. their advice and suggestions to the; Raisbeck, 
Under the plan, the payments) fullest extent possible. 
will not continue for more than 12; “Of course, we weren’t able to! ecutive engineer. 
months. The amount to be paid will . 
be based on $1 a month for each 
car the dealer has purchased from 


* * * 


AMC in the year prior to termina- 

tion, although never exceeding 75 

percent of the rent or lease charge. 
. 2 > 


A WIDOW, a son or anyone 

* else stipulated by a dealer who 
has died may continue the opera- 
tion of the dealership until the ex- 
piration of the existing contract. 
An AMC official said the franchise} 
would be renewed if the business! 
is being run in an acceptable 
fashion. 

The successor must own per- 
cent or more of the company or 
must acquire it within a reasonable 
time. The successor will be desig- 
nated in a “successor’s supplement” 
which is available for insertion in 
the franchise. 

5. Dealers will be paid not less 
than 4 percent of the average list 
price on all new and unused cars 
that are carried by the dealer into 
a new model year. 

For instance, a dealer will be 
compensated for all new and un- 
used 1956 cars on hand on the 1957 
announcement date. Many factories 
formerly limited these rebates to 3 P 
percent of the dealer’s annual sales, 
but now a dealer is compensated 
for all cars in stock. 

6. A dealer is now permitted to 
return new parts to the factory 
anytime up to 90 days after their 
purchase without penalty. This 
period formerly was 30 days. The 
30-day return period is still in effect 


for accessories. 
> > > 


frac made no change in its dealer 
é advertising program or its ter- 
mination procedure. 

The zone still is permitted to can- 
cel a dealer on 90-day notice for 
certain causes, including fraud, 
bankruptcy, failure to obtain neces- 
sary licenses, dealership closed for} 
10 days. insolvency and other| 
causes. The dealer is able to ter- 
minate the franchise on 30 days’ 
notice. 

AMC is not offering its dealers 
a@ special insurance plan, as GM 
did, but AMC is continuing its 


Rambler Pitches 
For Long-Term 


Leasing Business 


BALTIMORE.—Peterson, Howell 
& Heather, a long-term auto leas-| 
ing and management firm here, has 
announced that Rambler is now} 
available to its clients along with) 
Chevrolet, Ford and Plymouth. 

PH&H noted that Rambler has| 
been noted for economy but has not} 
been competitive in other aspects 
until this year. 

American Motors Corp., PH&H 
said, has elected to give its dealers 
a special sales incentive on all cars| 
they deliver to the firm’s clients. | 

The Rambler offered will be a| 
four-door Super sedan equipped) 
with V-8 engine, oil filter, auto- 
matic transmission, heater and turn 
signals. 

Chevrolet, Ford and Plymouth, | 
for such fleet sales, offer a two-door | 
sedan, PH&H said. American Mo- 
tors will accept orders direct from 
PH&H and locate dealers who will 
deliver to the client, PH&H said. 
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operations, and Ralph Isbrandt, ex- 
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‘Dealers in Newark Area Elect Officers— 


| New officers of the Essex County (N. J.) Automotive Trade Assn., from left, are 
| William H. Hinrichs (Oldsmobile), West Orange, president; LeRoy M. Griggs (Ford), 


vice-president of sales| East Orange, first vice-president; T. David Gibb jr. (Chevrolet), East Orange, second 


vice-president; William L. Mallon (Pontiac), Irvington, secretary; and Lewis |. Eckhardt 
| (Nash), Kearny, treasurer. 





for the 
charge. 
The for 
for othe 
Pontiac, 
Buick C 
Buick RF 
bile, 88 
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Brownell Praises GM Move as Dealer Aid . . . 


U.S. Still Weighing Ad Fund Quiz 


(Continued from Page 2) 
to the dealers had risen exactly the| 
amount the dealers had formerly 
contributed per car to the coopera- 
tive ad fund, plus 10 percent of the 
former contribution. 

The 10 percent addition occurred 
because the advertising charge now) 
is a direct part of the dealers’ cost 
and thus is subject to the 10 per-| 
cent excise tax, 

For example, suppose a dealer 
had been paying $1,800 wholesale 
for a new Chevrolet. Formerly, 
Chevrolet dealers had been paying 
$20 per car into the cooperative 
advertising fund. 

The price for this car now would 
be $1,822—$1,800 for the car, $20 
for the included ad charge and $2 
for the added excise tax on the 
charge. 

The former cooperative ad charges 
for other GM cars was as follows: 


Pontiac, $25; Buick Special, $25; 
Buick Century, and Super, $30; 
Buick Roadmaster, $40; Oldsmo- 


bile, 88 and Super 88, $30; Oldsmo- 


j}amounts are 


bile, 98, $35; Cadillac 62, $45; Cadil- 
lac, 60, $50, and Cadillac 75, $60. 
* * + 
— new GM price lists included 
these amounts as price increases 
plus 10 percent for excise tax. The 
identical with past 
dealer levies for the cooperative 
advertising fund. 
General Motors reported that it 
will immediately refund to each 
dealer the unspent portion of his 





Hudson Dealers Reelect 
Officers in Chicago | 

CHICAGO.—The Hudson Dealers| 
Assn. of Greater Chicago has re-| 
elected C. H. Johnson as president} 
for the coming year. 

Other officers reelected were Le-| 
Roy Glasner, vice-president; Robert 
Heyse, treasurer, and William Sa-| 
kol, secretary. Members of the board | 
are Victor Gruby, John Van Hattem, 
Frank Eigbrecht and Pete Garrara. | 


contribution to the advertising and 
promotion fund. 

Frank Yarnall, former NADA 
president and a Chevrolet dealer 
in Chicago, said that since GM 
was increasing the prices of the 
car equal to the former advertis- 
ing charge, the change “wouldn't 
mean anything to the dealers.” 

However, Yarnall favored the 
change as a “return to good busi- 
ness practices, because a company 
has no justification for directly 
charging the customer for its ad- 
vertising.” 

He noted that in most other in- 


|dustries the ultimate consumer is 


not charged directly for advertising 
and added that he saw no reason 


why the auto industry should do so. | 


* * * 

AN OLDSMOBILE dealer said 
£% that outside of the $3-$3.50 price 
increase, he saw “no great change” 
in GM’s new policy. 

One dealer, who was well in- 
formed about the operation of the 
Chevrolet dealer advertising coun- 





Chevrolet Honors Keller— 


Maynard R. Keller, right, Keller Chev- 
| rolet, Marysville, Pa., receives a special 
plague in recognition of his 25 years as 
1a Chevrolet dealer. The presentation is 
| made by C. F. Taylor jr., Chevrolet Harris- 
| burg (Pa.) zone manager. 

saint eeedliaeetioeme 





| cil, said that the dealers won’t lose 

lany great amount of influence in 
the spending of the cooperative 
advertising fund because “in the 

| final analysis, GM has been running 

| the advertising.” 

| He said, however, that Chevrolet 

| takes cognizance of what dealers 





AMERICA'S LEADING AIRFREIGHT CARRIER 





COVERAGE 


Only American offers the extra speed of direct one- 
carrier service to all ten leading retail markets . . . 
more than two-thirds of the top thirty... all twenty- 
three leading industrial areas in the United States. 


CAPACITY 


American has space for your shipments when and 
where it’s needed most. A combined daily lift poten- 
tial of over a half-million pounds gives American 
the greatest capacity of any airline. 


FREQUENCY 


Shipments get faster forwarding . . . spend less time 
in terminals with American’s greater frequency of 
schedules. Over 1000 departures daily offer more 
service to more cities than any other carrier. 


DEPENDABILITY 


First with scheduled airfreight, American today has 
the largest, most experienced personnel force . . . 
most modern handling facilities. Is better able to 
solve shipping problems . . . provide dependable 
on-time deliveries. 


AMERICAN 
AIRLINES 
AIRFREIGHT 


carries more cargo than any other airline in the world 








When automobile executives turn to 
airfreight to get fast delivery on missing 
component parts, they make it a point 
to specify American Airlines Airfreight 
for these important reasons: 






| tax 


| cases 


|is assessed against all trucks 
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like and don’t like in regard to 
advertising and endeavors to give 
them the kind of advertising they 
prefer. 

As an example, he cited Chevro- 
let’s use of the stock-car racing 
theme in its advertising last year. 
He said the dealers expressed the 
opinion that this theme had served 
its purpose, and the factory acted 
favorably on the recommendation 
within 30 days. 

This dealer said the advertising 
council was a two-way selling de- 
vice, with the factory selling deal- 
ers on its program and with the 
dealers selling some of their ideas 
to the factory. 

* 


* * 


ae this reason, he predicted that 
the advertising councils would 
continue to perform their normal 
functions, even though GM had 
taken over full administration for 
the advertising. 

Another dealer also said that he 
felt that the GM ad change would 
have “little effect” on the dealers 
or the consumers. 

He said the buyers would be 
unaffected because most dealers 

in recent years have been in- 
cluding the advertising charge in 
their regular costs and passing it 
on to the buyer. He added that 
there might be few exceptions to 
this in single-dealer towns. 

Carl E. Fribley, NADA president 
and a Pontiac-Cadillac dealer in 
Norwich, N. Y., said last week, “I 
will have no comment until we have 
had time to study the selling agree- 

ments supplement which we under- 
stand will be executed with GM 
dealers in the immediate future.” 


Appeals Board 
Upholds Ohio’s 


'Axle-Mile Tax 


COLUMBUS, O.—Ohio’s axle-mile 
law has been upheld by the 
State Board of Tax Appeals, which 
backed the ruling of Stanley J. 
Bowers, tax commissioner, in two 
involving George F. Alger 
Co., a Detroit trucking firm. 

The tax of 5 to 2.5 cents a mile 
de- 
pending on size, with three or more 
axles. Revenues are earmarked for 
major state highways. 


Alger had appealed two assess- 
ments made by Bowers—one of $30,- 
122 for Oct. 1 to Dec. 31, 1955. The 
other for $5,881 for Apr. 1 to June 
30, 1954. 


The board ruled that the axle- 
mile law has not been held uncon- 
stitutional and that it must assume 
that it is constitutional until courts 
hold otherwise. 

Alger had claimed the “assess- 
ments were erroneous, unreason- 
able, unlawful, unconstitutional and 
void.” It contended that during the 
last quarter of 1955 reciprocity 
agreements between Ohio and 
Michigan and Indiana were in 


| effect. 


The board’s ruling denied there 
were agreements during that period 
affecting the axle-mile tax. The 
agreements had been cancelled 
Sept. 24, 1955, it said) when the 
Ohio Supreme Court ruled that they 
had a bearing on the tax. Alger 
contended that cancellation by 
Ohio’s reciprocity board was illegal. 
The tax board held otherwise. 


Mo. Road Patrol 
Swings to Dodge 


JEFFERSON CITY, Mo. — In 
the first big switch in years, the 
Missouri Highway Patrol next year 
will convert its entire fleet of -400 
cars to Dodges. Heretofore, it has 
used a mixed fleet of Fords and 
Chevrolets, with a few Dodges last 
year. 

Col. Hugh H. Waggoner, superin- 
tendent of the patrol, said Boone 
County Motors, Columbia, Mo., was 
the low bidder for the job and that 
the price on Dodges saved the state 
about $88,000. He said Ford was 
the runnerup on the bids. Total 
cost is about $250,000, Waggoner 
said. 


Lumite Boosts Prices 


NEW YORK. — Lumite division 
of Chicopee Mills announces two 
price increases on upholstery 
material as follows: Luxel fibre, up 
two cents per square yard, and flat 
saran fabrics, up five cents per 
lineal yard. 
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No more crushed 


license plates 


and frames! 
with the 


BENMATT 
PROTECTOR 
BRACKET — 


protects grilles, beautifies cars! 


Installed in 15 seconds! Made of special oii-tempered, hardened steel, 
to fit all makes of cars 1950 thru 1957. 


Exceptionally low-priced for volume sales! 


Available for immediate delivery. 


Attractively packaged—ideal combination with Benmatt License Plate 
Frames, 


Write or wire for name of our nearest representative—there's one in 
every principal city. 


THE BENMATT ORGANIZATION 


3447 E. 15th Street 962 Milwaukee Avenue 
Les Angeles 23, Calif. Chicago 22, Ill. 







same TOD 
duer Meteor 


America’s Most Beautiful 
Rear-Deck Auto Antenna 


Fits All Cars 


Ta re 


rear-deck antenna 


beaurline industries, inc., Lyons, lll. 
Chicago Phone: Bishop 2-2941 


REA LN a a OIL 


1957 CHEVROLET 


Rear License CLIP 


For DEALER PLATES 


PATENT 
Applied 
For 


Old-style fasteners will NOT fit the 1957 
Chevrolet. This exclusive Houser design 
does the job fast, easy, securely. Install or 


remove rear plate in a moment...with this DEALER COST $ 34 
rust-resistant Cadmium plated clip. PER BOX..... 2 


IF 2 PLATES ARE USED: 
For FRONT PLATE on the ‘57 Chevrolet and both plates on all previous models. 


Me. 51 Acorn Nat ‘ No. 435 SPRING CLIP 
He. 51-W Wing Hut } ON OR OFF with easy “key” ond spring 


PACKED 6 TO BOX 
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Buyer Cost Only $8-$31 





GM Ad Fund Switch 
Hikes Prices $28-$91 


(Continued from Page 2) 


$32.89; 


excise tax up $2.50; total, tail 


price rose $85.71; excise up 


$35.39. Increase to buyer could be| $6.17; total, $91.88. Increase to buyer 


as low as $10.39. 
Oldsmobile—Series 88 and Su- 


per 88 — Cooperative advertising | 


charge was $30. Retail price rose 
$39.47; excise tax up $3; total, 
$42.47. Increase to buyer could be 
as low as $12.47. 
Series 98—Ad charge was $35. Re- 
tail price rose $46.05; excise up 
$3.50; total, $49.55. Increase to buyer 


could be as low as $14.55. 
* oe + 


UICK—Special — Ad charge was 
$25. Retail price rose $33.33; ex- 
cise up $2.50; total, $35.89, Increase 
to buyer could be as low as $10.89. 
Century and Super— Ad charge 
was $30. Retail price rose $40; ex- 
cise up $3; total, $43. Increase to 
buyer could be as low as $13. 

Roadmaster—Ad charge was $40. 
Retail price rose $53.33; excise up 
$4; total, $57.33. Increase to buyer 
could be as low as $17.33. 

Cadillac—Series 62—Ad charge 
was $45. Retail price rose $63.38; 
excise up $4.58; total, $67.96. In- 
crease to buyer could be as low 
as $22.96. 

Sixty Special—Ad charge was $50. 
Retail price rose $70.22; excise up 
$5.10; total, $75.32. Increase to buyer 
could be as low as $25.32. 

Series 75—Ad charge was $60. Re- 


Imperial Orders 
Top Year Ago 


DETROIT. — The 1957 Imperial 
is winning more public approval 
than any new “prestige car” in the 
history of Chrysler Corp., reports 
C. E. Briggs, sales vice-president, 
Chrysler division. 

In the first 23 business days since 
public introduction, customers have 
ordered 9,159 new Imperials, almost 
twice as many as were ordered in a 
like period after 1956 models were 
introduced, Briggs said. 


could be as low as $31.88. 


_The table at the bottom of this 
page has been revised to show the 
new prices for GM cars. The figures 
include the factory-suggested retail 
price, Federal excise tax and dealer 
delivery and handling charges, The 





Fuel Injection 
Topic for Auto 
Electric Group 


DETROIT.—Fuel injection, labor 
relations and the economic outlook 
will share the spotlight at the an- 
nual meeting of the Automotive 
Electric Assn. this week in Chicago. 
All sessions will be held Dec. 13-18 
at the Edgewater Beach Hotel. 

Rochester Products and Bendix 
Aviation will hold special meetings 
on their fuel injection systems—| 
the Rochester meeting set for 9:30 
a.m. Sunday (Dec. 16), with K. F. 
Lingg presiding. 

Discussions of labor union and| 
wage-hour experiences are . sched- 
uled for Thursday night, while a 
talk on “employe motivation” is set 
for Sunday night by James Wat-! 
son, sales training specialist. 

Dr. Philip Wernette, professor of 
business administration at the Uni-| 
versity of Michigan, will speak on 
“The Future of American Pros-| 
perity” at the-general membership | 
meeting Sunday afternoon. 

Meetings will be given Thursday| 
by American Bosch, King-Seeley,; 
Monroe Auto Equipment and Trico) 
Products; Friday, by Carter Car-| 





buretor, Eclipse Machine Division, | 
Weatherheed Co. and Zenith Car-| 
buretor, and next Monday, by) 
United Motors Service. 

Ira Goodnight, of Electric Auto-| 
Lite, will speak Sunday morning. | 


se, 


D & H amounts were not affecte 
by the GM advertising change. 

+ * + 
LSEWHERE last week, Plym. 
outh, Dodge and DeSoto ap. 

nounced the prices of their 19% 
station wagons. Plymouth wagon 
are 5.45 percent higher than lag 
year, and Dodge tacked on 6.7 per. 
cent. 

DeSoto has no 1957 wagon com- 
parable te the one such model 
offered a year ago. 

Following is a comparison of the 
1957 and 1956 wagon prices for thege 
makers (all figures include factory. 
suggested retail price, Federal ex. 
cise taxes and dealer delivery and 
handling charges): 

Plymouth Suburban (prices are 
for six-cylinder models. For V-8 
add $100)—Two-door, two-seat De 
luxe, $2,300.25 (up $104); two-door, 
two-seat Custom, $2,410 (up $142.75); 
four-door, two-seat Custom, $2,463.75 
(up $150.25); four-door, three-seat 
Custom, $2,618,75 (new model); 
four-door, two-seat Sport, $2,591.75 
(up $108.25); four-door, three-seat 
Sport, $2,746.75 (new model). 

oa +. > 
ODGE—Two-door, two-seat Sub- 
urban, $2,819 (up $220); four- 

door, two-seat Sierra, $2,890 (up 
$173.75); four-door, three-seat Si- 
erra, $3,018 (up $196.25); four-door, 
two-seat Custom Sierra, $3,032 (up 
$163.50); four-door, three-seat Cus- 
tom Sierra, $3,159 (up $185). 

DeSoto — Firesweep — four-door, 
two-seat, $3,115.50; four-door, three- 
seat, $3,256.50. Fireflite—four-door, 
two-seat, $3,921.50; four-door, three- 
seat, $4,063.50. (All are new models.) 
TorqueF lite automatic transmission 


|is standard on Fireflite models. 


* > * 


Nickel Price Raised 


To 20th-Century Peak 


TORONTO. Price of refined 
nickel to U. S. buyers was raised 
nearly 15 percent Thursday by In- 
ternational Nickel Co. of Canada. 
The new price is 74 cents a pound, 


|}up 9% cents. 


The price boost, largest ever 
made by Inco, was attributed to 
higher costs. The 74-cent price is 
the highest charged for nickel since 
the 19th century. 





Current Prices on New Cars 


advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 


The following 


buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

BUICK — Special—4-dr. sed., $2,644.83; 
2-dr. sed., $2,580.83; 4-dr. hardtop, $2,- 
764.83; 2-dr. hardtop, $2,688.83; conv., $2,- 
971.83; 4-dr. 2-seat stat. wag., $3,031.83; 
4-dr. 2-seat hardtop stat. wag., $3,151.83. 
Century—4-dr. hardtop, $3,339; 2-dr. hard- 
top, $3,255; conv., $3,583; 4-dr. 2-seat hard- 


top stat. wag., $3,691. Super—4-dr. hard- 
top, $3,666; 2-dr. hardtop, $3,521; conv., 
$3,886. Roadmaster — 4-dr. hardtop, %4,- 


038.33; 2-dr. hardtop, $3,929.33; conv., $4,- 
051.33. (Dynafiow standard on Century, 
Super and Roadmaster. Power steering 
standard on Super and Roadmaster.) 


CADILLAC — Series 62 — 4-dr. hardtoo, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96: Eldorado Seville 2-dr. hard- 
top. $7,285.96; Eldorado Biarritz conv., 
$7,285.96. Sixty Special—4-dr. hardtop, $5.- 
614.32. Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88. (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 
models. For V-8s, add $100.) One- 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util. sed., $1,885.32; 2-dr. 2-seat stat. wag., 


6-cyl. 


$2,307.32. Two-Ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32: club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. waz., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 


4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed,, $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv.. $2,511.32; 4-dr., 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32. 


CHRYSLER—Windsor—4-dr. sed., $3,030; 
4-dr. hardtop, $3,159; 2-dr, hardtop, $3,- 
095. Saratoga—4-dr. sed., $3,660; 4-dr. 
hardtop, $3,774; 2-dr. hardtop, $3,696. New 
VYorker—4-dr. sed., $4,108; 4-dr. hardtop, 
$4,194; 2-dr. hardtop, $4,137; conv., $4,- 
573.50. Station wagon prices not available. 
(Torque-Flite, power steering standard on 
Saratoga and New Yorker.) 

CLIPPER—(Prices are for 1956 models. ) 
—Deluxe—4-dr. sed., $2,731. Super—4-dr. 
sed., $2,866; 2-dr., hardtop, $2,916. Custom: 
—4-dr. sed., $3,069; 2-dr. hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, $9,- 
695. (Turbo-Drive, power steering, power 
brakes standard.) 

— Firesweep — 4-dr. sed., $2,- 
723.50; 4-dr. hardtop, $2,858; 2-dr. hard- 
top, $2,732; 4-dr. 2-seat stat. wag., $3,- 
115.50; 4-dr. 3-seat stat. wag., $3,256.50. 
Firedome — 4-dr. sed., $2,897.50; 4-dr. 
hardtop, $3,081.50; 2-dr. meee $3,024.50; 
conv., $3,301. Fireflite—4-dr. sed., $3,- 


426.50; 4-dr. hardtop, 
hardtop, $3,553.50; conv., $3,830; 4-dr. 
2-seat stat. wag., $3,921.50; 4-dr. 3-seat 
stat. wag., $4,063.50. (TorqueFlite stand- 
ard on Fireflite.) 

DODGE—Coronet 6—4-dr. sed., $2,410; 
2-dr. sed., $2,329.25. Coronet V-8—4-dr. 
sed., $2,517.50; 2-dr. sed., $2,437; 4-dr. 
hardtop, $2,624; 2-dr. hardtop, $2,539; 
$2,800.50. Royal V-8—4-dr. sed., 
$2,656.50; 4-dr. hardtop, $2,763; 2-dr. hard- 
top, $2,713.50. Custom Royal V-8—4-dr. 
sed., $2,826; 4-dr. hardtop, $2,935; 2-dr. 
hardtop, $2,865; conv., $3,091. Station 
Wagons—2-dr. 2-seat Suburban, $2,819; 4- 
dr. 2-seat Sierra, $2,890; 4-dr. 3-seat 
Sierra, $3,018; 4-dr. 2-seat Custom Sierra, 
$3,032; 4-dr. 3-seat Custom Sierra, $3,159. 

FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98). Custom—4-dr. sed., 
$2,004.18; 2-dr. sed., $1,952.90; business 2-| 
dr., $1,840.94. Custom 300—4-dr. sed., 
$2,118.86; 2-dr., sed., $2,067.58. Fairlane— 
4-dr. sed., $2,248.66; 2-dr. sed., $2,197.38; 


$3,610.50; 2-dr. 


conv., 


4-dr. hardtop, $2,319.74; 2-dr. hardtop, 
$2,255.10. 5e0—4-dr. sed., $2,- 
294.98; 2-dr. sed., $2,243.70; 4-dr. hard- 
top, $2,366.06; 2-dr. hardtop, $2,301.42; 


conv., $2,467.62. Station Wagems—2-dr. 2 
seat Ranch Wagon, $2,263.02; 2-dr. 2- 
seat Del Rio Ranch Wagon, $2,359.62; 4-! 
dr. 2-seat Sedan, $2,413.62; 4-dr. 
3-seat Country Sedan, $2,518.38; 4-dr. 3- 
seat Country Squire, $2,645.94. Thunder- 
bird—Hardtop cpe. (V-8 only), $3,367.32. 

HUDSON—Hornet Super V-8—4-dr. sed., 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus- 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, 
$3,030. (Power brakes standard on Cus- 
tom.) 

IMPERIAL — Imperial — 4-dr. sed., $4, 
763.50; 4-dr. hardtop, $4,763.50; 2-dr. hard- 
top, $4,661. Crown—4-dr. sed., $5,324.50; 
4-dr. hardtop, $5,324.50; 2-dr. hardtop, $5,- 
187; conv., $5,516. LeBaron—4-dr. sed., 
$5,646. Limousine prices not available. 
(Torque-Flite, power steering, power brakes 
standard.) 


LINCOLN—Capri—4-dr. sed., $4,722; 4- 
dr. hardtop, $4,722; 2-dr. hardtop, $4,576. 
Premiere—4-dr. sed.; $5,221.50; 4-dr. hard- 
top, $5,221.50; 2-dr. hardtop, $5,075.50; 
conv., $5,308.50. (Turbo-Drive, power steer- 
ing, power brakes standard.) 

MERCURY—Monterey — 4-dr. sed., $2,- 
605; 2-dr. sed., $2,536; 4-dr. hardtop, $2,- 
723; 2-dr. hardtop, $2,653; conv., $2,965. 
Montclair—4-dr. sed., $3,148; 4-dr. hardtop, 
$3,277; 2-dr. hardtop, $3,196; conv., $3,390. 
Station uter — 2-dr. 2-seat, 





$2,863; 4-dr. 2-seat, $2,933; 4-dr. 3-seat, 
$3,030. Voyager—2-dr. 2-seat, $3,363; 4-dr. 
3-seat, $3,530. Colony Park—4-dr. 3-seat, 
$3,637. (Merc-O-Matic standard on Mont- 
clair, Voyager and Colony Park.) 

METROPOLITAN — z-dr. hardtop, $1,- 
527; conv., $1,551. 

NASH — Ambassador Super V-8 — 4-dr. 
sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 
sador Custom V-8—4-dr. sed., $2,940; 2-dr. 
hardtop, $3,030. (Power brakes standar 
on Custom.) 


OLDSMOBILE — Series 88 — 4-dr, sed., 


$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55. (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


PACKARD — (Prices are for 1956 mod- 
els) — Executive—4-dr. sed., $3,465; 2-dr., 
hardtop, $3,560. Patriclan—4-dr. sed., $4,- 
160. 400—2-dr. hardtop, $4,190. Caribbean— 
2-dr. hardtop, $5,495; conv., $5,995. (Ultra- 
matic standard on all models. Power steer- 
ing and power brakes standard on Carrib- 
bean.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Piaza—4-dr. sed., 
$2,024.75; 2-dr. sed., $1,978.25; bus. cpe., 
$1,868.75. Savoy—4-dr. sed., $2,163.50; 2- 
dr. sed., $2,117.25; 2-dr. hardtop, $2,199. 
Belvedere—4-dr. sed., $2,279.75; 2-dr. sed., 
$2,233.25; 4-dr. hardtop, $2,388.25; 2-dr. 
hardtop, $2,318.25; conv, (V-8 only), $2,- 
607.75. Suburban (station wagons)—2-dr. 
2-seat Deluxe, $2,300.25; 2-dr. 2-seat Cus- 
tom, $2,410; 4-dr. 2-seat Custom, $2,463.75; 
4-dr. 3-seat Custom, $2,618.75; 4-dr. 2- 
seat Sport, $2,591.75; 4-dr. 3-seat Sport, 
$2,746.75. 

PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; -2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat. wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; 2-dr. 2-seat Safari 
stat. wag., $3,481.39. 

RAMBLER—Deluxe Six—4-dr. sed., $1,- 
925. Super Six—4-dr. sed., $2,065; 4-dr. 
hardtop, $2.150; 4-dr. 2-seat stat. waég.-, 
$2,352. Custom Six—4-dr. sed., $2,155; 4 
dr. 2-seat stat. wag., $2,442. Super V-3— 
4-dr. sed., $2,195; 4-dr. 2-seat stat. wé.; 
$2,482. Custom V-8—4-dr. sed., $2,285; 4- 
dr. hardtop, $2,370; 4-dr. 2-seat stat. w2ég., 
$2,572; 4-dr. 2-seat hardtop stat. waé-, 
$2,657. 

STUDEBAKER—Champion 6—4-dr. cus- 
tom sed., $2,048.89; 4-dr, deluxe sed., $2,- 
170.79; 2-dr, custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,122.99. Commander V-3— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09, President V-8 
—4-dr, sed., $2,407; 2-dr. sed., $2,357.99. 
President Classic 4-dr, sed., $2,538. 
Station wagons—2-dr. 2-seat Pelham 4, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2.- 
504.69; 4-dr. 2-seat Provincial V-8, $2.- 
560.72; 4-dr. 2-seat Broadmoor V-8, $2,- 
665.97. Hawks—Silver Hawk 6 cpe., $2.- 


4) 141.59; Silver Hawk V-8 cpe., $2,263.17; 


Golden Hawk V-8 2-dr. hardtop, $3,181.52. 
(Overdrive standard on Golden Hawk.) 
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The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


To those who sell automobiles and accessories, Greater Philadelphia 
offers a $1,252,000,000 market each year! Be sure your selling be- 
gins in the home where the decisions to buy are made. Advertise in 
Philadelphia’s home newspaper — The Evening and Sunday Bulletin. 


The Bulletin packs selling power in a market noted for its buying 
power. Philadelphians like The Bulletin. They buy it, read it, trust 
it and respond to the advertising in it. The Bulletin is Philadelphia’s 
home newspaper. 

Now—R.O.P. spot and full color seven days a week 
Advertising Offices: Philadelphia, 30th and Market Streets + New York, 342 Madison Avenue 


Chicago, 520 N. Michigan Avenue. Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta * Los Angeles * San Francisco 





In Philadelphia nearly everybody reads The Bulletin 
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AUTOMOTIVE NEWS PLATFORM 

{1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oi! taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


Held back only by production headaches at the factories, 
November’s new-car sales was one of the hottest in history 
for that month. 

A scarcity sometimes prods both buyer and seller. 
* * om 

Crowell-Collier’s annual survey finds that private users| 
plan to buy 5,200,000 new cars in 1957, which would be well 
below maker estimates. 

But the survey was made June 1, long before the 1957 
models appeared. 





* * * 


There are a lot of new materials in the 1957 models which 
can be effective sales tools. 


But materials are silent things, so salesmen must speak 


for them. 
* * ~ 


It’s been 16 years since the last National Automobile 
Show, and 30 years since an entire floor of the show has 
been devoted to trucks and buses. 


The heavy-duty end of the business at last nails down 
its permanent place in the National Show sun. 
* * * 
Attendance at the Los Angeles auto show increased 28 
percent despite absence of “star” entertainment. 
Back to the good old days of selling the product on its 


merits. 
+ - + 


“We are pleased with the attitude of factory cooperation 
and wish to preserve our harmonious relationships,” says 
Dr. Rowland F. Kirks, NADA legislative counsel. 


High on the list of New Year’s resolutions. 


Coming 
Events 


Dealer Conventions 


Jan, 26-30—40th annual 
tion and NAD Equipment 
San Francisco, 

March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
April 45—IIlinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, Ill. 


Aug. 18-19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 


NADA Conven- 
Exhibition, 


Auto Shows 


Dec. 8-16 — National Automobile Show, 
Coliseum, New York, 

Dec. 15-20—Miami Auto Show, Dinner Key 
Auditorium, Miami. 

Dec. 28-Jan. 6 — Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 


Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle, 


Jan, 4-13—Second International Automo- 
bile Show, Mexico City, Mex. 


Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 


Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 


Jan. 5-13—Washington Auto Show, Na- 
tional Guard Armory, Washington. 


Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Jan. 8-13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 14-19—Schenectady Auto Show, State 
Armory, Schenectady. 

Jan, 18-23—San Diego Auto Show, Elec- 
tric Bldg., Balboa Park, San Diego. 
Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bidg., Indiana State Fair 

Grounds, Indianapolis. 
Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis. 
Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
Jan. 19-26—Pittsburgh Automobile Show, 


Interna- 


Hunt National uard Armory, Pitts- 
burgh. 
Jan. 19-27—Detroit Auto Show, Detroit 


Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 
Cincinnati. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, N. Y. 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 


Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 


Feb. 11-17—Albuquerque Auto Show, Coli- 
seum Bidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 


Feb. 14-17 — Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond. Calif. 
Feb. 17-23—Syracuse Automobile Show, 
Onondaga County War Memoria! Bidg., 

Syracuse. 
Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford. 
Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S. C. 
March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 
March 13-17—Lincoln Auto Show 
cipal Auditorium, Lincoln, Neb. 
> & = 


General 


Dec. 9-l1—Automotive Warehouse Dis- 
tributors Assn.. Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 


Dec. II—I7th Anniversary Dinner, Auto- 


Muni- 


mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 
Jan, 7-11 — 36th Annual Meeting, Chair- 


man and Executive Committee, High- 
way Research Board, Sheraton-Park 
Hotel, Washington, D. C. 

dan. 14-18—Annual Meeting, 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 


(See CALENDAR, Page 25, Col. 1) 


Society of 


30 Years Ago... 


The Big Stories 


The 31 states and the District of Columbia, for which returns are 
available, registered 124,037 cars in October, compared with 137,618, 
in September, a decrease of 9.8 percent. 

Again shattering all production records in the history of three-speed 
automobiles, Chevrolet this month closes its greatest year with an 
output of 728,697 cars, an increase of more than 40 percent over the 


previous recerd year. 


General Motors has obtained a site at the port of Stockholm, 
at a cost of about $125,000, where it will erect an assembly plant with 


a capacity of 6,000 cars annually. 


Announcement was made in Detroit by John A, Nichols, president, 
that the name of:the new manufacturing organization developed to 
produce and sell a Knight motored six, priced at around $1,000, will 


be the Falcon Motors Corp. 
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| Selling Guide for 1957.” 
Homme, executive manager, Mis- 


| SELL, sales manager, H. M. Williams 
|Co., Inc., Jackson Heights, N. Y. 
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"Business is so good now he's worried how long can it 
last" 


Letterbox 


‘Phease Semd .....-. 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Frank W. Loerrier, General Motors 
Styling, Detroit. 
= t * 

Send two extra copies of the 
“Auto Selling Guide for 1957.”— 
L. A. Huntine, Buyer, Western 
Auto Supply Co., Kansas City. 

* * 7. 


Outstanding 
Your Dec. 3 edition outstanding. 
Please forward immediately 12 ad- 
ditional copies. — Utrer Moror Co., 
Spokane, Wash. 
* 7 ” 
We are enclosing our check for 


$5, for 10 copies of the “Auto Selling| Here is a check for three copies 


Guide for 1957.” — Irvine Bewt,|°f “Auto Selling Guide for 1957.” 
Rogers Pontiac Co., Inc., Brooklyn,| We feel this will be a very worth 
N.Y. while publication, based on your 


regular Automotive News. — Ray- 
MOND L. WeL_k, New Holland 
Machine Co., Division of Sperry 
Rand Corp., New Holland, Pa. 

* * - 


x * = 
Enclosed is a money order for 
$12 to cover payment of. 24 extra 
copies “Seller's Guid e.”—LioNEL 
Giraux, Ford Motor Co. of Can- 
ada, Engineering Offices, Wind- 





Regarding your “Auto Selling 
Guide for 1957,” we will require 2 


sor, Ont. copies.—A. P. WricuT, general man- 
* * * ager, Addison Cadillac-Oldsmobile, 
Please send 18 copies of the “Auto| Ltd., Toronto. , 
- * 


— O. R. 
Please mail the writer four 


extra copies of “Auto Selling 
Guide for 1957.”—Ralph J. Meyers, 
classified advertising manager, 
Boston Record-American. 

x ” * 


souri Valley Motors (DeSoto- 
Plymouth), Bismark, N. D. 


* * * 


Kindly send us 12 copies of “Auto 


Selling Guide for 1957.”—-C. P. Rus- Information Wanted 


Your readers may be interested 
in the following information. 

The sheriff of Escambia County, 
Pensacola, Fla., and the Florida 
Highway Patrol are seeking infor- 
mation as to the whereabouts of: 

Guy H. Wright, brown hair, blue 
eyes, ruddy complexion, 5’ 714", 
weight about 135 pounds. 

A 1949 Packard four-door sedan, 
dark blue with sunvisor. Motor 
G-4926-C, Serial 228693395, 1956 
Florida License No. 9-W-1163. 

The above individual was acting 
as a service clerk for this company. 
He and the car disappeared shortly 
after the car was left at our shop 
for service on Oct. 28. 

At about the same time, someone 
entered our shop by key and forced 
entrance to the office, taking the 
following Green Motor Co. payroll 
checks—7003 to 7008, apparently 
filled out on the check’ writing ma- 
chine, which had been opened.—H. 
Guy Green, president, Green Motor 
Co. (DeSoto-Plymouth), Pensacola, 
Fla. 


* * * 


Please find $1 check for two 
“Auto Selling Guides for 1957.”— 


2 RE RET IOTT B GORN A TG # 









—From the files of Automotive News. 
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A good one-man band can make as much noise as a combo! That’s why 

outdoor advertising is so popular on the local scene. Only outdoor advertising 

assures you that your ads are as big as any other advertiser. 
General Outdoor Advertising specializes in this! We can give your name, 

your selling message, all the power of full color and dynamic simplicity. GOA G (O) GIVES 

posters, painted bulletins, spectaculars, make you look big, sell big! \S MORE 
In more than 1300 markets, local GOA men know your problems, your 

customers. They are backed up by the facilities of a national organization. 


Let us tell you how GOA makes local business big business. Call your 
local GOA office or write us in Chicago. 


General Outdoor Advertising Co. 


515 South Loomis Street, Chicago 7, Illinois 
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Chevrolet Cites Veteran Salesman— 


William J. Durbin, right, is celebrating his 40th year as a salesman for Ralph 
Thayer Chevrolet, Inc., Bowling Green, O. Chevrolet honored Durbin with a letter 
of commendation, presented by B. A. Koether, left foreground, Chevrolet zone mana- 
ger. The dealership marked the occasion with a cake approximately six feet long 
and two feet wide made in the shape of a 1957 Chevrolet. In the background, from 
left, are N. K. Akers, assistant zone manager; F. Cain, zone promotional manager, and 
Ralph Thayer. 


News for car dealers: 





Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Eprror’s Notre: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 
= = t 
Dear Ed: 
ELLING automobiles is sure a 
wonderful way of life, that is 
when you're dealing with folks 
like one Mr. and Mrs. Tom 
Battle. They 
were nice, easy- 
going people. 
But complica- 
tions developed. 
Mr. and Mrs. 
Battle, who had 
been in earlier 
in the week, 
were now “be- 
backs.” This 
was fine but 
now they had 
Mr. and Mrs. 





Joe Trout with them as helpers. 

The Trouts and the Battles 
were good friends and, as Joe 
Trout put it, “We just came 
along for the ride, but if you can 
give us a good deal, we, too, 
might be interested,” 

Ed, I certainly wanted to sell 
two cars instead of one, so I 
went to work on both couples at 
one time. 

This is not the easiest thing 
to do, and it wasn’t long before 
I found myself being “cross 
examined” by four persons. The 
odds were against me, so I 
planned a method of attack 
that would give me a better 
chance. 

I said: “Mr. and Mrs. Battle, 
let’s you two and I review what 
we started the other day and see 
if we can settle on your deal 
first. In the meantime, your good 
| friends can be looking over the 





BLUE SUNOCO WINS AAA 
_ AWARD IN MILEAGE TESTS 


Excels 12 other leading premiums in miles per dollar 


TT ne 


HOW TEST WAS RUN 


AAA conducted tests in 6 cities: On $3.00 
worth of Blue Sunoco, test cars were driven 
out of town till they ran dry. They couldn’t 
get back over the identical route on $3.00 
worth of any of the other premium gasolines 
tested. They never got home! Blue Sunoco 
averaged 23.0 miles farther! Tests conducted 
in Columbus, Detroit, Hartford, New York, 
Philadelphia, Pittsburgh. 





———_ 


The gasoline that meets today’s 
higher premium octane standards 
yet sells at regular gas price 


A SUNOCO DEALERSHIP MIGHT 
BE OPEN IN YOUR TERRITORY 


Call our local office or write us direct: 
Sun Or Company, Philadelphia 3, Pa. 





SUN OIL COMPANY, Philadelphia 3, Pa. 





models both on the floor and in 
our stock outside.” 
+ * = 

EDP: THIS move was designed to 

separate the opposition and 
tackle each family individualiy— 
but it didn’t work. The Trouts 
wanted to sit in real close and 
listen to all the facts and figures, 
And, of course, heckle me at 
every opportunity that came up. 

I couldn’t do anything but 
agree, but parting these two 
families was a must, so I car- 
ried on with all of them, just 
skimming over the top of a 
deal, when the idea struck: I'll 
reverse my plan, 

“Tom,” I said, “you and your 
wife have a pretty good idea 
what we both can do to get your 
deal squared away. Here's the 
keys to my demo parked outside, 
Take the Mrs, for a nice ride. 
Let her drive it and get ac- 
quainted with the new controls 
and the feel of the car. 

* * = 

———— I'll get down to 

business with your friends 
and by the time you come back 
with my demo, I'll have a deal 
to offer all of you based on a 
two-car deal. Because’ it will be 
two cars instead of one, you both 
will benefit by my offer.” 

Tom Battle saw I was trying to 
get him the best deal and was 
sold on the possibility of saving 
money, so away they went. 

That was all I needed—the 
Trouts by themselves were rea- 
sonable people. It was their role 
of “expert and adviser” that I 
couldn’t cope with. 

But now by themselves, think- 
ing and fighting for their own 
chance of a good deal, an intelli- 
gent 15 minutes of sparring and 
haggling netted “Order Number 
One.” “Number Two” followed 
with no trouble and two neighbors 
bought two new cars from one 
very happy salesman. 

—Bert Simons. 


P. S—If you have had an in- 
teresting sales experience and 
would like to share it, I shall be 
happy to relay your case history 
to the rest of us in my column. 
I am sure the readers will enjoy 
it and benefit at the same time. 
Just jot it down and forward it 
to me in care of Automotive News. 


| Don’t forget to include your 


name, address and dealership. 


Old Timers Elect 








‘Sugrue to Head 


Capital Council 


WASHINGTON.—J. Leo Sugrue, 
former automobile editor and now 
a Washington car dealer, is the new 
president of the National Capital 
Area Council of the Automobile 
Old Timers. 

He was elected unanimously at 
the annual meeting of the organi- 
zation, succeeding D. C. Barnhart, 
former NADA executive, now an 
area auto dealer. 

Frank Small jr., former member 
of Congress and long time Ford 
dealer, was chosen first vice-presi- 
dent. R. J. Murphy, for many years 
managing director of the Washing- 
ton Automotive Trade Assn., was 
named second vice-president, with 
C. J. Caithness as third vice-presi- 
dent, Robert J. Werner, secretary, 
and N. D. Hawkins, treasurer. 

Lawrence O. Kenyon, Lionel Kap- 
lan and Howard Fisk were elected 
new directors. Fisk, first auto edi- 
tor of the Washington Star, is still 
in the newspaper business. Kenyon 
and Kaplan are old-time auto 
dealers. 

Past presidents and lifetime direc- 
tors are Stanley H. Horner, veteran 
Buick dealer; Major Henry Cun- 
ningham, Lincoln-Mercury zone 
manager here; Frank G. Stewart, 
parts jobber, and Barnhart. 

Tom Frost, Virginia Ford dealer, 
and regional director of the AOT, 
introduced as his guest a real old- 
timer—George Robinson, who was 
the first White House chauffeur. 
“Robbie” used to drive President 
William Howard Taft around Wash- 
ington in a White steamer. 
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A sales call on 10,000 car dealers at once 


Here’s how Automotive News has made it possible 


Eleven years ago, when Automotive News first 
distributed its issue covering the annual conven- 
tion of the National Automotive Dealers’ Associa- 
tion, a strange phenomenon was confirmed. 
Although programs.and briefs were readily avail- 
able—car dealers, factory executives and manu- 
facturers had a deep hunger for last minute news 
and details—news that could only be supplied by 
a highly aggressive weekly automotive paper. 


There were problems all right—plenty of them. 
Desiring to maintain its reputation as the source 
for the most complete and timely news in the 
field, Automotive News geared its staff to meet 
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the test—supply NADA Show-goers and stay-at- 
homes with information so current that the ink 
would hardly be dry on the paper. That was eleven 
years ago! 

Did they succeed? Well. . . 

In 1956, with circulation swelled to over 43,000 
and interest in the NADA Show higher than ever, 
Automotive News again met the challenge . . . 
plus circulating over 2,000 extra copies at the show 
itself. 

The continuance of this feature issue hasn’t been 
by accident . . . comments prove it. Comments 
from show-goers, exhibitors, manufacturers, sub- 


Keeps you in FRONT of the fast moving automotive industry. 


Vol. NNXE, Ne. 3577 


the Platd ood be Transit to Fietd! 


hte ALAL, IM Cor 


(ae atte | 


scribers . . . and most of all, proven results for 
advertisers. 

This year, the job will be bigger than ever. There 
will be more exhibitors, more visitors, more prod- 
ucts . . . more Automotive News readers, 44,000 
of them. And... . the last minute details will be 
there. 


As you know, 1957 will prove to be one of the 
best—and most competitive—years in automotive 
history. Whether or not you exhibit to the 10,000 
expected visitors at the NADA Show—wouldn’t 
it be wise to present your product story to your 
customers who are sure to be there—in the weekly 
newspaper of the industry they are sure to read? 


ler Profit Up Sharp y | 
tn Buyer Rush for S78, 


| ett 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Future Designs Described 


For Gauges, Accessories 

HE direction of future develop- 

ments in such items as dash- 
board instruments, oil filters, air 
cleaners and fuel pumps was dis- 
closed recently by Martin J. Caserio, 
chief engineer for automotive prod- 
ucts at GM’s AC Spark Plug divi- 
sion. 

Caserio said that the type of in- 
strumentation to be introduced into 
instrument panels “are those items 
which the owner 
needs to keep his 
car in top oper- 
ating condition.” 

The motorist 
requires Oil 
changes, oil filter 
changes, periodic 
checking of radi- 
ator water level 
and battery con- 
dition and atten- 
tion to the radi-| 
ator pressure cap, | 
Caserio pointed out. 

“Our thinking today,” he stated, 
“is geared to provide instrumenta- | 
tion that will tell the driver whether 
these items are within safe oper-| 
ating parameters.” 

He indicated that an objective | 
is the elimination of the oil dip 

stick, with dashboard indication 
of oil level. Similarly, instruments 
also are envisioned for radiator 
water level and pressure in the 
system, 

Further thinking on instrumenta- | 
tion is the use of smaller instru- 
ments that are more powerful and 
permit a wider sweep indication. | 
AC has developed instruments) 
which feature 270-degree indication | 
(and include additional warning 
signals such as flashing lights), 
instead of the present 60-degree 
angular indication. Caserio revealed | 
that instruments of this type will) 
be announced in the near future. 

In a brief, but significant, ref- 
erence to speedometer design, it) 
‘was noted that development work} 
is not limited to mechanical types—| 
but also includes experimental pro-| 
jects on electric speedometers. Sum- | 
marizing this work, Caserio said) 
AC has had an electric speedometer | 
for a number of years “but at the 
present stage of development it| 
is not wholly suited for puma 





M, J. Caserio 





ir OIL, FILTERS, further appli- 
cations were predicted for the! 
involute type presently used by| 
Chevrolet. Considerable work also 
has been done on centrifugal filters 
by AC. However, Caserio said there 
are no present plans for manufac- 
turing such a unit for automotive 
applications. 

Changes in-air cleaner and si- 
. lencer construction have been dic- 
tated by lowered hood lines. As a 
consequence, AC has introduced two 
new types of air cleaners. One is 
@ paper type, constructed of resin- 
impregnated paper with plastisol 
end seals. The other is a bonded 
hogs’ hair element. 


In regard to further develop- 








Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 S$t., Bronx 54, N. Y. 





ment, Caserio stated: “We are 
doing some basic research work 
on silencing of automotive en- 
gines, as well as silencing of gas 
turbines.” While declining to dis- 
close details, he asserted that the 
concepts are “revolutionary in 
nature.” 

Rising underhood temperatures, 
coupled with trends toward more 
volatile gasolines, reportedly have 
caused a great deal of engineering 
activity on fuel pumps. 


One design change has been in| 


pump materials. To gain an advan- 
tage in specific heat characteristics 


of pump metal, zinc die castings' 


have been replaced by aluminum 
|} and magnesium. 


Supplementing its more conven- 
tional designs, AC has developed 
| two types of electric fuel pumps. 
| One type is to be used and sold as 
an accessory pump — installed in 
parallel with the existing mechani- 
cal pump. When operating at high 
| altitudes or under severe heat con- 


trucker) can switch to the electric 
pump as needed. 

The other electric pump will be 
submerged in the gasoline tank and 
does not require installation of a 
mechanical pump. Caserio said: “We 
are exploring both avenues; namely, 
to improve our basic mechanical 
pump and to have ready when 
needed the electric pump—which 
shows some indication of helping 
to eliminate certain types of vapor 
lock.” 

Turning to vacuum pumps, 
Caserio said he anticipates further 
applications of the rotary type, 
which is driven by the oil pump. 
The trend toward larger wind- 
shields, with greater areas covered 
| by wipers and added wiper power 
| requirements were cited as factors 
| which favor adoption of rotary 
vacuum pumps. 





ditions, the operator (generally a} 





Gasoline Price War 


Fades Out in Seattle 

SEATTLE, — The city’s 1%- 
month gasoline-price war ap- 
peared to be ending as station 
operators took down “cut-rate” 
signs. 

Regular gasoline had dropped 
to between 26.9 and 29.9 cents a 
gallon, with premium about three 
cents higher. Before the price 
cuts, regular was about 33.5 cents 
a gallon and premium was about 
36.9 cents. 


| 





filtering scequirements, Caserio 
noted that the gas strainer in the 
GM fuel injection system will filter 
particles as small as 10 microns. 
Future trends in design, he said, 
will necessitate development of fil- 
ters in the five micron and perhaps 
even the three micron range. 
- 7 + 


Fuel Volatility Studied 


As Engine Warmup Factor 


A COMPARATIVE study of the| 
relationships between fuel vola- 


| 











— 


performance of late-model passen. 
ger cars has been carried out by 
Standard Oil Co, (Ind.) and Ethyj 
Corp. 

As described recently to the SAE 
by G. T. Moore, R. D. Young and 
H, A. Toulmin, tests were made on 
seven 1956 passenger cars in an 
all-weather chassis dynamometer 
at temperatures ranging from plus 
40 degrees to minus 20 degrees Fah- 
renheit. Fuel volatility was varied 
over a broad range. 

Engine starting was found to 
be independent of volatility at 
20 degrees temperature and above, 
but improved with increased 
front-end volatility at tempera- 
tures of zero degrees or lower. 


Warmup was influenced only 
slightly by front-end and final vola- 
tility, but strongly by the 50 to 70 
percent fraction in distillation, 
Warmup characteristics and sensi- 
tivity to fuel volatility were found 
to vary widely among the cars 
tested. 

Authors of the report concluded 
that a comparison of results from 
this test program with earlier in- 
vestigations indicated that the mod- 
ern V-8 engine is more critical to 
fuel volatility than its in-line prede- 


Closing with a discussion of fuel’ tility and cold starting and warmup) cessors. 





A MAINTENANCE “SUPER” REPORTS 
ON TUBELESS TRUCK TIRES— 


William A 


Superintendent of Maintenance, 
in the trucking business 


om tmnt) 


. Wild, Branch Motor Express 
has been 
Otc ese Mert 


oe Me he hee ail tain 


learn a better way to help him keep his fleet 
Ce CMO Murl en man oe 





Q. Your fleet has been using tubeless tires since Octo- 
ber 1955, Mr. Wild—what is your opinion of them? 


*“ “WE’RE SOLD ON FIRESTONE TUBELESS 
TRUCK TIRES—BEEN GETTING THEM ON 
ALL OUR NEW EQUIPMENT” 


says William A. Wild, Superintendent of 


Maintenance, 


Branch Motor Express of Allentown, Pennsylvania, is 
in the process of switching its entire fleet over to 
tubeless truck tires. A large common carrier serving 
the Middle Atlantic States, this company operates 
tractor-trailer units both on intercity runs and in-city 
pickup and delivery. For a first-hand account of why 
Branch Motor Express prefers tubeless tires, here’s an 
interview with Mr. William A. Wild, the man who 


Branch Motor Express. 


keeps this fleet rolling: 


Q. 


What kind of mileage are you getting with 


tubeless tires compared to tires with tubes? 


on tubeless tires since 
figure cost per mile yet 


A. “We're definitely getting more miles from Fire- 
stone tubeless tires. Although we’ve been running 


October of 1955, we can’t 
because, you see, not one of 


thése tires has been retired from service. However, 
we average 50,000 miles before retreading on the 
tractor drive axle tires and 100,000 miles on trailer 
tires and tractor front axle tires before they are 
retreaded. This is a remarkable improvement over 


tires with tubes, especially for city driving.” 
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Standard & Poor’s Sees Upswing im "OS os 


More Profits J or Parts Makers 


NEW YORK.—Profits of original- 


auto-parts business will report sales 


equipment auto parts makers | declines for 1956,” the survey noted. 


should improve in 1957 after gener- | 


It said the sales decline will be at 


ally sharp declines in 1956, accord- least as severe as the estimated 25 


ing to a 


survey by Standard &| percent dip -in auto production. 
Poor’s Corp. 

The analysts predicted that to- 
tal automotive sales would score 
satisfactory advances in 1957 and 
said that the greater number of 
vehicles in use and higher prices 
suggest that the gradual upturn 
in replacement-parts volume will 
be extended. 

Truck parts makers also should 
have a good year. 
were not hurt as badly 


| “A contributing factor,” S&P 
said, “will be the continuing trend 
| toward integration on the part of 
the parent industry. Another will 
| be the working off of inventories 
| by customers when it became evi- 
dent that 1956 model production 
would fall short of expectations.” 
However, the survey continued, 
“It should be noted here that some 
These suppliers individual companies have bene- 
in 1956,|fited from shifts in accounts or 


since truck production did not|from the growing acceptance of 
decline as much as automobile out-| newer lines and thus will turn in 


put. 


Original-equipment parts business | 


| better-than-average showings.” 


will reflect a projected 10 percent | makers should make a greater con- 


increase by the customer industry, 
S&P said. Nonautomotive business 
also should exceed 1956 by a good 


margin. 


tribution to the overall sales and 
earnings picture in 1956 than it did 
in 1955. New lines and a less-severe 
drop in military business were men- 


Nonautomotive business of parts |~ 


cost-price squeeze, Standard & 
Poor’s said, “Important benefits are 
accruing to many parts makers 
from extensive plant improvement 
programs, including increased auto- 
mation; from cost-reduction pro- 
grams instituted during the last 
two years and from the absence of 
costly overtime. 

“Moreover, companies able to 
realize larger sales in 1957 also 
should enjoy somewhat larger 
margins. 

“On the other hand, with 
volume a prime determinant of 
operating margins in this indus- 
try, companies encountering a 
sales decline in 1956 will be hurt 
by attendant higher costs. 

_“And, in n general, some further 


Roger Dean Expands 
COLUMBUS, O. — Roger Dean 
Chevrolet, Inc., has opened a new 
outdoor display for 221 new cars 


pressure on margins is indicated 
by increasing costs of steel and 
other materials and by higher labor 
costs under wage contracts in the 
latter half of 1955.” 

The survéy noted that motor veh- 
icle manufacturers “usually have 
permitted only part of cost in- 
creases to be reflected in prices.” 

Speaking of 1956 profit variations, 
S&P said that profits will be below 
the generally excellent 1955 results, 
but that the industry showing will 
be fairly good, measured by stand- 
ards in most past years. 
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Lumite Boosts Prices 
Of Paper Fiber Fabrics 


NEW YORK, — The Lumite 
division of Chicopee Mills has an- 
nounced an increase of approxi- 
mately two cents per square yard 
in the price of paper fiber fabrics. 

Lumite fabrics are used in the 
manufacture of automobile seat 
covers. Lumite attributed the 
price increase to higher produc- 
tion costs. 








Minneapolis Sales Sparkle bbe 
Factory Deliveries Slow 


MINNEAPOLIS, — The big con- 
cern of new-car dealers here is 
delivery of new cars, not selling 
them. A check has revealed that 
dealers are not getting prompt 
delivery of new models from the 
factories. 

Sales of the new model have 
been “excellent,” Frank LeBlond, 


dependent upon original-equipment | 


“Virtually all suppliers heavily | tioned as factors. 


Q. Is city delivery tougher on tires? 


A. “It is for us because that’s where constant 

tting of the trailer scuffs tires—but worst of all, 
that’s where tires get curb breaks and pick up 
puncturing objects. The big advantage of tubeless 
tires here is that a break or puncture shows up as a 
slow leak and we repair it— ut i in tires with tubes, 
a break has to flex a hole in the tube and then— 
wham! —we’ve blown out a tire and lost a valuable 
tire body. We get increased tire body life for more 
retreads with tubeless tires. That’s important to 
our cost picture because Firestone Factory-Method 
Retreading puts “new tire” tread performance on 
the old carcass and we get almost again as much 
mileage as the original—at about one-third the 
price of the original tire. And we can retread these 
tires over and over again.” 


Q. In big fleet operation, does the introduction 
of tubeless tires present any problems? 


A. “Not for us. We’ve standardized our rims and 
we can run tubed and tubeless side by side until we 
have completed all the replacements. We’ll have all 
our equipment on tubeless before long. We have less 
valve trouble on tubeless because they run cooler 
out on the side of the rim. And if they do need 
service they’re easy to get at.” 


Q. From your experience, then, you’d recom- 
mend tubeless tires to other truckers? 


A. “Yes, I would. Anyone can save money on tire 
costs with them. And the way I figure it, tires with 
tubes on any equipment bought today may be 
difficult and expensive to replace, long before the 
vehicle has completed its useful service life.” 


“36,000 miles on these tractor drive axle tires, and there’s 
another 15 or 20,000 miles left on those treads yet”— 
that’s “Pete” Winings, Reading Terminal Shop Foreman, 
whose words of praise for Firestone tubeless tires sound 
sweet as honey to the ears of Bill Hamlin, who represents 
Firestone in Allentown. 


SUPER ALL TRACTION ALL TRACTION 


Copyright 1956, The Firestone Tire & Rubber Co. 


Firestone 


FIRST CHOICE WITH 
TRUCK OPERATORS EVERYWHERE 


Turning to what it called the 1956 


SUPER TRANSPORT 





just west of its showroom here. 
More than 60 feet of frontage has 
been added. | 


Kay Motors, Inc. (Plymouth) has 
reported. “We're ahead of delivery 











“Can’t remember when we had the last road call to change 
a flat—since we've been running on tubeless tires we 
hardly ever have an emergency run,” recalls “Pete” 
Winings and he should know—he’s the guy who used to 
have those “headaches.” 





TRANSPORT HEAVY DUTY 


Enjoy the Voice of Firestone on radio and television every Monday evening over ABC 








— sold out until some time next 
January. But we can’t get enough 
new models, Last year at this 
time we could make immediate 
delivery,” he said. 

With a delay of four weeks in 
some cases, dealers are not happy 
about the situation, a Buick sales- 
man in St, Paul said, even though 
“customers are easier to sell this 
year.” 

However, Gil Jenstad, sales man- 
ager, Suburban Chevrolet Co. in 


|}suburban Hopkins, said that sales 


have slowed down considerably 
after soaring following showing of 
the new models. 


“Our sales still are better than 
last year, but during the first three 
weeks after new-model introduc- 
tion, sales were twice as good as a 
year before,” he said. 

Most dealers report factories 
are taking from one to three 
weeks to fill orders. In a few 
models, delay extends to three 
months, Buyers generally are not 
complaining about price in- 
creases, salesmen said. In fact, 
they seem to prefer higher-priced 
models. 


A Ford dealer said his “hottest” 


| model was the new Fairlane series. 
|A Studebaker salesman said his 


hardtop super-charged “Golden 
Hawk,” priced here at about $4,100, 
accounted for half his total sales. 

Prevailing tighter credit terms 
have cut out some border-line buy- 
ing, Jenstad said. Since credit 
previously probably was “too loose,” 
the present situation is “healthy,” 
he said. Despite new-car sales pro- 
motion, salesmen said that used-car 
market is holding its own. 

The optimistic opinions of most 
dealers weren't shared by all, how- 
ever. Jim Byrnes, salesman at Jim 
Angeles Studebaker, Inc., said: 


\“This year is going to fool a lot 


of people who are predicting a new 
industry record. They're not going 
to sell as many cars as they think.” 


DeSoto Names 
12 Top Dealers 


DETROIT. — Twelve DeSoto 
dealers made the “top ten” in Sep- 
tember. The two extra dealers were 
named because of ties. 

Leading was George Byers Son, 
Inc., Columbus, O. Leo Adler, Inc., 


| Detroit, in the top ten for the ninth 


consecutive time this year, placed 
fourth. 

Others, in order, were: M. Rock- 
man, Maplewood, N. J., second; 
Harold B. Robinson Auto Sales Co., 
Philadelphia, third; Stewart Motors, 
Inc., Baltimore, fifth; West Caldwell 
Auto Mart, West Caldwell, N. J., 
sixth; Berry & Berry, Inc., Long 
Beach, Calif., and James F. Waters, 
Inc., San Francisco, tied for 
seventh; Scott Motors, Inc., Kansas 
City, eighth; Armory Garage, Inc., 
Albany, and Krich Bros., Newark, 
N. J., tied for ninth, and Haddon 
Motors, Inc., Camden, N. J., tenth. 


USED CAR DEALERS 
We can supply you with 


CHEVROLETS 


FORDS 


1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
all cars clean 


As Neor As Your Telephone 
EMKAY, INC. 


6850 Cottage Grove Avenue 
Chica 37, Mlinois 
Phone: MUseum 4.6969 
Ask for Ben Geller 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





a guy leaned back in his chair 
and lit a cigaret as his wife told 
the head shrinker why he did some 
of the things that annoyed her. 

The head shrinker flicked a 
glance over at the husband and 
then asked: 

“Why do you think he lit that 
cigaret?” 

Before she could answer, 
that was in no time at all, 
added: 

“There are at least a half-dozen 
motivations for doing a simple 
thing like lighting a cigaret. So 
how can you be so definite about 
why he does the complicated 
things?” 

Being a woman, she didn’t let a 
little thing like advice from a head 
shrinker stop her, but that is beside 
the point, which is: . 

A question from a reader on how 
come a certain foreign car (which 
shall be known here only as The 
Little Monster) is selling rings 
around some American cars? 

. > * 


Designed for What? 


r THIS car was designed for any 
market, it certainly isn’t the 
American market as it exists today. 

It is not supported by advertis- 
ing. 
No dealer admits to giving a dis- 
count on it. 

The Little Monster’s motor sounds 
like a bee on a binge. 

Its styling, if you could call it 
that, looks like egg on the half- 
shell. 

In fact, the only nice thing you 
can say about it is that American 
buyers, living in the midst of big, 
beautiful American cars, line up 
three months’ deep to buy the Little} 

Monster. 

Could it be that the purchasers 
have more confidence in the crafts- 
manship of German workers than 
in their own? 

* > = 
Quality Gets Attention Again 

CIDENTALLY, that is a facet 

of the auto business that is com- 
ing in for plenty of attention at the 
American auto factories. Top man- 

agement is cracking the whip for 
quality control to a greater extent 
than ever in the postwar period. 

There may come a day when 
the advertising boys can brag 
about the craftsmanship that goes 
into American cars again. 

Advertising, of course, has dem- 
onstrated that it can sell a sow’s 
ear for a silk purse any day, but it 
would just as soon do an honest 
job and sell a silk purse as a silk 


and 
he 





purse. 
There’s a better future in that. 
= * * 


Big AIP’s Observations 


GPEAKING of motivation reminds| # 


me of the guy who dropped 
around to see Big Al, the discount 
man, about a set of matched leather 
luggage for his wife. 
“Why matched leather?” asked 
Big Al. “In matched leather your 
wife couldn’t lift the bags empty.” 
“Who wants to lift them?” the 
guy replied. “She never carried a 
bag in her life. She just wants to 
impress the bell boy.” 


Discounts on the Wane 


discount business seems to 
be tapering off a bit in Detroit, 
but it still flickers in spots. 

Like in Uncle Ben’s emporium. 
Uncle Ben claims to give the best 
prices in town. Only thing is Uncle 
Ben can add faster than the whole- 
sale boys. Buy more than three 
items from Uncle Ben and you'll 
find you paid retail plus for some 
of them. 

Uncle Ben’s favorite trick is to 
let you -beat him down to a price 
you figure is a bit high but accepta- 
ble. 

Then, after the process of selec- 
tion, Uncle Ben appears to forget 
and writes up the order for a few 
dollars on top. 

Seon you find yourself fighting 
for the price you considered high 

in the first place. When Uncle 
Ben finally gives in with a moan 


that you are paying less than 
cost, you walk out figuring you’ve 
made a good deal, 

Uncle Ben buys wholesale the 
same way he sells wholesale. 

The other day he stopped at a 
wholesale plumbing supply com- 
pany. 

“Figure me a price on a thousand 
of these fittings,” he says with an 
air. The jobber figures the price 
knowing Uncle Ben could never 
sell a thousand in a lifetime. 

“OK,” says Uncle Ben, when he 
gets the price. “I'll take two now 
and the rest later.” 

The only thing that disconcerts 





Lincoln Surveys 
Firm Policies on 


Obsolete Models 


ST. LOUIS. — A survey con- 
ducted by Lincoln Engineering Co., 


'a division of McNeil Machine & 


Engineering Co., throws some light 
on various firms’ policy on servic- 
ing and providing parts for obso- 
lete models. 

Normal repair service is supplied 
indefinitely by 15 firms; from 11 to 
15 years by 12; 10 years by 12, and 
from 16 to 20 years by seven. 

Thirty-four companies, when they 
no longer can—or want to—repair 
an obsolete model try to sell the 
customer a new model with no offer 
for the obsolete one; nine offer to 
take the old model at a flat ex- 
change rate, and five offer to take 
the old model at the going value, 
if any. 

When a model is declared obso- 
lete, 21 firms set aside of small 
parts estimated at a three-to-five- 
year supply and 23 companies ear- 
mark a supply of larger parts cal- 
culated to last for the same period. 

The six-to-10 year period is util- 
ized for small parts by 18 com- 
panies and’ 13 figure the same 
length of supply for larger parts. 
One firm set aside a 16-20 year 
supply and four indicated they fig- 
ured on a longer parts supply. 

As long as parts last, 53 firms 
sell at the original price, plus 
normal increases; three, at pre- 
mium prices; and one firm at prices 
which increase systematically each 
year. 

When the original stock is gone, 
15 firms make up the parts on order 
and charge the original price; 26 
charge production cost; 15 tell the 
customer that parts are no longer 
available, and three companies 
charge the cost of production plus 
an extra “penalty.” 





Dealers Meet With Chevrolet 





Uncle Ben is for someone to come 
into his place and pay the price 
marked on an item without putting 

up a fight. 
“How’d you get in here,” he 
growls as you leave. 
* + * 


Dealer Shares a Chuckle 


= PAYS to know your man in 
. both selling and collecting ac- 
cording to Elie E. Lam, who oper- 
ates a Chrysler-Plymouth dealership 
in Wichita Falls, Tex. He. sends 
along correspondence to prove it. 

The collection letter had a nice, 
personal touch to it, pointing out 
that it distressed the dealer to see 
his friend’s name on the finance 
company’s delinquent list. so often. 

“Now, . »” the letter ended, 
“what would your fellow workers 
and neighbors think if the finance 
collector drives up and tows your 
car away?” 

The reply came back: 





“Dear Mr. Lam: 
“I. too, was curious to know the| 
neighbor’s reaction, so I took a sort} 


for you: 

“In, same boat .. - 
“Abandon inside Navajo 
Reservation ..... encpueiii 
“Drain oil, drive till motor 

IEE. asihlieainsiiicutiveccnsdvccndiasbtiatnn: 2 
“I always hide the front 

bumper ..... y eee 
“Tires and radio will fit my 
te RES See has 
“Can put you in new Ford 
Ll ae 
“Tell dealer the car has 
noise in the motor, won’t 
shift into high, and he 
didn’t put in enough anti- 
freeze, but you're willing 
to keep it if he makes a 
couple of payments for 
you ..... seeeaabinakcsmenbeis OO A 
*Ford Salesman. 
**GMAC Collector. 


a 
2 


1* 


1956 





Kutner Draws Full House— 


4 | Shown is part of the crowd that turned out for the introduction of the 1957 Buick 
of poll, and have summarized same} at Kutner Buick in Philadelphia. The program included a “Mambo Dancing Party” 


sponsored by station WPEN, Philadelphia. 


Highways 


A new research report has been 


by its committee on winter driving 
hazards. 
Stopping distances on ice can be 


| changed by temperature, the tests 


found. Melting point temperatures 
make the ice wet and slippery. 
Tests showed that a car with new 
tires going 20 m.p.h. on glare ice 
could stop within 114 feet at zero, 





How They're Pushing Sales 





Dealer Ad Ideas 


Ford at Chevrolet 


yo Bob Ford joined the sales 
staff of Jim White Chevrolet, 
Kokomo, Ind., it was announced 
with a personal introduction adver- 
tisement headed: “Ford sells Chev- 
rolets.” 

“Remember me?” the copy read 
under Ford’s picture. “I operated 
the United Oil service station .. . 
for the past 14 years.” 

The ad then invited Ford’s friends 
to drop in and see him at Jim 
White's. - 

= = * 

Triple Opening 
TRoUsANDs attended the triple 

opening day for 1957 Buicks, 
Pontiacs and GMC trucks at Beloit 
Motor Co., Beloit, Kans. The affair 
was called one of the most success- 
ful events ever held in Beloit. 

More than 3,000 children under 
14 years of age registered for a 
free bicycle and radio. Slightly 
more than 4,000 adults registered 
for $175 in cash credits at a Be- 



























Executives— 


Chevrolet dealers and executives who took part in the most recent session of the 
Chevrolet Dealer Advertising Council in Detroit include, front row, from left: Norman 


Grossman, St. Paul; Bronk Danovic, Fargo, 


Fish, Chevrolet general sales manager; W. 


N. D.; A. Gibson, Oshkosh, Wis.; W. E. 
G. Power, Chevrolet advertising manager; 


Don L. Holden, Corpus Christi, Tex.; Nate Burt, Englewood, Calif.; E: R. Wood, Santa 
Fe, N. M.; J. B. Rich, Huntington, W. Va. Second row: Frank E. McGough, Montgomery, 
Ala.; George F. Cashman, South Gate, Calif.; O. F. Fowler, Winston Salem, N C.; 
Charles H. Bradshaw, Atlanta; Milton Herman, Cambridge, Mass.; Z. S. Frank, Chicago; 


Jerry DeNooyer, Kalamazoo, Mich.; Robert 


R. Kihm, Hamilton, O.; Vernal W. Furbush, 


Waterville, Me.; F. J. Zimmerman, Pennsauken, N. J. Top row: Earl Johnson sr., Peoria, 
lll; M. J. Bilgere, St. Lovis; O. J. Brown, Spanish Fork, Utah; A. S. Harms, Spokane; 
David C. Corbin, Akron; Jack E. Dewey, Omahu; E. J. Foley jr., Newark, N. J.; C. R. 
Wilson, Morgantown, W. Va. Pretlow Darden of Norfolk, Va. was absent when the 


picture was taken. 


loit store of the winner’s choice. 

The sales, office and part of the 
shop personnel were used to handle 
the crowds at the show room for 
the two days. Coffee, doughnuts 
and cookies were served. 

Saturday, St. John’s High School 
band played in front of the show 
room and led a parade through the 
business district. That evening, the 
Beloit High School band did the 
same. s 

a * 


Merchants Cooperate 
NYEART CHEVROLET, INC. 
225 E. Michigan St., Michigan 

City, Ind., has joined with Grieger 

Clothing Co. in a _ pre-Christmas 

promotion. 

A 1957 Chevrolet will be given 


away by the clothing store in a | 


Christmas Eve drawing as a fea- 
ture of its 66th anniversary cele- 
bration. 

The merchandising event was 
announced in a special 16-page tab- 
loid section of the local newspaper. 

The back page of the special sec- 
tion was devoted entirely to a de- 
scription of the 1957 Chevrolet, with 
this line featured: “See and drive 
the all-new 1957 Chevrolet. Get the 
town’s best deal from your friendly 
Chevrolet dealer, Enyeart Chevro- 
let, Inc.” 

* * * 


The Dealership Story 


yas story of what the retail auto- 
mobile industry means to a 
community was told in Helena, 
Ark., by the Associated Auto Deal- 
ers of Phillips County in a news- 
Paper advertisement. 

' Points stressed were the pay- 
roll of $436,000, steady employ- 
ment for 522 employes. and de- 
pendents and dependable service. 

Dealers were Dixie Motor & Im- 
plement Co. (DeSoto - Plymouth), 
Allan’s, Inc. (Mercury-GMC), 
Reeves Motor Co. (Ford), West- 
Hornor Motor Co. (Chevrolet-Olds- 
mobile - Cadillac), Sanders Auto 
Supply, Inc. (Buick-Pontiac), Phil- 
lips Motor Co., Inc. (Dodge-Plym- 
outh) and Erwin Motor Co. (Ford). 


Wright Buys Olds Firm 

Wright Oldsmobile, Inc., has 
opened in Los Angeles. LeRoy 
Wright, San Pedro, has bought the 
dealership, which formerly belonged 
to Jack Johnson, at 4270 S. Vermont 
Ave. Gordon Roberts is general 
manager. 


Jules Kutner estimated the crowd at 1,800, 


& Safety 


but took 235 feet to stop at 30 above 





| published by the National Safety | zero. 
| Council based on tests and studies | 


The report said that snow tires 
give 28 percent better traction than 
regular tires on glare ice, regular 
tire chains were 213 percent better 
and reinforced tire chains were 409 
percent better than regular tires. 

Braking distances at 20 m.p.h. on 
loosely packed snow were as fol- 
lows: Regular tires, 60 feet; snow 
tires, 52 feet; regular tire chains, 46 
feet, and reinforced tire chains, 38 
feet. 

On glare ice, however, all stop- 
ping distances were found to be 
dangerously lower: Regular tires, 
| 195 feet; snow tires, 174 feet; regu- 
lar tire chains, 99 feet, and rein- 
forced tire chains, 77 feet. 

Single copies of the report may be 
obtained free by writing National 
Safety Council, Chicago 11, Ii. 


N. Y. Thruway Reports 


Collections up 78% 


Toll collections during the first 
10 months of 1956 were up 78 per- 
cent .over the comparable 1955 
period, the N. Y. Thruway has an- 
nounced, 

Ten-month collections totalled 
$19,049,137. Revenue last month was 
down 17 percent from September. 
But it was said the $1,964,718 col- 
lected during October was the fifth 
highest monthly total since the first 
toll section was opened in June, 
1954. 





| * * * 
|New Hampshire Proposes 
140 Miles of.New Highways 

A record-breaking 140 miles of 
new highway construction will be 
proposed in the 1958-59 budget of 
the New Hampshire Department of 
Public Works and Highways. 

The 47 projects included in the 
list represent the largest program 
of new construction ever under- 
taken in the state and will involve 


expenditures of $54 million. 
* = * 


Canadian Deaths Climb 


Fatalities resulting from motor 
vehicle traffic accidents in Can- 
ada, excluding Quebec, increased 
to 862 in the first half of this 
year from 806 in the 1955 period. 
Persons injured increased to 22,- 
398 from 20,185 and accidents 
climbed to 67,269 from 62,399, the 
government reported. 


Illinois Opens Campaign 
To Hold Down Deaths 


William H. Morris, state police 
chief of Illinois, in a letter to 600 
patrolmen, has called for an allout 
law enforcement campaign for the 
balance of the year to keep deaths 
below the 1955 total. 

He noted that Illinois’ death toll 
was running about equal to last 
year’s figure. Morris said this was 
done while national figures showed 
an 8 percent increase. Gov. William 
G. Stratton has supported the cam- 
paign. 





For the lowdown on dealer thinking, 
read John O, Munn’s column each week 
on Page 3. 
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showing that for the week ending | 110; Nash, 101; Cadillac, 93; DeSoto, 
with Thanksgiving new-car sales| 79; Chrysler, 70; Lincoln, 37; Hud- 
totalled just under 1,100. son, 23; Studebaker, 18; Packard, 

This is about 200 under the pre-| 12; Willys, 5, and miscellaneous, 33. 
vious year. Used-car sales also were| —(John E. Hubel.) 
down: 1,259 for the week, compared - 
with 1,457 a year ago. 

Several reasons are advanced 
for the new-car decline: Fore- 
most is failure to deliver new 
models despite large orders; sec- 
ond, that failure to move new 
cars has cut into used-car turn- 
over, thus aggravating the prob- 


Sales Conditions in Various Areas... 


Auto Market Reports 


against 119 Hudsons and 163 Stude-| previous week from 18 to a total 
bakers.—(Joe Kuebler.) of 53.—(Frank Kappel.) 
bd * + * 


Pittsburgh 





* 


Salt Lake City 


New-car sales in Salt Lake 
County (Salt Lake City) totalled 
680 in October, down sharply from 
the 954 counted a month previously, 

Leading in October was Chev- 
rolet, with 202 registrations. Other 
totals were: Ford, 171; Oldsmo- 
bile, 7¢; Buick, 53; Mercury, 36, 
Plymouth, 36; Pontiac, 31; Cadil- 
lac, 14; Chrysler, 12; Dodge, 10; 
Volkswagen, 9; DeSoto, 8; Nash, 
5; Lincoln, 3; Hudson, 2; Stude- 
baker, 1, and miscellaneous, 11. 

Truck registrations amounted to 
170, compared with 189 in Septem- 
ber. The October market was di- 
| vided as follows: Ford, 49; Chevro- 


San Antonio 


October new-car registrations in 
San Antonio and Bexar County to- Cinci ° 
falled 1,331, a drop of 10 percent incinnatt . New-car segistaptions ia Pitts-| 
fropite the advent of several 1957| the sale of motor vehicles in Ham. |PUrEh in the week ended Nov. 24] Commercial sales of 68 new and 
models. ilton County (Cincinnati), O., dur-| We “down appreciably” from the! 37 used were down, compared with 


: : “ : previous week, according to the —(Sanford Markey.) 
Early arrival of the new Ford/|ing the week ended Nov. 22, dipped Bureau of Business Research of a@ year ago : wer arkey 
Milwaukee 


models is reflected in its lead, with | to 1,426. The total represents a de- . ' - 
389 registrations compared with 341 | crease of 139 units from the sale of ee ee ‘ice 2 ee 
Bae we eR embee: her tan the comparable woes at| Damnons setriy felt to 85 por | Newccar salen rose 26, percent 
a. ed, ; * Rite 1988 P cent of the 1935-39 average dur- |Over the previous month during 
attributed by deal ers to "efforts In the week ended Nov. 22 a Se OTe aes in tek from 2,768 to — eee 
, . since early September, It had | !rom 2, yo14, 
during the month to clear . 
he 1866 cteain to readiness for ake ‘Was oad, Coe a vith been 200.3 in the previous week. The pace, however, remained | ict 36; International, 18; GMC, 15; 
, q p with | The steel-ingot rate was 96 per-| considerably below the alltime Willys, 13; Dodge, 11; FWD, 4; 
record of last spring when sales | white 4; Kenworth, 2; Diamond T, 
averaged 4,256 cars per month. | ;. Mack, 1, and miscellaneous, 16. 


the new models. 674 new cars and 55 new trucks | cent of practical capacity for the 
Dealers anticipate increased sales| in the previous week. week.—(Leon M. Leffingwell.) 
during November and December. A total of 744 used cars and 28) ‘ees | For the first 10 months, sales to- 
Trailing Ford and Chevrolet in| used trucks were sold during the | talled 35,197, compared with 42,149 C 
October new-car sales were: Buick, | period, compared with 803 used cars| Cleveland in record 1955. sreene Plymouth Opens 
148; Pontiac, 93; Oldsmobile, 85;|and 33 used trucks in the week| Continued dropping off in auto-| October sales by make were:| Sid Greene has announced the 
Plymouth, 77; Mercury, 60; Dodge, | ended Nov. 15. motive business in the Cleveland | Chevrolet, 787; Ford, 675; Oldsmo-| opening of Sid Greene Plymouth 
51; Cadillac, 20; Studebaker, 13;| Repossessions for the week in-| area is reflected in figures released| bile, 316; Buick, 303; Mercury, 194;|Co. Inc., 8064 N. Lincoln Ave. 
Chrysler, 11; DeSoto, 11; Nash, 8;| creased rather sharply over the| by Leonard Fuerst, clerk of courts,! Plymouth, 183; Pontiac, 175; Dodge,| Skokie, Il. 








Lincoln, 7; Clipper, 5; Hudson, 4; 
Packard, 3; Renault, 2; Imperial, 1; 
MG, 1, and Willys, 1. 

Truck registrations were: Chevro- 
let, 68; Ford, 46; International, 20; 


GMC, 14; Mack, 7; Dodge, 5, and| 


White, 2.—(J. H. 
7 * 
Akron 


New-car sales in Summit County 
(Akron), O., averaged nearly 2,000 
units per month for the first 10 
months of 1956, or 10.4 percent be- 
low record breaking ’55. 


Reed.) 
+ 


Up to Nov. 1, 19,906 new-car cer-| 
tificates of title were filed in the) 


county as against 22,211 in same 
period last year. 


October sales totalled 1,792, only | 


$2 below the same month in 1955. 


Dealers believe increasing deliv- | 


eries of °57 models in the two 
closing months of the year will 
narrow the differential between 
the two years even more. 

Unlike national registrations 
where it has a substantial lead, 
Chevrolet’s edge over Ford for the 
first 10 months is only 26 units— 
4423 to 4,397. Plymouth is third 
with 2,311; Buick, fourth, with 2,107, 
and Pontiac, fifth, with 1,261. Olds- 
mobile is a strong sixth with 1,245 
and Mercury is the only other make 
in four figures with 1,001. 

Deliveries of Volkswagens for the 
10 months were an even 100 as 


S-P Hails New 
Differential as 


07 Selling Hit 


SOUTH BEND. — Studebaker- 
Packard marketing officials have 
expressed surprise at the high rate 
of orders for cars equipped with 
the new non-slip safety differential. 

Of the first 15,000 Studebaker 
car orders received at the factory, 
38 percent called for the differen- 
tial, spokesmen said. Introduced 
for the first time in the lowest- 
priced field by Studebaker on 1957 
models, it is running three times 
the public demand originally fore- 
cast, it was said. 

Carl K. Revelle, general sales 
Manager, said the new rear axle 
had been scheduled for installation 
on only 12 percent of the cars for 
its first year. 

Of orders for December delivery, 
52 percent of the cars and 50.4 per- 
cent of the half-ton trucks call for 
the differential, he said. Revelle 
attributed 4 substantial part of this 
demand to advantages in winter 
driving. 

The new differential is optional 
equipment on all sedan, station 
wagon and Hawk models with V-8 
engines. 


King Takes Helm 
Of Florida Unit 


FT. LAUDERDALE, Fla. — The 
Broward County Automobile 
Dealers Assn, has elected George 
W. King (Oldsmobile), Ft. Lauder- 
dale, president. 

Other officers are: Vice-president, 
C. R. Mayes jr., (Chevrolet), Pom- 
pano Beach; and secretary- 
treasurer, I, L. Sherron (Chrysler- 
Plymouth), Hollywood. 
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The roast beef you eat this winter 
originated in early 1955... There was a 
Spring drought in the range states, and 
a record crop of calves swelled the 
1955 beef cattle count to a new high 
of 62,588,000—double the 1940 figure. 

Checked, disinfected, ear-notched 
for identification, the new calves were 
turned loose with their mothers. They 
grew 50 to 60 pounds a month, 
and around their sixth month 
began their trek to Central 
States stockyards. 

At the yards, commission 
men and farmers bought the 
calves for Midwest farms—to 
turn hay, corn, grain and silage 
into thousand pound animals which 
are most readily marketable. 

During the usual ten month feeding 
period, a yearling may consume around 
30 bu. of corn, 35 bales of hay, an acre 
of Spring pasturage, and $10 worth of 
mincrals, vitamins and medicines. The 
cattle are shipped to market between 
August and December. 

While some farms with “reputation” 
cattle command premium prices, the 


The big Beef... 









Chicago average in 1955 was 22.75¢ a 
pound. So the farmer’s profit or loss is 
determined by his costs—which may be 
low as 12¢, or above 20¢. The amount 
of feed grown on the farm is a big factor. 

Competition today compels more 
efficient operation and lower costs, with 
barns and feedlots designed for volume, 
gravity conveyors, self feeders, facilities 
for easier cleaning and manure 
disposal. Better breeds run to 
s less fat and bone, more meat. 
Beef cattle supply a number 
F of industries—slaughtering and 
, packing, refrigeration, canning, 
© fertilizer, glue, pharmaceuticals, 
leather; and 2,888,415 tons of 
freight last year for the 39,000 livestock 
cars run on Class I railroads. 

The 1955 beef production reached a 
peak of 13.6 billion pounds (up from 
the 9.5 billion of 1950), and $3 billion 
plus in farm revenue ...of which some 
53% went to the farmer subscribers of 
SuccEssFUL FARMING. 

These SF farm subscribers are the 
country’s best farmers, with larger 
mvestments in land, building, and 


MerepiTH PuBLisHiInG Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles 








machinery; with better brains, better 
methods, larger yields, higher incomes. 
Three of four are in the 39% minority 
which gets 88% of the national farm 
income. Last year their average cash 
income from farming was $10,260! 
These Successrut Farminc farmers 
are still making money, and spending 
money—on better homes, better living; 
new bathrooms, modern kitchens, new 
furniture and furnishings, travel and 
schools, insurance and investments. 


Ano there is no better or cheaper 
way of selling this $11 billion market 
than through SuccessruL FarMInc. 
SF for more than fifty years has helped 
the best farmers make more money, 
helped farm families live better... has 
earned confidence and responsiveness 
no other medium can match! 

For new customers, and to balance 
your advertising schedules where most 
general media run thin, you really need 
SuccessFuL FarMinc. Ask any SF office 
for the full story. 











FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 
OF NEWS AND VIEWS 


A weekly roundup of news 
and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 


SEE THE 

FORD FAMILY OF FINE CARS 
AT THE NATIONAL AUTO SHOW, 
NEW YORK COLISEUM, 

DEC. 8 THROUGH DEC. 16 
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Be Me ou ae 


Bag a ae 


“We have the cars... 
we have the market 













































“All the 1957 models are now on display. I expect you've taken the 
time, as I have, to examine what our competitors are offering in their 


new Cars. 


“If you have, I’m sure you'll agree that our Ford Family of Fine Cars 
stands out from all the rest. We have the styling, performance and 
all-around value that gives us a real edge over all our competition. 


“It’s no accident that we all find ourselves in this favorable position 
today. For ten years we’ve been working and expanding our facilities 
to reach these goals. You know what we’ve accomplished; you know 
that we’ve committed huge sums with the aim of designing and 
building products that will continue to be better in performance, 
styling and value—year in and year out. 


“Ours has been an orderly, progressive development with our sights 
always set on the target. We haven’t been lulled into complacency by 
success nor have we had to run frantically to catch up. Our men 
know what they’re doing. We know where we’re going. 


“And we are justly proud of your contribution in this decade of growth. 
You have expanded sales and service facilities to meet the growing 
market. You have cooperated with us and aided us in many important 
ways. Perhaps most important of all, we have both been making steady 
progress in improving our relationship and mutual understanding. 

“‘We have the cars. We have the market. Every indication shows that 
1957 is going to be a great year. 

“And it’s only the beginning. You already know about some of the 
exciting things to come. There’s the Mercury Turnpike Cruiser, for 
instance, which is attracting big crowds right now at the National 
Automobile Show in New York. And the new Ford retractable hardtop 
which prompted so much favorable comment when we showed it at 
the Ford press preview last fall. 

“Two weeks from now in this space we want to document our optimism 
with some basic facts about the expanding market available to us 
next year. 

“Right now I want to thank you all for your enthusiasm and encourage- 
ment. This is a great business—especially when we're working 


together with great products like the 1957 Ford Family of Fine Cars!” 


Veaar Ke fh rasch/ 


Chairman of the Board 
FORD MOTOR COMPANY 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY # LINCOLN *¢ CONTINENTAL 
FORD TRUCKS ¢ TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


1955 1956 


$915 
$880 = $873 


$873 





Feb. March 


* Prices of '56s added; °48s dropped. 





Market Trend 


Prices broke sharply last week 
at wholesale used-car auctions, 
driving down by $39 the overall 
average price as computed on 
Automotive News’ index. 

It was the most severe price 
readjustment recorded by the in- 
dex since mid-August and pulled 
the overall average down to $1,005. 

All models dropped in price, 
with new lows established for 
every model except ’50s. 

Losses were $21 on ’55s, $24 on 
50s, $24 on ’51s, $26 on '56s, $49 on 
"54s, $50 on ’53s, $54 on ’52s, and 
$67 on ’57s. 

At a group of representative 
auctions last week, the average 
consignment was 171.6 units, com- 
pared with 152.1 the previous 
week. The sales ratio rose to 73.7 
percent from 67.5 percent a week 
earlier 





ALABAMA 





JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 








COLORADO 

AUTO AUCTION 

LITTLETON, COLORADO 

SOUTH DENVER 

DEALERS ONLY 

Sale Every Monday—11:00 a.m. 
Owners: 

Francis R. Cassell 


Carroll Kopfer 
Phone Denver, SUnset 1-7821 


So ehe Netloncl Sank of Eaghoweed. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


#95 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Crump-Dudley-Caswell 
To serve you best 
Phone Sherman 4-3263 





$874 ga52 $864 





duly 


Apr. May dune Aug. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 


and (ps) denotes power steering. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Nov. 23.) 

(Market was off a little due to the 
first bad weather we have had this win- 
ter. Still we had a real strong sale with 
171 cars sold out of 226 offerings.) 


| BUICK—’57 Century 4-dr., $3,400°. 56 RM 


4-dr., $2,550* (ps). '55 Special 4-dr., $1,- 
595°. '54 Super Riviera, $1,355*, $1,350° 
(ps), $1,085* (ps), $1,045*; RM 4-dr., 
$1,175* (ps). "53 Special 2-dr., $650. °51 
Super 2-dr., $255*. °50 Super Riviera, 
$285°. 

CADILLAC—’'56 (62) coupe, $3,850* (ps). 
"55 (62) coupe, $2,975° (ps). °51 (62) 
coupe de Ville, $1,050*°; 4-dr., $765°. 


CHEVROLET—’'57 Bel Air (8) 4-dr., $2,- 
295°; Two-ten (6) 2-dr., $1,845. "56 Bel 
Air (8) Sport sedan, $1,995*°; 4-dr., $1,- 


815°, $1,795*, $1,775*; Two-ten (8) 4-dr., 
$1,685°. '55 Bel Air (8) Sport coupe, $1,- 
550°, $1,410°, $1,380; Two-ten (8) 4-dr., 
$1,110. '54 Bel Air 2-dr., $845*; Two-ten 
(6) 2-dr., $765. '53 Two-ten station wag- 


IOWA 








TOM.FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart of the Clean Car 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 








THE HARRY GELT 
CENTRAL STATES AUTO 


AUCTION 


Every Wednesday at Noon 
“Gateway to the Western Market” 

Phone 1181 or 1182 

MASON CITY, IOWA 
Guaranteed Checks and Titles 





MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 








MICHIGAN 








Flint Auto Auction, Inc. 

3711 Western Rd. Flint, 

Exclusively for Dealers 

Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. Phone Cedar 9-4492 








$1,044* 
$1,005 


Sept. Oct. 


* Prices of '57s added; ’49s dropped 


on, $790; 2-dr., $730*, $670°, $530; Bel 
Air 2-dr., $780* (ps), $700*, $675°. 
CHRYSLER—’49 NY 4-dr., $115. 
DODGE—'53 Coronet 2-dr., $255. 50 Mead- 
owbrook 4-dr., $220. 
FORD—’57 Fairlane (8) 500 Victoria, $2,- 
570*; Ranch Wagon, $2,525*, $2,290. '56 


Fairlane (8) Victoria, $2,005* (ps), $1,- 
890°, $1,850°; 4-dr., $1,700*%; Ranch 
Wagon, $1,795. °55 Country sedan, $1,- 
470°; Fairlane (8) 
at $1,350°; 2-dr., $1,330*, $1,085; Custom 
(8) 2-dr., $1,175, $1,150, $1,030, "54 Cus- 


tom (8) 2-dr., $825*. °53 Custom (8) 
2-dr., 635°, $460°. 
HUDSON—'54 Hornet 4-dr., $625° (ps). 


KAISER—’53 Deluxe 4-dr., $325°*. 

MERCURY—’57 Montclair coupe, $3,190*. 
’53 Monterey coupe, $900°*; 4-dr., $620°, 
$580°; coupe, $855°, 2 at $840°. "52 2- 
dr., $410°, $370. '51 2-dr., $330°, $320°, 
$290. 

NASH—'55 Rambler Cross Country, $1,325. 
'53 Rambler Cross Country, $560°. ‘52 
Rambler Country club, $460°, $300°. ‘51 
Statesman 4-dr., $155°. "49 Ambassador 
4-dr., $115. 

OLDSMOBILE—'57 (88) Super 4-dr., 
200° (ps). '56 (98) Holiday, $2,575° (ps); 
(88) Holiday, $2,125*; 4-dr., $1,695. '55 
(98) 4-dr., $1,830* (ps); (88) Holiday, 
$1,855°; 2-dr., $1,645*° (ps). 

PACKARD—’52 coupe, $415*. ‘50 Clipper 
4-dr., $300°. 


MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half a west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 
ND 











ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Oaly! 
Operating Since 1946 








NEW YORK 


NEW YORK CiTY's 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


LAFAYETTE—Syracuse Auto Auction, 


Victoria, $1,375*, 2 





$3,- | 


PLYMOUTH — ’56 Savoy (6) 4-dr. 
575*. °55 Savoy (8) 2-dr., $1,025, 
$985. °54 Belvedere conv., $900 


2-dr., $435. °52 Cranbrook 4-dr., 
$350*, $100. '51 Cranbrook 4-dr., $250. 


PONTIAC—’55 Star Chief (8) station wag- 
on, $1,700*; Chieftain (8) 2-dr., $1,145*. 
’54 Star Chief (8) Catalina, $1,195* 4- 

’53 Chieftain (8) Catalina, 

$450°; 


dr., $1,190°*. 

$785*. °52 Chieftain (8) 

conv., $430*. 
STUDEBAKER — 


4-dr., 


Champion club coupe, $165. 


MISCELLANEOUS — '52 Chevrolet %-ton 


panel, $295. 


LITTLETON, COLO. 


(Denver Auto Auction, 
day. Prices are for sale of Nov. 24.) 
BUICK—’56 Special Riviera, $2,065*, 


Riviera, 
$530°* ; 


$1,685* (ps). 
4-dr., $375*; Super 4-dr., 


2-dr., $160°, $155*. 


CADILLAC—’55 (62) coupe, $3,000* (ps). 
; 4-dr., $2,- 


"54 (62) coupe, $2,875* 
200° (ps). "52 (62) 4-dr., $1,675 
CHEVROLET —'57 Bel Air 
625°, 2 at $1,900°. 
tion wagon, $2,100*; 
$1,550. °55 Two-ten 
$1,575; Two-ten (6) 2-dr., $1,065. 
Bel Air 4-dr., $975* (ps). 53 Bel 
conv., $615*. ‘52 SL Deluxe 4-dr. 
"51 SL Deluxe 2-dr., $295°. 
luxe 4-dr., $340, $205, $190. ’ 
luxe 4-dr., $160. °28 4-dr., $235. 
CHRYSLER—'57 NY 4-dr., $3,850*° 
‘55 Windsor 4-dr., $1,575* (ps). 
DODGE—’'55 Royal Lancer coupe, £1,655°. 


Two-ten 
(8) 


FORD—’'57 Fairlane (8) 500 Victoria, $2,- 
"56 


600; Custom (8) 300 4-dr., $2,125°. 
Fairlane (8) Victoria, $2,115*, %2,020°, 
$1,950*, $1,880*°; Country sedan, $1,900*; 
4-dr.. 3 at $1,750°, 2 at $1,730*, 2 
$1,645°; Main (6) 4-dr., 


Victoria, $1,570*; 
(6) 4-dr., $1,050. "54 Custom (8) 4-dr., 
$665. °53 Crest (8) Victoria, $770. 
Ranch Wagon, $580*. 

HUDSON — ‘54 Hornet Hollywood, $915* 
(ps). "52 Hornet 4-dr., $320. 

LINCOLN—’'56 Capri 4-dr., $2,850° (ps). 
"50 4-dr., $185, 

MERCURY — ‘55 Montclair Sport coupe, 
$1,785* (ps), $1,650°. '54 Monterey Sport 
coupe, $1,400°; station wagon, $1,350*. 


"50 4-dr., 5180. °48 4-dr., $145. 
NASH—'52 Rambler conv., $355. 
OLDSMOBILE — °'56 (88) Super Holiday, 
Holiday, 


$2,485°. '55 (98) $2,225; (88) 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
on Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 











MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Revte 20A Phone 5-9535 


EN 





PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 





TENNESSEE 





MURFREESBORO—Don Kelly Auto 


Center of Empire State, Insured} Auction, Junction U. S. Hwys. 70S- 


Checks and Titles (Wed.). 


231-41. Thursday 11:00 a.m. 


$1,- 
$1,010, 
* 53 


Cranbrook 4-dr., $450, $445*; Cambridge 


$410, 


53 Commander 2-dr., 
$505*. 51 Commander 4-dr., $250*, $105*; 


Sale every Fri- 


$1,- 
815*. °55 Special Riviera, $1,700*; Super 
52 RM Riviera, 
$395". 
"51 Special 4-dr.. 2 at $360°,. °50 Special 


(8) 4-dr., $2,- 
‘56 Two-ten (8) sta- 
(6) 2-dr., 
station wagon. 
"54 
Air 


(ps). 


at 
$1,430; Custom 
(6) 4-dr., $1,390. °55 Fairlane (8) Crown 
4-dr., $1,300*; Custom 


"52 








LL 
Model Breakdown 
Of Auction Averages 

Dec., 1956 Nov., Oct., 

Model To Date 1956 1956 
eS . $2,355 $2,422 + 

_ 1,883 1,909 $1,975 

 ——ae 1,359 1,380 1,417 

ei innaincansinn 957 1,006 1,027 

618 668 671 

379 433 463 

276 300 312 

1966............ 211 235 233 

1949.. + + 167 

$1,005 $1,044 $ 784 


(a 
Super 4-dr., $1,820* (ps). °53 (88) 4-dr, 
$825°. °51 (88) Holiday, $500*. '49 (98) 
4-dr., $145°. 

PLYMOUTH—’57 Savoy (8) 4-dr., $2,300°, 
’56 Belvedere (8) Sport coupe, $1,880*; 
4-dr., $1,835; Plaza (8) 4-dr., $1,675*, 
’563 Cranbrook 4-dr., $495. '52 Cranbrook 
2-dr., $250. 

PONTIAC—’57 Chieftain (8) Catalina, $2,. 
825°, $2,700*. '56 Chieftain (8) Catalina, 
$2,000*. 55 Chieftain (8) 4-dr., $1,335°, 
"53 Chieftain (8) 4-dr., $775*. °51 Silver 
Streak (8) 2-dr., $345*. 

STUDEBAKER—’56 Commander 4-dr., $1,- 
650°. "53 Champion 2-dr., $375. 

MISCELLANEOUS — '52 Chevrolet 
panel, $510. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Nov. 26.) 
BUICK—’57 Special Riviera, $2,950*. ‘5 

RM conv., $2,665° (ps); 4-dr., $2,385* 

(ps); Special Riviera, $2,500*%, $2,050*, 

$1,915*, ‘55 Century Riviera, $1,760* 

(ps), $1,755° (ps). °54 Super Riviera, 

$1,290* $1,240°; Special 4-dr., $1,170*, 

53 RM 4-dr., $900* (ps), '51 Super Rivi- 

era, $315°*. 
CADILLAC—'56 (62) 


¥%4-ton 


coupe de Ville, $%,- 
450° (ps); 4-dr., $4,200° (ps); coupe, 
$4,100* (ps). °54 (62) conv., $2,690° 
(ps); coupe, $2,420* (ps). "53 (62) coupe 
de Ville, $1,700* (ps). 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
600°, $2,505*, $2,475°; Sport coupe, $2,- 
550°; Two-ten (8) Sport coupe, $2,435*; 
4-dr., 2 at $2,400*, "56 Bel Air (8) sta- 
tion wagon, $2,375* (ps); 4-dr., $1,900*, 
3 at $1,895*, $1,825*°, $1,760; Two-ten 
(6) station wagon, $1,920*°; Two-ten (8) 
4-dr., $1,750°, $1,650°, $1,575°. ‘55 
Nomad station wagon, $1,925*; Bel Air 
(8) Sport coupe, $1,615*, $1,470*; One- 
fifty (8) 2-dr., $1,200°, $1,025°. °54 Bel 
Air Sport coupe, $1,115; 4-dr., $1,015, 
$925, $900, $900*° $895°; One-fifty sta- 
tion wagon, $1,020; Two-ten 4-dr., $855°, 
$750, $720. 

CHRYSLER—’57 Saratoga Hardtop, $3,600° 
(ps). "56 Windsor Newport, $3,250°; 4-dr., 
$2,320°. °55 Windsor Nassau, $1,820° 
(ps). "54 NY 4-dr., $1,000°. "53 NY New- 
port, $700*, $600°; Windsor 4-dr., $450*. 

DeSOTO—'56 Firedome Hardtop, $2,285*. 
’55 Fireflite 4-dr., $1,725* (ps). 

DODGE—'57 Custom Royal (8) 4-dr., $3,- 
075* (ps). '55 Sierra station wagon, $1,- 
770*; Custom Royal (8) 4-dr., $1,525°; 
Royal (8) 4-dr., $1,480*. '53 Coronet (8) 
station wagon, $630°; 2-dr., $505*. 

FORD—’'57 Country sedan, 2 at $2,620*; 
Fairlane (8) 500 2-dr., $2,550°, $2,525*, 
$2,520°; Custom (8) 300 4-dr., $2,270; 
Custom (8) station wagon, $2,180; Cus- 
tom (6) 300 2-dr., $1,860, $1,800. ‘56 
Fairlane (8) Victoria, $1,945*, £1,880° 
(ps); 4-dr., $1,740*, $1,700*, $1,600°. '55 
Thunderbird, $2,230* (ps); Country se- 
dan, $1,590 (ps); Fairlane (8) Crown 
Victoria, $1,580°; Custom (8) 4-dr., $1,- 
200; Main (6) 2-dr., $875. °54 Main (6) 
2-dr., $585, $500. '53 Crest (8) Victoria, 


$705; Custom (8) 2-dr., $600, $550°; 
conv. $405*, $400. 
HUDSON—’54 Hornet (6) 4-dr., $675. ‘53 


Hornet 4-dr., $500*; Wasp 2-dr., $465°; 
Jet 4-dr., $455. 
LINCOLN—’'56 Capri 4-dr., $2,875* (ps). 


coupe, $1,430°; Cosmopolitan 
5° 


$3,175*. °56 Monterey Sport coupe, $2,- 
235°; $2,155*; Custom Sport coupe, $2,- 
085*. '55 Monterey station wagun, $2,- 
000*; Montclair coupe, $1,715* (ps); 
conv., $1,415*. °54 Monterey 2-dr., $1,210° 
(ps); Custom 4-dr., $1,050%, $950. °53 
Monterey Sport coupe, $910* (ps), $615*. 
*49 2-dr., $115. 

NASH—’'55 Rambler 4-dr., $1,100, $1,075°*; 
Metropolitan Hardtop, $935. '54 Ambas- 
sador Lemans, $1,290* (ps). °53 States- 
man 4-dr., $625. "52 Rambler conv., $220. 
’51 Rambler station wagon, $385. 

OLDSMOBILE—’57 (98) Holiday, $3,875* 
(ps). "56 (88) Super conv., $2,535* (ps); 
4-dr., $2,480*, $2,435° (ps), $2,235*, $2,- 
105* (ps). ’55 (98) Holiday, 2 at $2,325° 
(ps); 4-dr., $2,175* (ps). ’53 (98) 4-dr., 
$865*. °52 (88) Super 4-dr., $310* (ps). 
*50 (88) 2-dr., $235*, $175*. 

PACKARD—’55 Hardtop, $1,960*, '53 Clip- 
per 2-dr., $660*. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 
585*; Plaza (8) 4-dr., $2,135. 56 Savoy 


(8) 4-dr., $1,635*. '55 Belvedere (8) 4- 
dr., $1,170, $900. °54 Belvedere 4-dr., 
$850. °53 Savoy station wagon, $925; 


Cranbrook 4-dr., $400. ’51 4-dr., $120. 

PONTIAC — '57 Star Chief (8) Catalina, 
$3,020*; 4-dr., $2,775*; Chieftain (8) 
4-dr., $2,760*; Catalina, $2,635*. ’'56 
Chieftain (8) Catalina, $2,350*, $1,975*, 
$1,890* (ps). ’55 station wagon, $1,810*. 
’54 Star Chief conv., $1,100*, ’ station 
wagon, $900*; Chieftain (8) 4-dr., 2 at 
$775*; Catalina, $735*, $640*. °52 Chief- 
tain (8) Catalina, $505*, $450. ’51 Silver 
Streak (8) 4-dr., $245*. 

WILLYS—’52 2-dr., $220. 

MISCELLANEOUS — ’57 Chevrolet %-ton 
pickup, $1,535. °55 Willys 1-ton pickup, 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 

day. Prices are for sale of Nov. 27.) 

(Market seemed very steady as autos 
sold well throughout the entire sale. Sold 
103 cars out of 163 offerings.) 

BUICK—’56 Special 4-dr., $2,185*. °55 RM 
2-dr., $1,810*; Century Riviera, $1,800*; 
Super Riviera, $1,405*, '54 Super Riviera, 
$1,365* (ps), $1,300*; Century 4-dr., $1,- 
285*; Special Riviera, $1,185*, $1,115; 
2-dr., $935. '53 Super Riviera, $730* (ps). 
"51 Super Riviera, $275*. 


(Continued on Page 23, Col. 1) 
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AUTOMOTIVE NEWS, DECEMBER 


$1,700; 4-dr., $1,600*; Two-ten (6) 2- 
dr., $1,500*; One-fifty (6) 2-dr., $1,100. 
"55 Bel Air (8) 4-dr., $1,450, $1,445*; 
2-dr., $1,420*, $1,410*; Bel Air (6) Sport 
coupe, $1,500"; 4-dr., $1,245*, $1,190; 
Two-ten (6) station wagon, $1,375*, $1,- 
210. °54 Bel Air Sport coupe, $1,125* 
(ps), $975*; Two-ten station wagon, $1,- 
160; One-fifty 2-dr., $505, $420. °53 





(Continued from Page 22) Two-ten 4-dr., $500. ‘52 Bel Air Sport 


CADILLAC—'54 (62) 4-dr., $2,450* (ps). 

"63 (62) 4-dr., $1,170* (ps). °49 (61) 4- 
dr., $365* 

CHEVROL ET—'56 Two-ten (8) 2-dr., $1,- 
495, ‘55 Bel Air (8) station wagon, $1,- 
665*; club coupe, $1,550*; Two-ten (8) 
station wagon, $1,600*, $1,580*, $1,425; 
Delray coupe, $1,370. '54 Bel Air Sport 
coupe, $955*. °53 Bel Air Sport coupe, 
$715; 2-dr., $690*; conv., S685*; 4-dr., 


$595*. "52 SL Deluxe 2-dr., $280, '49 FL 
Special 2-dr., $155. 

CHRYSLER - '50 Windsor 4-dr., $300*, 
$125; club coupe, $225* 

PeSOTO — '55 Firedome Hardtop, $1,675*. 
"49 club coupe, $135. | 

pODGE — ‘55 Royal Lancer, $1,580*. ‘53 
Coronet 4-dr., $520*, °51 Meadowbrook 
4-dr., $175 


7 

FORD—'57 Fairlane (8) 2-dr., $2,325. '56 
Country sedan, $1,850; Ranch Wagon, 
$1,790; Fairlane (8) conv., $1,750*; Cus- 
tom (8) 2-dr., $1,575, $1,465, $1,400, $1,- 
985; 4-dr., $1,490. '55 Fairlane (8) club 
coupe, $1,500*; 4-dr., $1,265*; 2-dr., $1,- 
075; Custom (8) 4-dr., $1,030, 54 Ranch 
Wagon, $950; Custom (8) club coupe, 
2-dr., $690. ‘53 Custom (8) 2-dr., 





club coupe, S680, $555; 4-dr., 
_ $565, $485; Main (8) 2-dr., $490, 
$440 ’51 Custom (8) club coupe, $300*; 


2-dr., $175*, $111°. 

HUDSON—'51 4-dr., $150*. '50 4-dr., $130 

KAISER—'54 Special 4-dr., $475*. 

MERC URY—'56 Monterey club coupe, $2,- 
050*; 4-dr., $1,915*. ‘55 Monterey club 
coupe, $1,385*. '54 Monterey conv., $1,- 
000*, °53 4-dr., $700. "50 4-dr., $165 

NASH '55 Statesman 4-dr., $1,225 53 
Statesman 2-dr.. $750. 

OLDSMOBILE—'56 (88) Holiday, $2,090* 





"55 (98) Holiday, $2,125* (ps); (8S) Holi- 
day, $2,000*; 4-dr., $1,800° ‘ps) $1,650 
"54 (SS) Super 4-dr., $1,365* 53 (98) 
4-dr., $1,000* (ps). 49 (98) 4-dr., $120*. 
PACKARD (200) 4-dr., $250. 


PLYMOUTH 55 Belvedere (8) ciub coupe, 
$1.550* (ps); Savoy (8) 4-dr. $1,075 
$960, $945°. °54 Savoy 4-dr., $715. °53 
Cranbrook Belvedere, $550. "52 Cranbrook 
4-dr., $290. "50 Deluxe club coupe, $135 
"49 2-dr., $175; 4-dr., $135 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,150* (ps); Chieftain (8) Catalina, $1,- 
865*. "53 Chieftain (8) 2-dr., $710, $705*, 
$450*. "52 Chieftain (8) 4-dr., $415°. ‘51 
Silver Streak (8) 4-dr., $285* 


STUDEBAKER ‘52 Commander 4-dr., 
$290. 

MISCELLANEOUS—'56 Ford %*-ton pick- 
up, $1,085. 


PORTLAND, ORE. 


(Portland Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 27.) 
BUICK—'55 Century 2-dr., $1,410, $1,405. 

‘53 Super Riviera, $1,000° (ps), $1,000*, 

$985* (ps), $975*; 4-dr., $790°, $745°; 

Special 2-dr., $740°; 4-dr., S$680°. -"52 

RM 4-dr., $710*; Super Riviera, $515°*. 

"51 RM 4-dr., $525*°. ‘50 Super 4-dr., 

$260*; Special 2-dr., $170 

CADILLAC—'56 (62) sedan de Ville, $4,- 
285* (ps). "55 (62) coupe de Ville, $3,- 
400* (ps); coupe, $3,200*° (ps), $3,140*° 
(ps). '53 (62) coupe de Ville, $2,120° 
(ps). "51 (62) 4-dr., $820°. "50 (61) 4-dr., 
$640*. 

CHEVROLET — '55 Bel Air (8) Hardtop, 
$1,600; 4-dr., $1,500*%; Two-ten (8) 4-dr., 
$1,550* (ps), $1,315, $1,270, $1,175; Two- 
ten (6) 4-dr., $1,250. '54 Bel Air station 
wagon, $1,355; 4-dr., $925; Two-ten 4- 
dr., $880. '53 Two-ten 2-dr., $735. '52 SL 
Deluxe Bel Air, $685*, $635; 4-dr., $550, 
$550°. °51 SL Deluxe Bel Air, $675*; 2- 
dr., $400; 4-dr., $385*, $360; SL Special 
2-dr., $405; FL Deluxe 2-dr., $425. "50 
SL Deluxe 2-dr., $275; coupe, $135. "49 
SL Deluxe 4-dr., $145. 

CHRYSLER—’50 Windsor Hardtop, $360*. 

DeSOTO—’'51 Custom 4-dr., $295°. 

DODGE — 55 Coronet (8) 4-dr., $1,530°, 
$1,250; Royal Lancer (8) Hardtop, $1,- 
420°. ‘53 Coronet (8) Hardtop, $750*; 
station wagon, $625°; 4-dr., $550°. 

FORD—'56 Country sedan, $2,095*, $2,060; 
Fairlane (8) Victoria, $1,990*, $1,950*° 
(ps); 4-dr., $1,790°, $1,740°; Ranch 
Wagon, $1,985* (ps); Custom (8) 4-dr., 
$1,575, $1.395. ‘55 Fairlane (8) Crown 
Victoria, $1,800°; 4-dr., $1,325*; Ranch 
Wagon, $1,610; Custom (8) 4-dr.. §1,- 
250*, $1,105; Main (8) 2-dr., $970. ‘54 
Ranch Wagon, $1,150*; 2-dr., $775; Cus- 
tom (8) 2-dr., $890; Main (8) 2-dr., 
$775; Courier, $690. '53 Country sedan, 
$830; Custom (8) 4-dr., $720; 2-dr., 
$685; Custom (6) 2-dr., $610; Main (8) 
4-dr.. $595; Main (6) 2-dr., $575, $425. 
'52 Custom (8) 4-dr., $330*. '51 Custom 
(8) Victoria, $465*; 4-dr., $425*; Deluxe 
(8) 4-dr., $320. "50 Custom (8) 2-dr., 
$355, $240; 4-dr., $150. '49 Custom (8) 
4-dr., $165, $160; 2-dr., $160. 

HUDSON — '54 Jet Liner 4-dr., $720. "53 
Hornet 4-dr., $540*. 

KAISER—'51 4-dr., $245*. 

LINCOLN — '53 Cosmopolitan coupe, §$1,- 
200°. 

MERCURY —'56 Montclair 2-dr., $2,295* 
(ps); Custom 4-dr., $1,900*. '55 Monterey 
station wagon, $1,950*; Hardtop, $1,705". 
‘54 Monterey Hardtop, $1,655* (ps), $1,-/ 
200*; 4-dr., $1,200. °53 Monterey 4-dr.,! 
$750. '52 Monterey Hardtop, $755*; 4-dr., 
$730*. '51 Custom 4-dr., $400; club coupe, 
$390*, '50 4-dr., $220. '47 station wagon, 
$135. 

NASH—’'55 Rambler station wagon, $1,520; | 
4-dr., $965*. '54 Rambler Hardtop, $925. 
*53 2-dr., $655. '52 Ambassador Hardtop, 
$595; 4-dr., $355. °50 Ambassador 4-dr., | 
$130. '49 Ambassador 4-dr., $110. | 

OLDSMOBILE—’56 (88) Super 2-dr., $2,-| 
085*, °55 (88) Super 4-dr., $2,100* (ps). | 
"53 (98) Holiday, $1,120* (ps); (88) 
Super 2-dr., $1,000* (ps); Holiday, $960*. 
"51 (88) Super 4-dr., $400*%, $325*, °49 
(98) 4-dr., $220*. | 

PACKARD—’51 4-dr., $330*; 2-dr., $320*. 

PLYMOUTH—’'56 Savoy (8) 4-dr., $1,490. | 
’55 Plaza (8) 2-dr., $1,115; 4-dr., $1,105, 
$1,100. '54 Savoy 4-dr.. $635. °51 Cam-| 
bridge 4-dr., $290. '49 4-dr., $170. 

PONTIAC —' ’53 Chieftain (8) Hardtop, | 
$945*; 2-dr., $755*. '50 Silver Streak (8) | 
2-dr., $250*; 4-dr., $240*, $225*. '49 Sil-| 
ver Streak (8) 2-dr., $215*. | 

STUDEBAKER — ‘52 Commander 2-<r., 
$375. °51 Champion coupe, $275; 4-dr.,| 
$250; Commander Land Cruiser, $250°*. 
"50 Regal coupe, $155. 

WILLYS — ‘51 station wagon, $475; De- 
livery sedan, $240. 

MISCELLANEOUS—’56 Ford. %-ton pick- 
up, $1,165. '54 Volkswagen 2-dr., $1,130; 





coupe, $500. 
Ford '%-ton pickup, $800, ‘53 Ford 14- | CHRYSLER—’ 54 Imperial Newport, $1,- 
ton pickup, $710*; GMC %-ton pickup, 300*; Windsor 4-dr., $390* (ps), $215* 
$700. °51 Ford ‘%-ton pickup, $450; Saratoga 2-dr., $380". ; 
Willys %4-ton pickup, $585; English Ford| DeSOTO—'56 Fireflite 4-dr., $1,950*, ‘'54 


4-dr., $310, '46 International '+-ton pick- Firedome 4-dr., $690*. ‘53 Firedome 4- 
up, $190. dr., $570*. ’°52 Custom 2-dr., $295*. 

DODGE—’'56 Royal Sport coupe, $2,045* 

CHICAGO (ps). '53 Meadowbrook 4-dr., $380. ‘51 


: : Meadowbrook 4-dr., $280*. 
(Greater Chicago Auto Auction. Sale | FORD—’57 Fairlane (8) 500 Victoria, $2,- 





every Thursday Prices are for sale of 365* '56 Thunderbird, $2,550, $2,500: 
Nov. 29.) | Country sedan, $2,060*, $1,870*; Fair- 
(Sold 272 cars out of 464 offerings.) lane (8) Victoria, $1,920*; 2-dr., $1,630*; 
BUICK—’56 Super 4-dr., $§2,450* (ps) Fairlane (6) Victoria, $1,600, $1,590; 
Special 2-dr., $2,085*. ‘55 Special 2-dr., Custom (8) 4-dr., $1,400. ‘55 Country 
$1,515. "54 RM 4-dr., $1,400* (ps); sedan, $1,590*, $1,530; Fairlane (8) 
Super 2-dr., $1,300*, $1,285*. °53 Super 4-dr., $1,250*; conv., $1,210*; Custom | 
2-dr., $785*, $430°; RM 2-dr., $745* (8) 4-dr., $1,200*; 2-dr., $1,005, $985, 
(ps). '52 Super 2-dr., $250*. °51 Super $950*. ‘54 Crest (8) Victoria, $1,020* 
2-dr., $430*, $295*; 4-dr., $355*; Special conv., $610; Custom (8) 2-dr $590 
2-dr., $200 $585*. °'53 Ranch Wagon, §S830*; Crest 
CADLLLAC—’56 (62) coupe de Ville, $4,- (8) Victoria, $695, $685*; Custom (8) 4- 
350* (ps), $4,125* (ps), $4,050* (ps): dr., $675*, $630*. ‘52 Crest (8) Victoria, 
sedan de Ville, $4,285* (ps); coupe, §3,- $710, $5 
S20* (ps), $3,795* (ps), $3,750* (ps). | HUDSON—'56 Hornet Hollywood, $1,860* 
55 (62) coupe de Ville, $3,255* (ps) ‘55 Hornet 4-dr., $920*. '54 Hornet 4- 
$3,200* (ps). ‘54 (62) coupe, $2,385* dr., $680*. '54 Hornet Hollywood, $660* 
(ps); 4-dr., $2,400* (ps). '53 (62) 4-dr., 52 Hornet 4-dr., $225* 
$1,330* (ps), §$1.150* (ps) "52 (62) | LINCOLN ‘57 Premiere coupe, $4,480* 
coupe de Ville, $965*. ‘51 (62) 4-dr., (ps). "56 Premiere coupe, $3,490* (ps), 
$610*, $550* "50 (60) Special 4-dr., $3,370* (ps). 
$600*: (62) 4-dr., $510* MERCURY ‘57 Montclair coupe, §3,- 
CHEVROLET—'56 Corvette, $2,850*, §2,- 215* (ps), $3,195* (ps); Monterey coupe 
810*, $2,750*; Bel Air (6) Sport coupe, $3,020*; Custom Hardtop, $2,950* (ps) 
$1,865*; Bel Air (8) 4-dr., $1,800*; 2- "56 Monterey coupe, $2,000*, $1,960* 
dr., $1,685*; Two-ten (8) station wagon, (ps). "55 Custom station wagon, $1,790* 
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(ps); Monterey coupe, $1,530*. '54 Mon- 4-dr., $2,150* (ps). °51 (62) 4-dr., $625°*; 
terey coupe, $1,065* (ps), $985*; Sun (61) 4-dr., $575*. 

Valley, $1,030* (ps); Custom 2-dr.,| CHEVROLET—'56 Two-ten (8) 2-dr., $1,- 
$780*, $775. ‘53 Custom 2-dr., $730*; 465; One-fifty (6) 2-dr., $1,210, '55 Bel 
Monterey coupe, $650*. '52 Monterey Air (8) club coupe, $1,475*; conv,, $1,- 


| coupe, $550*. ’51 Custom 2-dr., $275*. 360*, $1,340*, $1,290*; Two-ten (8) sta- 
| NASH — ‘53 Ambassador 4-dr., $520*. '52 tion wagon, $1,405; 2-dr., $1,130, $1,075*, 
| Ambassador 4-dr., $350*; Statesman 4- $940*. ’54 station wagon, $1,140; Bel Air 
| dr., $275; Rambler Country club, $390, 4-dr., $925*, $750*; conv., $715; Two-ten 

$250. 2-dr., $840*, $775*, §740*, 4-dr., $700. 


| OLDSMOBILE — '56 (88) Holiday $2,390* ’53 Bel Air 2-dr., $680* (ps), $660, $615; 
(ps). '55 (98) Holiday, $2,060*, $2,010* Two-ten 2-dr., $600, $585, $575, $540*; 
(ps); 4-dr., $1,890* (ps); (88) Super 4- One-fifty 4-dr., $315, ‘52 SL Deluxe sta- 
dr., $1,675* (ps). '54 (98) 4-dr., $1,450* tion wagon, $510. '51 SL Deluxe 2-dr., 
(ps), $1,445* (ps); (88) Super 4-dr., $225, $155. "50 SL Deluxe 2-dr., $135. 





$1,120*. '53 (98) 4-dr., $1,175* (ps). '51| CHRYSLER "563 NY club coupe, $685* 
(98) 4-dr., $260*. (ps). 

PLYMOUTH '55 Savoy (6) 4-dr., $940. | DeSOTO—’'53 Firedome 4-dr., $575* (ps). 
’53 Cambridge station wagon, $625; | DODGE—’55 Coronet (6) 4-dr., $1,060, ’53 
Cranbrook 4-dr., $520, $330. Coronet 4-dr., $545, '52 Wayfarer 2-dr., 

| PONTIAC — '55 Star Chief (8) Catalina, $185. 
$1,600* (ps); conv., $1,575*; Chieftain | FORD—'56 station wagon, $2,010*; Fair- 

| («8) Catalina, $1,509*. "54 Star Chief (8) lane (8) Victoria, $1,665* (ps); Custom 
Catalina, $1,105*. '53 conv., $645. | (6) 2-dr., $1,270. ’55 Country sedan, $1,- 

STUDEBAKER — ‘54 Commander 2-dr.,| 560; Ranch Wagon, $1,465, $1,415; Fair- 

$400*. ‘53 Commander Hardtop, $505*. lane (8) 2-dr., $1,200*; Custom (8) 2-dr., 


$1,000*; Main (6) 2-dr., $885, °54 Crest 


MISC 56 Volksw 2-dr., $1,475, $1,- | 

ne "55 Shovaiet toon aa ono | (8) 2-dr., $900*; Custom (8) club coupe, 

: a - jatar $780*; 2-dr., $660, $590. '53 Custom (8) 

+ + 2-dr., $680%, $670* (ps), $630*, $615; 

FLINT Main (6) 2-dr., $400, ’52 Crest (8) Vic- 

. ; 7 , i 80*; Ranch Wagon, $516. ‘51 
(Flint Auto Auction, Inc, Sale every Wed-| toria, $580"; a, 

nesday. Prices are for sale of Nov, 28.) ssve°; 2 4 } ge al club coupe, 

ic - «, 2209, $ o, 





s fferings.) . : — 
BUICK. ne ouper — ioeaee “teed: Spe- HUDSON 3 Commodore 4-dr., $360*. 
cial 4-dr.. $2,275* (ps). '55 RM 2-dr.,| OL-DSMOBILE—'56 (98) Holiday, $2,715° 


$1,800* (ps); Super Riviera, $1,725* (ps); (ps); (88) Holiday, $2,450*, "53 (98) 4- 


Special Riviera, $1,500*, ‘54 Super Rivi- 
era, $1,315*; 4-dr., $1,285*, $1,205*, $1,- 
200*; Century Riviera, $1,145*, '53 Super 


dr., $935; (88) 4-dr., $765. '52 (98) 4-dr., 
$375*, $370. 
PLYMOUTH—'55 Belvedere sedan, $1,025; 
Riviera, $815*, $725; Special Riviera,| Savoy 4-dr., $975; Plaza 4-dr., $905. '53 
$710: 4-dr $700* $375*. '52 RM 4-dr Cranbrook club coupe, $505*; 4-dr., $390*. 


75* ae 'f “ $375*. '50 ‘51 Cranbrook club coupe, $215*. 
$475 *, $385. 5, Special 4-dr., $375°. '50| oN pyac—'56 Chieftain (8) 4-dr.. $1,945*, 


CADILLAC—'55 (62) coupe de Ville, $3,-| ‘55 Star Chief (8) 2-dr., $1,535°; Chief- 
100* (ps); 4-dr., $2,800* (ps). '54 462) | (Continued on Page 24, Col, 1) 








i Mery Cnistnas 
U Prosperous Hew Yea 


and many of them! 


New millions of cars on our holiday roads pro- 
claim continuing prosperity. A prosperity created 
by ever-better values and by good will between 
buyer and seller! 


Again, through the coming year, we shall sup- 
port dealer sales with flexible, thrifty financing 
plans. That is one more way to help establish a 
happy relationship between customer and dealer. 


THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers: 
CHEVROLET ¢ PONTIAC ¢ OLDSMOBILE 
BUICK ¢ CADILLAC 








GENERAL MOTORS ACCEPTANCE CORPORATION 
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AUTOMOTIVE WASHINGTON 


Road Spotlight Trains 


On Dealer Home Towns 


By William Ullman 


Washington Correspondent 


ss long, there’s a good chance that the nation’s big 
road building program will focus on a car dealer’s own 
home town, with personal impact on his friends and neigh- 
bors, his fellow businessmen and his own economic future. 
When that happens — and it has happend in some places 
—OOOO OOO 


—dealers and their fellow cit- 
jzens will get their chance to 


speak out. The right to be 
heard has been guaranteed by the 
Federal-Aid Highway Act of 1956. 

Before a state highway depart- 
ment submits plans for a Federal- 
aid road which bypasses or goes 
through any city, town or village, 
it must certify to the Bureau of 
Public Roads that it has held pub- 
lic hearings on the location of the 
road. It must also certify that it 
has carefully considered the eco- 
nomic ampast of the road’s location. 

, The old high- 
way law required 
hearings only in 
connection with a 
proposed bypass, 
but the broadened 
provisions of the 
new law will 
require public 
meetings even for 
projects to be 
located entirely 

William Uliman within a city. 

Hearings which have been held 
so far have been lively affairs, 
according to U. S. road officials. 
The bureau gets copies of tran- 
scripts of all such local meetings, 
as well as an occasional tape 
recording, and its engineers sit in 
when possible. 

At one hearing, involving a pro- 
posed belt line around a city of 
200,000 population, the following 
people got on their feet to sound 
off on the project: 

A state engineer claimed the 
new route would save 71 cents and 
21 minutes per passenger car trip 
when compared with the existing 
route. 

A lawyer complained that the 
new route would cut through the 
center of an 80-acre farm owned 
by two elderly clients, denying them 
access from one part of the farm 
to the other. (The entire 41,000- 
mile Interstate System will be con- 
trolled access, with practically no 
dntersections long “the way.) 


*. 7. * 


Anti-Commercial 


A MOTEL owner objected to the 
new location. At future hear- 
ings, there are likely to be many 
such objections, for the new law 
prohibits construction of commer- 
cial establishments within the 
rights-of-way of the interstate sys- 
tem. Motels, gas stations and diners 
will have to expand along cross- 
roads leading to interchanges. 

A banker, representing business- 





}men in one part of the city, argued 


about the proposed bypass and 
asked that the route be altered to 
Pass through his part of the city. 

A representative of the 
city Chamber of Commerce, on the 
other hand, endorsed the bypass. 
It is possible that this witness had 
studied the U. S. Chamber of Com- 
merce report on such roads, which 


Calendar 


(Continued from Page 12) 


General 

Jan, 19-23—Sixteenth Annual Convention, 

Truck. Trailer Manufacturers Assn., Hotel 
1 Coronado, Coronado, Calif. 

— 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. ; 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- - 
sition, New York Coliseum, New York. 

March 6-8—Annual/Spring Technical Meet- 


ing, Pressed Metal! Institute, Hotel 
Carter, Cleveland. 

March il-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers' Assn., Windsor Hotel, 
Montreal. 


March 13-14—National Automotive Serv- 
ice Show, Show Mart Bldg., Montreal. 
March 25-27— American Society of Tool 
Engineers, Technical Meeting and Con- 


poses, Shamrock Hilton Hotel, Hous- 


May “9-12 — Midwest Aejamative Trade 
“at Kiel —, St. 
Apr. 47—South 
Dallas. 


Louis. 


Automotive Show 


said in part: “Such bypasses are 
truly ‘relief routes’ to take un- 
necessary through traffic away from 
congested business streets, thereby 
freeing them for traffic of a more 
profitable nature. Both through 
traffic and local business are bene- 
fited.” 

A representative of a railroad 
asked for design information on 


the road. Railroads take a sharp | 


interest in highway hearings, for 
locating a controlled access road 
too close to a railroad line can 
destroy a good industrial site. 

A spokesman for the city pro- 
tested that his government had not 
been supplied with maps and engi- 
neering data on the proposed high- 
way and therefore was unable to 
form any opinion on the merits of 
the project. 

> * + 


What About Livestock? 


WORRIED citizen wanted to 

know what provisions would be 
made to protect livestock from 
traffic using the road. 

A lawyer discussed the location of 
an interchange ramp which would 
require taking part of his client’s 
property. As a practical matter, in- 
terchanges have to be planned very 
carefully to connect with primary 
and secondary system routes. Obvi- 
ously, not every one will be happy 
with the locations. 

Without question, these local 
highway hearings are anything 
but sweetness and light. Many of 
the people who attend them are 
angry, and the state highway offi- 
cials who conduct the meetings 
must exercise great skill in public 
relations and diplomacy to change 
anger into understanding. 

Often, that’s not an easy job. A. 
C, Clark, Deputy commissioner of 
the Bureau of Public Roads, tells 
of an elderiy widow at one meeting 
who protested, in broken English, 
about a proposed route through her 


farm. 


Since few could ainderstand her, 


.| the chairman -asked ‘her ¢to ascend 


the “platform and use ‘the “micro- 
phone. Later, the widow’s children 
filed an irate protest, charging that 
their mother was subjected to a 
humiliating ordeal. 

When judiciously conducted, how- 
ever, local highway hearings will be 
just as valuable to state highway 
planners as they will be to citizens 
who attend. When you think about 
it, the responsibility on the 
shoulders of state engineers and 
officials of the Bureau of Public 
Roads simply is staggering. 

According to the law, the inter- 
state system must be built to meet 
the traffic requirements 20 years 
from now. This means, of course, 
that the engineers must estimate 
traffic volume — not today — but 


for 1975. 
” 


Major Impact 

UT it means much more than 

that. Deputy Commissioner 
Clark points out that location of 
new highways will have a tremen- 
dous impact on local zoning, land 
values, business and commerce, res- 
idential development, school dis- 
tricts — and even community cus- 
toms. As much as anything else, 
these new roads will shape the city 
of tomorrow. 

. State engineers won’t be able 
to make decisions alone. They will 
need — and seek — all the local 
help they can get from city 
planners, economists, sociologists 
and business leaders. Finally, they 
will welcome constructive advice 
from citizens who attend local 
highway hearings. 

At the hearing described above, 
however, almost no one rose to talk 
about the kind of city he wanted in 
1975. The lawyers, the motel propie- 
tor, the town banker and the live- 


* * 
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stock owner were concerned only 
about the safety of their property. 


That’s an important concern, of 
course, but future of homes and 
schools and industry is important, 
too. Highway officials, both state 
and Federal, hope that many “dis- 
interested” witnesses will speak out 
at hearings — people whose chief 
concern is the good of the city. 

Road builders also will need 
moral support from local officials 
and businessmen who realize the 
magnitude and difficulty of the job 
ahead. 

Thrashing out solutions to some 
problems ahead at a recent meet- 
ing of the American Assn. of State 
Highway Officials in Atlantic City, 
John A. Volpe, Federal highway 
administrator, said engineers will 
have to deal with groups which 
know little about highway building. 
Most people, he explained, are un- 
aware of time-consuming steps in- 
volved in planning, designing and 
building even a short road, 

“Now, more than ever before,” 
he said, “state highway officials 
will be called upon for mission- 
ary work of the highest order.” 

But’ Volpe knows that state offi- 


|cials can’t do that job alone. They 


will need all the local missionaries 
they can find, and they may need 
them most at local highway hear- 


NOTE: 


subscription. 


Street Address 


Penobscot Building 


ings. A highway official is a public 
servant, and can’t always talk back 
to a businessman who opposes him, 
Another businessman can, 

» * * 


Ellis on Automobiles 


AMES G. ELLIS, of the Washing- 
ton office of the Automobile 

Manufacturers Assn., has received 
a citation from area Civitan Clubs 
for a series of talks on “Your Stake 
in Automobiles.” 

The talks, which emphasized the 
economic importance of cars to the 
modern city, were arranged by H. 
C. Hoskinson, manager of Floyd 
Akers’ Cadillac-Oldsmobile dealer- 
ships in the Washington metropoli- 
ton area, 

Said Ellis, in part: “Whether 
measured in individuals employed, 
number of business establishments, 
retail dollars or technical progress, 
the automobile industry creates an 
economic impact second to none. 

“The average car buyer gets to 
know his vehicle well, recognizes 
the dependence he places on it, 
regards his new mobility as an 
essential part of his job, the fam- 
ily’s shopping, its recreation, but he 
probably doesn’t grasp the true sig- 
nificance of the economic chain 
reaction that follows purchase, use 
and maintenance of his car.” 
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25th Anniversary— 


Walter J. Cleland, left, DeSoto Boston 
regional manager, presents a silver tray 
to Russell E. Thompson, Frank A. Thomp- 
son & Son, Dover, N. H., for 25 years con- 
tinvous service as a DeSoto-Plymouth 
dealer. The business was founded by 
Frank A. Thompson and is now being oper- 
ated by his son, Russell. 
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3,450 Lowest Toll Since 1949... 


October Traffic Deaths Cut 12% 


CHICAGO.—The nation met the 
traffic accident emergency with a 
12 percent death reduction in Octo- 
ber, the National Safety Council 
has announced, 

The council said the sharp drop 
not only halted 19 consecutive 


months of increases, but reversed | 


the normal seasonal trend. 


Deaths totalled 3,450 for Octo-| 


ber, 12 percent under the same 
month of last year, and lowest 
for any October since 1949. Not 
since January, 1948, had traffic 
deaths been reduced as much as 12 
percent in any month, the council 
said. 


usual seasonal trend of deaths, ac- 


cording to the council, by dropping} 


to the lowest level since June. 

Usually deaths are higher in 
October than in any preceding 
month of the year. The council 
estimated that the October toll was 
about 800 fewer than a normal sta- 
tistical projection would have pre- 
dicted. 

For 10 months, traffic deaths 
totalled 32,420. While still more 
than for the same period last 
year, the great improvement in 
October dropped the year’s in- 
crease from 8 percent at the end 
of nine months to 5 percent for 
10 months. 

“We haven’t headed off an all- 
time high traffic death toll this year, 
exceeding the 39,969 killed in 1941,” 
said Ned H. Dearborn, council pres- 
ident. 

“But an equally spectacular per- 
formance in the last two months 
of the year would make it a very 
distinct possibility, We are almost 
certain now that the toll will be 
well under 41,000. A couple of 
months ago it looked as if it might 
reach 42,000,” he said. 

Credit for the improvement was 
given mainly to the average driver 
and pedestrian and to public offi- 
cials alarmed over the traffic acci- 
dent problem. 

Such action, exemplified by the 
program announced last week by 
the state governors through their 
highway safety committee and 
supported by the ‘back the attack’ 
campaign now being undertaken 
by the council, holds out real hope 
that the traffic emergency is being 
met with customary American 
vigor and determination,” Dear- | 
born said. 

Figures.on travel are not avail- 
able for October, so the influence 
of travel on the death decrease 
cannot be determined, the council 
said. 

At the end of August, when 
deaths were up 8 percent over the 
Previous year, travel was up 6 per- 


Ruhl Buick Burns 


PANA, Ill. — A fire at Ruhl Buick 
Co. here has caused an estimated 
damage of $50,000. Firemen fought 
the blaze for about two hours before 
bringing it under control. About 12 
used cars were in the building and 
two were destroyed. No new cars 
were damaged. The loss: was in- 
sured. 





The October total reversed the 


cent. The death rate for eight 
months was 6 compared with 5.9 
for the same months of the pre- 
vious year. 

The October decrease was gen- 
eral and widespread. All regions 
of the country reported improve- 
ments, ranging from 6 percent to 
20 percent. Of the 45 states re- 
porting, 32 had improvements. 

The downward trend was appar- 





DETROIT.—Safety, comfort and 
eonvenience are becoming as im- 
portant to today’s automobile cus- 
tomer as design and performance, 
according to Lee F. Desmond, 
Dodge sales vice-president. 

A three-year study by Dodge 
indicates that demand for op- 
tional equipment auto accessories 
is rising steadily, Desmond said. 
For example, the study shows an 
increase in orders for automatic 
transmissions. 

The new TorqueFlite is being 
ordered on 60.5 percent of all 1957 
models, while PowerFlite is re- 

quested on 35.1 percent—making a 
total of 95.6 percent orders for au- 
tomatic transmission, said Desmond. 

Standard transmission orders to- 
tal only 4.4 percent in contrast to 
8.3 in 1956 and 13.2 in 1955. 





Fulltime power steering is being 
ordered on one-third of all 1957 
Dodge cars, an increase over the 
1955 figure of 22.9 percent. Orders 
for power brakes have increased 
from 13.7 percent in 1955 to 21.9 on 
the current models, Dodge said. 


Over 60 percent of today’s new- 
car customers order radios, com- 
pared with 48.2 in 1955. Dual rear 
antennas are ordered on 30 per- 
cent of today’s cars, 19.2 percent 
requested them last year. 

Demand for outside left mirrors, 
called an important safety feature, 
has risen to 90 percent on 1957 
models as opposed to 35.4 percent in 
1955. 


Orders for windshield washers 
have increased from 23.5 percent in 
1955 to 38 percent for 1957, while 
backup lights now are ordered on 
92 percent in contrast to 68 percent 
in 1955. 


Modern automotive styling prob- 
ably accounts for the increased 
popularity of whitewall tires, Des- 
mond said. Thus far, 78 percent of 
all 1957 Dodges are ordered with 
this styling feature, while 59.9 per- 
cent were ordered in 1955 and 60.2 
in 1956, 

Heaters, the most popular op- 
tional itera, are now ordered on 
almost 98 percent of 1957 models. 
Orders for glare-proof mirrors 
have shown an increase to.90 per- 
cent over the 1955 figure of 15.5. 


Accessory Sales Boom 


Dodge Survey Notes Rise in Optional Equipment 
Desired by Car Buyers 


ent in cities even more than 
rural areas. A 19 percent improve- 
ment was achieved in October by 
571 reporting cities. For 10 months, 
these cities had only a 2 percent in- 
crease for the nation as a whole. 
Of 571 reporting cities, 134 had 


fewer deaths in October, while 338 | 


reported no change. 
| Perfect records totalled 403 


October. The three largest were} 
Providence | 


| Columbus, O, (375,900); 






Plastic steering wheels are re- 
quested on 52 percent of the 1957 
models in contrast to 36 percent 
in both 1955 and 1956. 

Orders for Dodge’s engine power 
packages have decreased to 2.1 per- 
cent this vear from 6.8 for both 


| 1955 and 1956. This is said to be a, 


result of the 


models—a combined 1957 total of 
9.2 percent orders for special high- 
performance engines. 

The optional item that has failed 
to keep pace is tinted glass. While 
37.6 percent ordered it in 1955, cur- 
rent demand has slipped to 20 per- 
cent. 


in | 


in| 


introduction of the} 
D-500 engine which has been or-| 
dered on 7.1 percent of current) 





| (248,700), and Grand Rapids, Mich. | 
| (176,500). 

At the end of 10 months, 127 
| cities still had perfect records, 
| the three largest being Utica, N. 
| Y. (101,500); Aurora, Ill, (56,300), 
and Battle Creek, Mich. (48,700). 

The three leading cities in each 
population group at the end of 10) 
months, ranked according to the| 
number of deaths per 10,000 reg-| 
istered venicles, were: 

Over 1,000,000 





Detroit . 28 | 
Chicago . 33 | 
New York . . 38 
750,000 - 1,000,000 | 
Washington . 2.4 
San Francisco 3.0 
Cleveland 3.0 
500,000 - 750,000 
| Minneapolis 1.8 
| Dallas 2.0 
| Houston 2.2 
350,000 - 500,000 
Denver Ree. 
Portland 1.9 
Indianapolis 1.9 
| 200,000 - 350,000 
| Rochester, N. Y. 0.8 
Wichita 1.1 
Oklahoma City 1.2 
100,000 - 200,000 
Utica, N. Y. 0.0 
Fresno, Calif. 0.5 
Reading, Pa. 0.6 
50,000 - 100,000 
Aurora, Il. 0.0 
Schenectady, N. Y. 0.3 
Johnstown, Pa. 0.4 
25,000 - 50,000 
Battle Creek, Mich. 0.0 
Lafayette, Ind. 0.0 
Cheyenne, Wyo. 0.0 
10,000 - 25,000 
Birmingham, Mich. . 0.0 
Mt. Clemens, Mich. 0.0 
Kingsport, Tenn. 0.0 


McCortney Joins 


General Tire 


AKRON. — Willett J. McCortney 
| Detroit, has been appointed direr. 
tor of automotive products develop. 
ment for Genera) 
Tire & Rubber Cy 

McCortney, who 
resigned as map. 
ager of Chrysle 
Corp.'s or ganig¢ 
materials labora. 
tory, took over his 
new duties Dec 1 

In his new ag. 
signment, Me. 
Cortney will head. 
quarter in Detroit, 
He will be respon. 





W. 4. MeCortney 


| Sible, on a companywide basis, for 


the new-product development effort 
of General Tire & Rubber in the 
automotive field, 

McCortney’s department will eo 
ordinate the automotive develop. 
ment efforts of General's neyw- 
product activities in Akron; the 
plastics research and development 


| of General's Textileather, Bolta and 


Jeannette divisions, and the 


me- 


| chanical rubber good divisions at 


Wabash, Logansport and Marion, 
Ind. 


McCortney had been affiliated 
with Chrysler since 1929. He entered 
the automotive industry after two 
years in chemical research with 
another major rubber company. 

Ballantyne Honored 

LOS ANGELES. — A. L. Ballan- 
tyne, El Cajon, Calif. has been 
presented a silver tray in recogni- 
tion of his 25 years as a Buick 
dealer. 





New Commercial Car Registrations, 


36 States for October, 1956-55 


Truck registrations by states | 
are released here weekly, as | grock. 
compiled by R. L. Polk repre- way 


sentatives in state capitals. — 


Chev- 


Inter- 
— 


Dia- 
mond 


T 


G. 
M 
c. 


Dodge! Ford Mack 
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Stude- 


Reo | baker | White 
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“The information contained in this report has been compiled from official state documents. Every reasonable Precaution has bees 


R. L. Polk & Co. cannot assume any liability 


by reason of inaccuracies or omissions."'—R. 


exercised to insure accuracy of this report to the extent of the registrations received and pues Zs a time the report is published. 





New Passenger Car Registrations, 32 States for October, 1956-55 
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Affecting Factories and Dealers .. . 
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Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Pierre Martineau, director of the 
Chicago Tribune’s research and 
marketing divisions, has advocated 

ater use of research as a public 
relations tool. 

Speaking before the Publicity 
Club of Chicago, Martineau said 
“It is curious that American busi- 
ness, which annually spends mil- 
lions of dollars for product re- 
search, spends so little for 
research to understand the con- 
sumer as a human being. 

“We are so bedazzled with the 
wonders of technology that business 
spends billions for equipment and 
its physical product, but compara- 
tively little to mold public attitude 
toward it.” 

Martineau said that public rela- 
tions and advertising today play an 
increasingly vital role in business 
activities and “Now that we have 
solved most of the major techno-| 
logical problems of product en- | 
gineering and distribution, the mar- | 
keting battle has been transferred | 
to the consumer’s mind. 

“As products grow more and more 
similar in design and function, the 
key to success or failure depends on 
the public’s attitude toward the 
product,” he said. 

The method of modern science 
is to go into the field to find the 
answers,” Martineau said, ex- 
plaining that this “research ap- 
proach is not limited to the exact 
sciences, “but can be applied to 
what he terms problems in ‘idea- 
building’ and ‘personality- 
building.’ ” 

In advocating his research ap- 
proach to public relations, Martin- 
eau differentiated between direct 
question public opinion methods and 
the so-called motivational research 
techniques which must be used in| 
investigating those areas where it | 
is impossible to ascertain real at- | 
titudes simply by asking people 
about them. He explained that 
questions in these private areas are | 
answered with stereotyped super- 
ficial responses which reveal! 
nothing about existing attitudes. 


“I am assuming that the ultimate | 
goal of the public relations man | 
foes beyond just getting publicity | 
in the paper,” Martineau said. “He 
should be concerned with shaping | 
attitudes toward a product, com- 
pany, industry or an idea,” he said. 

“We proceed from the fallacious 
assumption that an idea or com- 
pany or product has absolute 
qualities. It is just exactly what 
people think it is, no more and 
no less.” 

Martineau said that although a 
product is defined partly by its 
functional properties, an important 
part of that product is its person- 
ality, the sum of all the attitudes | 
people have toward it. 

“The automobile,” he said, “is 
primarily thought of as an object | 
of transportation, but it also is an 
important way in which the owner 
can reveal his status, express his 
Personality and transform himself 
into a very powerful person. 

“Since our formal education 
trains us to approach the solution 
of problems with facts and rea- 
sons, persons in the advertising 
and public relations professions 
frequently marshal a set of facts 
together, present them to the pub- 
lic and expect that will convince 
people, change their minds and 
alter their deepest and innermost 
convictions about the products, 
companies, industries and ideas. 

“You don’t correct misinforma- 
tion simply by giving true informa- 
tion, because truth is involved with 
feeling, rather than intellect. 

“People believe what they want 
to believe and human interaction 
is an exchange of feeling, not of 
logic. All communication contains 
this level of feeling, which occurs 
Simultaneously with the rational 
Message. People are always watch- 
ing our communications for cues 
to deeper meanings.” 

Martineau urged the necessity for 
developing and using techniques 
which will permit a better view of 
the reality of attitudinal and mo- 
tivational problems. He said that 
many of the techniques being used 
by social, pyschological and com- 





munication researchers now are try- 
ing to do this. 


* * « 


Collier’s Views Auto Show 


Collier’s has introduced an auto- 
motive feature “Behind the 
Wheel” in the Dec. 7 issue. 

Written by Siler Freeman, 
senior editor of the Crowell- 
Collier Publishing Co.’s Detroit 
editorial office, the article dis- 
cusses the revival of the National 
Automobile Show in New York’s 
new Coliseum next month and the 
memories this stirs up about the 
first National Auto Show in 1900. 


* * * 


Houdaille Picks Comstock 


Houdaille Industries, Inc., has an- 
nounced the appointment of Com- 
stock & Co., Buffalo, as its adver- 
tising agency, effective Jan. 1. 

Advertising and sales promotion 
programs for the coming year will 
be formulated following mectings 


between client and agency person- 
nel at the various Houdaille divi- 
sions and subsidiaries located in 
seven states and Canada. 

* * of 


Auto Radios Up 366 Pct. 


The number of automobile radios 
in service has increased 366 percent 
in the past 10 years with the pres- 
ent set count established as 35 mil- 
lion, according to “Listeners on 
Wheels 1956,” a report on the sta- 
tus of automobile radio today. 

The brochure also sets the weekly 
winter daytime auto radio audience 
at 22,900,000 families who listen 
213,600,000 hours each week. 


* * * 


Olds Sponsors Iowa Band 


University of lIowa’s marching 
band and its Scottish Highlanders 
will make their first appearances in 
the Rose Bowl at Pasadena, Calif., 
Jan. 1, sponsored by Oldsmobile. 

“We are happy of the opportunity 
of recognizing the fine perform- 
ances of the University of Iowa 
band and Scottish Highlanders at 
Iowa’s football games this season,” 
Jack E. Wolfram, Oldsmobile gen- 
eral manager said. “Oldsmobile 
believes that they deserve this trip 
to the Rose Bowl in recognition of 


their important contributions to 
Iowa’s football success, and we are 
pleased that the Iowa State Board 
of Regents through President V. M. 
Hancher has accepted Oldsmobile’s 
offer to sponsor the West Coast 
trip.” 
* + + 


IH Vies for Dealers 


A distinctive cartoon treatment 
by five nationally famous artists is 
embodied in an unusual Interna- 
tional truck advertising campaign 
to contrast with headlines, forming 
a series of fall and winter “stopper” 
advertisements aimed at acquiring 
new dealers. 


Cartoons for the series are pro- 
vided by R. Taylor, George Price, 
Eldon Dedini, Claude Smith, and 
Mischa Richter. 


Theme of the advertisements, 
directed at automotive dealers by 
International Harvester Co. through 
the pages of Automotive News and 
NADA magazine, is that the Inter- 
national truck dealer is best 
equipped to meet the demands of 
all truck customers. 

. * * 


Names 


Paul Seabrook has been appointed 
to the new position of director of 


27 


editorial relations for Farm & 
Ranch magazine. Seabrook formerly 
was account executive with Bert S. 
Gittens advertising Agency in Mil- 
waukee. 

* * * 

Richard G. Dexter has been 
named a media supervisor in Foote, 
Cone & Belding’s Chicago office. 
Dexter formerly was with Young & 
Rubicam in Chicago. 

* * * 

Walter R. King has been named 
director of public relations for 
Crowell-Collier Publishing Co. Prior 
to joining the company in February, 
King was active in newspaper, ad- 
vertising and military circles in 
Toledo, Chicago and Washington. 

* * + 

Karl E. Ludvigsen has been 
named technical editor of Sports 
Cars Illustrated, a Ziff-Davis Pub- 
lishing Co. publication. Ludvigsen 
formerly was a designer in General 
Motors’ styling and research studio. 

* * * 

William T, Lowe, automotive 
copy supervisor for N. W. Ayer & 
Son, Inc. for the past five years, has 
been transferred from Philadelphia 
to the Detroit office of N. W. Ayer 
as a service representative on the 
Plymouth account. 










New plastic discovery assures batteries of 
faster starting power .. . and faster sales 


The “stuck with Henderson” cartoons advertising U. S. Sentinel 
Battery Separators, appearing regularly in The Saturday 
Evening Post, depict Henderson as somewhat of an oaf who 


always has car trouble because he forgets to look for the 
Sentinel Tag when he buys batteries. 

It’s all a hoax, of course. Henderson is 
actually one of Sentinel’s strongest boosters. 
Those cartoons are his way of saying that 
the best batteries made today are equipped 
with the new plastic discovery — 

U. S. Sentinel Battery Separators. 

When you stock batteries for the coming 
season be sure to look for the Sentinel 
Tag. Thousands of folks seeking the best 
in batteries, will insist on Sentinel-equipped 
batteries—and you can’t afford to lose 
them as customers. So do yourself and 
your customers a favor, and profit 
with U. S. Sentinel Battery Separators. 
United States Rubber, Rockefeller 
Center, New York 20, N. Y. 


Electrical Wire & Cable Department 





HERE'S THE TAG 
THAT SAYS “ MORE SALES 
AND MORE PROFITS 
FOR DEALERS ” 










NEW PLASTIC RIBS GIVE 
GREAT MECHANICAL STRENGTH 
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TIRE REPAIR KIT—A system that permits 
repairmen to repair tubeless tires from 
the outside of the tire has been announced 
by Tyre-X Products, Inc., Forest Hills, N. Y. 
The Tyre-X tire kit is said to eliminate any 
risk of leaks due to improper remounting 
of the tire on the rim. Feature of the 
kit is the repair gun filled with an unusu- 
ally fast drying and strong super-sealant. 
In addition to the gun, the kit includes 
@ selection of patented plugs for larger 
punctures, and a combination inserting 
rod and rasp. Repairs made by the Tyre-X 
method are said to be self-vulcanizing. 





REAR SEAT SPEAKER — The Car-Fi is 
an all-purpose rear seat speaker designed 
and built exclusively for station wagons. 
Ivory and gold in color, the 6 by 9-inch 
speaker is available in models to fit all 


station wagons. There are no holes to cut 
for installation and no unsightly wires, 
brackets or screws, it is claimed. Empire 
Electronics, Inc., 24625 John R St., Hazel 
Park, Mich. 

i 


Ditto Carbon Duplicator 


Black-on-white copies can now 
be produced on liquid or spirit dup- 
licators with a black carbon an- 
nounced by Ditto, Inc., Chicago. 
Called Black Hi-Gloss, the carbon 
is said to produce 100 and more 
copies on any spirit duplicator 
using regular duplicator fluid, the 
company said. 





2 ber, : : re sd ae 

VOLTAGE TESTER — Mini-Test, a pocket- 
size voltage tester, is said to check 
unknown voltages from 65 volts to 800 
volts, A.C. and D.C. currents. The unit 
can be used to trace open lines, check 
continuity in high or low ohmage and 
trouble shoot all electrical appliances. 
Omega Products, 4700 W. Washington 
Bivd., Chicago 44, Ill. 

. 


Westinghouse Adds 
Yellow Warning Lights 


Two yellow mercury vapor lamps 
for use in calling attention to haz- 
ardous conditions or locations on 
streets and highways, have been 
announced by Westinghouse Elec- 
tric Corp. 

The lamps also are intended for 
floodlighting and other applications 








| line of automotive adhesives, according to 


NEW PRODUCTS. 


where yellow light is appropriate. 
The unusual color of the new lamps 
warns the driver that caution is 
required, according to Eugene W. 
Beggs, manager of mercury vapor 


and fluorescent lamps. 
+ + * 





VERSATILE POWER TOOL — The Routo- 
Jig, model 40, introduced by Porter-Cable 
Machine Co., 84 Exchange St., Syracuse 
8, N. Y., has been expanded into a com- 
plete power tool workshop, it is claimed. 
The basic Revto-Jig serves as a portable 
router and o rotary jig saw. By the addi- 
tion of several attochments, the unit is 
said to do high-speed shaping, finish 
sanding, power planing and -dove-tailing. 
One motor is said to serve six tools, sav- 
ing the cost of five power units. 


. * * 
Garage Door Seals 


Foamedge garage door seals are 
now being packaged in eight, nine 
and 16 feet units. Tacked to the 
bottom of overhead garage doors, 
it is said to be an improved shock 
absorbing bumper and seals out 
drafts, snow, rain and dirt. They| 
are manufactured by Sterling Al- | 
derfer Co., 3850 Granger Road, 
Akron 13, O. 

* 


WINDSHIELD SEALER — A liquid wind- 
shield sealer, which can be cleaned up 
with a dry rag, has been added to its 


Minnesota Mining & Mfg. Co., St. Pouil, 


Minn. Labeled 3M Windshield Sealer,;the }a0% 


product is said to have excellent filling 
qualities, remains pliant regardiess of 
climatic conditions and has an “invisible 
black" color against rubber mouldings. 
it is available in kit form, with each kit 
including four 7-ounce cans of sealer 
and an applicator gun with a screwdriver 
tip for application; and in 7'-ounce 
replacement cans (without gun). 
* * 





ELECTRICAL HEATER—An electrical unit 
heater, featuring a non-glowing, black 
heat-type e | e ment with a specially 
developed fan blade that provides an even 
flow of heated air, has been marketed by 
lg Electric Ventilating Co., 2850 N. Pula- 
ski Rd., Chicago 41, Ill. The replaceable 
element is steel covered and protected 
against overheating by a built-in thermal 
cutout. For normal service, sizes range 
from 1%4 to 7% kilowatts. Extra heat 
capacity units range from 9 to 15 KW. 








MUFFLERS — All-welded, heavy-gauge 
steel, gas engine truck and bus mufflers 
that are said to offer minimum back pres- 


sure, better engine performance and 
silencing well under the trucking indus- 
try'’s maximum permissible 125 sone noise 
level specifications are being offered by 
Alexander-Tagg Industries, Inc., Hatboro, 
Pa. ATI Power Guard mufflers are avail- 
able in 5, 6, 6% and 7-inch diameters 
and in lengths from 12 to 36 inches to 
fit exhaust pipes from 1% to 4 inches 
inclusive. 





WHEEL ALIGNER — Wheel alignment 


equipment featuring the “cross sight” 
aligning method has been packaged into 


@ portable unit by Wilco Products, Inc.,| 


Orange, N. J. The “cross sight" system 
sights across the car from wheel to wheel, 
checking alignment features on the wheel's 


true plane and does not require that the | 


car be absolutely level during the align- 
ment operation, it is said. A feature of 
the Wilco unit is a built-in compensator 
which permits adjustment of the camber 
with the wheels in any position, it is 
claimed. 
ek oe 
Liquid Buffing Agent 

A chemical liquid buffing agent 
for tubes, tires and tubeless tires 
has been added to the tire repair 
line of J. W. Speaker Corp., 3059 N. 
Weil St., Milwaukee 12, Wis. It is 
marketed under the name of Buff- 
Eez. 






LIGHTING UNIT — An emergency light- 
ing unit, which not only operates auto- 
matically during failures of normal power 
but also automatically prepares itself for 
the next blackout, has been developed by 
Exide Industrial Division, Electric Storage 
Battery Co., 42 S. Fifteenth St., Phila- 
delphia 2, Pa. Immediately following an 
emergency discharge, the Model A Exide 
Lightguard automatically recharges its stor- 
age battery at a high rate, it is claimed. 
At the end of the high-rate charge the 
Lightguard returns the battery to a trickle- 
rate to maintain itself in a state of con- 
stant readiness. The units are powered 
by a 3-COE-7 Exide-Tytex battery, which is 
capable of furnishing current to one 25- 
watt sealed beam lamp for eight hours. 

e-* 6: “se 


Dayton Develops Tire 


For Mobile Homes 


A tire for mobile homes designed 
to carry heavier loads has been de- 
veloped by Dayton Rubber Co. 

The tires are available in both 
tubeless and tube-type. The maxi- 








| Mobile riding rotary mower is 534 inches 








mum load carrying capacity has 
been stepped up an additional 140 
to 210 pounds per tire depending 
upon size, according to engineers. 

+ * 





PAINT MIXER — A paint mixing device | 
said to produce more than 5,000 colors | 
faster and more accurately than any previ- | 
ows means has been introduced by Acme | 
Quality Paints, Inc., 8250 St. Aubin, De- 
troit 11, Mich. The device, called No. 9 
Color Eye, can obtain the colors with an | 
inventory of only a few basic colors, it | 
is claimed. One reason for the accuracy 
of the Color Eye is a patented color tip 
which gives a triple signal when paint | 
is being added to the mixing cup. All 
controls are in front in plain and full 
view. The model is only 17 inches from 
the base to the top of the measuring rod, 
and weighs 22 pounds. | 

* 








RIDING ROTARY MOWER — The Ranch- 


long, 27 inches wide, and features a four- 
cycle engine, with speeds ranging up to 
5 m.p.h. forward and 4 m.p.h. in reverse. 
An adjustable cutting height of 1% to 3} 
inches is controlled by a single bolt and 
spacers. Weighing 160 pounds, the mower | 
has a 24-inch, single-suction, ba r-type | 
cutting blade, and a full 24-inch “Zephyr 
Blow” side discharge. Speed adjustments 
are controlled by a hand throttle on the 
steering hondle. Strunk Equipment Co., 
Coatesville, Pa. - 











INDUSTRIAL VACUUM — A high- 
powered, outside-bag industrial vacuum 
featuring two 1% horsepower motors with 
a new propeller design has been mar- 
keted by Hild Floor Machine Co., Inc., 
740 W. Washington Bivd., Chicago 6, 
lll. Said to fit any 55-gallon drum, the 
model 655 vacuum unit transfers from 
drum to drum in seconds to speed heavy 
volume wet or dry cleaning. It can be 
used with one or two motors. Each motor 
can be detached for use as a portable 
blower or “Strap-Bak-Vac.” 





SPARK PLUG — Blue Crown spark plugs 
have been unconditionally guaranteed if 
properly installed in an engine for which 
they are recommended, according to Blue 
Crown Corp., Defiance, O. Anyone certi- 
fying the type of engine in which the 
plug was used and stating that he was 


| unable to obtain at least 15,000 miles of 


satisfactory service, will be furnished a 
new set of plugs by the corporation. The 


| guarantee will be void if proper installa- 


tion procedures are not carried out, it is 
said. 


Ans 


peg a 
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OIL FILTER—The Wix PC-15 Full-Flow 
filter is designed for ‘‘twist-of-the-wrist” 
hand installation without the need of any 


tools. The Wix Spin-On is said to be 
a_ self-contained filter that will make 
present cartridge changing old fashioned. 


Filter housing, cover, cover bolt, loose 
gaskets and oil lines have been elimi- 
nated for added simplicity. A built-in 


| relief valve avoids the previous problem 


of sludge and dirt-clogged permanent 
valves in the present style filter housing, 
it is clamed. A built-in gasket assures a 
positive, leak-proof seal. Wix Corp., Gas- 


tonia, N. C. 
7 


a 


* 





OUTLET BOX — A heavy-duty multiple 


‘| outlet box, designed to meet the needs 


of laboratories, industry and service, is 
being marketed by CBC Electronics Co., 
Inc., 2601 N. Howard St., Philadelphia 33, 
Pa. The unit, model MO, contains six 
replaceable sockets, a neon indicator light, 
and an on-off switch that controls the 
entire unit. The unit can be mounted 
as a permanent arrangement, or it can 
be portable for use where needed. It is 


rated at 15 amperes, 110 volts. 
oc a 


Dual Exhaust for In-Line 


Engines Offered by Everhot 

Everhot Products Co., 2001 W. 
Carroll Ave., Chicago 12, Ill, has 
announced a dual exhaust .kit 
which it said will fit any in-line 
engine. 

Everhot said the kit is approved 
in all 48 states and is guaranteed 


for the life of the car on which it 
is installed. 
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Exceeding Sales Declines... 
Auto Makers’ Profits 


Slump 41% in °56 


By Joseph M. Callahan 
Staff Writer 


Auto Industry Nine-Month Financial Report 


(In Millions) 
9-Month’s Income 3rd Quarter Income 
1956 1955 1956 1955 
$640 $ 913 $137 $252 
145 312 13 7 
cent, from $1,151 million to $868 eve 6 70 —12 0.6 
million; Chrysler sales dropped —49 —28 —14 


9-Month’s Sales 
1956 1 


$ 8,144 
3,233 
1,858 

—19 227 


T income of all auto manufac- 
‘turers during the first three 
quarters of 1956—or fiscal 56 year— 
amounted to $735 million, a 41 per- 
cent decline from the $1,263 million 
the industry earned in the similar 
1955 period. 


26 percent, from $581 million to 
$429 million; S-P sales declined 37 
percent, from $72 million to $45 
million, and AMC sales were down 
32 percent, from $138 million to 
$93 million, 


Discussing the S-P report, H. E. 


— 7 


* For nine-month AMC period ended June 30. 


Figures are to the lowest million. 


—4 —7 


$1,263 $117 


1.6 
$312.2 


319 


$13,781 
All other figures are for nine-month period ended Sept. 30. 


$16,761 $3,710 


Included in the industry sur- 
vey were figures from Studebaker- 
Packard Corp. S-P reporteda 
loss of $14,170,422 for the quarter 
ended Sept. 30, compared with a 
deficit of $19,301,513 in the same 
quarter last year. 

Net sales, the company said, 
dropped to $45,304,071 in the third 
quarter of 1956 from $72,175,652 a 
year earlier. 

In the overall auto industry finan- 
cial picture the most striking fact 
is a well known one—that income 
declines much faster than sales do. 

. + ” 
FOr example, while the industry’s 

nine-month income declined 41 
percent this year, total sales| 
dropped only 17 percent, from $16,- 
761 million in 1955 to $13,781 million 
in 1956. 

A company-wise comparison of 
nine-month income in 1955 and 
1956 showed that GM income 
slipped 30 percent, from $913 mil- 
lion to $640 million; Ford Motor Co. 
income dropped 53 percent, from 
$312 million to $145 million; Chrys- 
ler Corp. income declined 90 per- 
cent, from $70 million to $6 million; 
§-P losses rose from $28 million in 
1955 to $49 million in 1956, and 
American Motors losses increased 
from $4.5 million to $7.8 million. 

(All figures are based on the 
three-quarter period which ended 
Sept. 30, except the AMC figures 
which cover AMC’s fiscal three- 
quarter period which ended June 
30.) 

A comparison of nine-month sales 
in 1955 to nine-month sales in 1956 
revealed that GM sales dropped 14 
percent, from $9,544 million to $8,- 
144 million; Ford sales declined 20 


Churchill, president, said a substan-| closing down of Packard operations | manufacturing in South Bend. visory management contract with 
tial part of the third quarter loss| in Detroit, and combining and con- He added, “The program under-|Curtiss-Wright Corp. is on 
represented costs incidental to the| solidating all S-P auto and truck| taken upon the signing of the ad-| schedule.” 


Oirer aha! 
PRODUCTION 


percent, from $4,042 million to $3,- 

233 million; Chrysler sales were 

down 24 percent, from $2,466 million a als m4 
to $1,858 million; S-P sales declined te 


milion, and AMC sales slipped 8 Te)N . e): ae . N ING ON’S 
/ LARGEST AND MOST MODERN 
eS ~~ =PRODUCTION FOUNDRIES 


million. All AMC figures include 
appliance sales. 
During the third quarter of 1956, 
income of auto makers dropped 62 
percent below the third quarter of 
1955. The industry income was 
$312.2 million last year, compared to 
$117 this year. 

* 

quarter incomes in 1955 and = 7a " 

1956 indicated that GM income s ee ae ode ~ a2 : 
dropped 45 percent, from $252 mil- p d ere cs rng *; x 
lion to $137 million; Ford income ‘ "(hos le 
dropped 83 percent, from $77 million , a : , 
to $13 million; Chrysler income a . 
dropped from a $600,000 profit to a ; nn PS ESTABLISHED 1866 


siz’ million loss; S-P’s loss in the 13 vat FLAN D di), aah 


6 third quarter was $14 million 
FOUNDRY DIVISION 


compared to $19 million in the ’55 
quarter, and AMC had a $7 million 
loss in the '56 third quarter com- 
pared to a $1.6 million profit in the 
‘55 quarter. 

Again the report shows income 
dropping much faster than sales. 
The 62-percent income drop in the 
third quarter was caused by only 
a 25-percent decline in sales — 
from $4,973 million in 1955 to $3,710 
million in 1956. 

Comparing third-quarter sales 
of 1955 and 1956, one finds that 
GM sales declined 24 percent, 
from $3,031 million to $2,275 mil- 
lion; Ford sales dipped 24 per- 


: 3 Firms Ordered to Halt 
Antifreeze Price Cuts 


WILMINGTON, Del. — Perma- 
hent injunctions have been issued 
against Rockaway Sales Co., Rock- 
away, N. J., and National Grocery 
Co., Inc., Elizabeth and Summit, 
N. J., to prevent them from selling 
duPont Zerone and Zerex anti- 
freeze below fair-trade prices. 

A preliminary injunction in a 
similar case was issued against 
caenne Stores, Inc., Middletown, 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 
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Relaxed Attitude at Present... 


UMW View on Dealerships 


By Joseph M. Callahan 
Staff Writer 


7 United Mine Workers Union, 
headed by John L. Lewis, is in- 
terested in increasing the number 
of dealerships it has 
under contract in 
Northern Michigan. 
Thomas R. Bush, 
an international rep- 
resentative of the 
Mine Workers’ District 50, the 
union’s “catch-all” department, said 
the union has organized the service 
employes of three dealerships at 
present and “is definitely interested 
in organizing other dealerships.” 
However, Bush is the only UMW 
international representative in the 
area and he is busy servicing the 
UMW’s nine locals and 2,000 mem- 
bers there, so a strong organizing 
drive is unlikely at present. 
rmore, the unionism in 
the rather remote area of North- 
ern Michigan is of a curiously 
relaxed and unmilitant nature. 
For example, Bush said his union 





had recently 
tracts with the three organized 
dealership in Sault Ste. Marie, a 
town of about 17,000 and the site 
of the Soo Locks where ships are 
lifted from Lake Huron to Lake 
Superior. 


signed new con- 


Bush said that of the contracts 
signed with the dealerships—Bill 
Hungerford Pontiac, Wieneke-Soo 
Co. (Ford-Mercury) and Rightmyer 
Motors (Dodge-Plymouth) — only 
one contract called for wage in- 


creases. 
* * * 


Dealers ‘Left Alone’ 
E SAID, 
dealers alone because they 

weren’t in too good a profit position 

and, anyway, they granted their 
men some increases earlier.” 

Bush added that the town’s econ- 
omy had not been too robust this 
year because of closing of several 
important companies, including 
Cadillac-Soo Lumber Co., Lock City 
Machine & Marine Co. and several 


“We left the other 


woolen mills. 

He said that the UMW is the 
only union with representatives 
in Sault Ste. Marie area and for 
that reason the membership of 
the nine locals includes every 
type of workman, including wood 
workers, utility employes and 
public employes. 


dealers in 1948 after a 79-day strike. 


they have since “gone to the wall,” 


the Mine Workers also had a num- 
ber of dealerships organized else- 
where in the U. S. 

Bill Hungerford, the Pontiac 
dealer in Sault Ste. Marie since 
1953, said the union doesn’t cause 
too much trouble. 

+ + * 


Able to Compete 


E SAID that he was able to re- 
main competitive in his shop 
| despite the union wages he paid, 





The UMW organized the Soo 


The union formerly had the Chrys- 
ler and Nash dealerships here but 


|according to Bush. He added that 


adding that some dealers charged 
even higher labor rates than he did. 
His labor rate is $4. 

Hungerford said the contract he 
signed in September with the UMW 
provided for a $70 guarantee for a 
first-class mechanic, a $65 guaran- 
tee for second-class mechanic and 
a $57.50 guarantee for a third-class 
mechanic. He added that his men 
usually exceeded their guarantees. 

The UMW contract also pro- 
vides for seniority, hospitaliza- 
tion, overalls and vacations for 
the employes. 

’ Hungerford, who has 13 people in 
his organization, said that 1956 was 
not too good a year profitwise for 
him and that volume was down 
from about 125 cars in 1955 to 90- 
100 units during this calendar year. 

“I think we can do some business 
with this ’57, though,” he con- 
cluded. 


* * * 


N. Y. Election Cancelled 


N NEW YORK CITY, the Na- 
tional Labor Relations Board 
has permitted Local 692 of the Re- 
tail Clerks Union to withdraw its 
petition for an election at Car City, 
Inc., “with prejudice to its filling a 
new petition for six months from 
Nov. 23 unless good cause is shown 


A Valuable Sales Tool for Every Dealer, 


Dealer Salesman, and Factory Executive: 
' Automotive News Auto Selling Guide for 1957 
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—, 


why the Board should entertain, 
new petition.” 

In Bellflower, Calif, Suburba, 
Pontiac has worked out a retire. 
ment program for its employy 
with the investment trust depar,. 
ment of the Bank of America 
The plan was enthusiastically rp. 
ceived by the employes. 

Brad Basset and Fred Siffe 
who bought the firm last June, gai 
management will contribute reg. 
larly to the fund and that retin. 
ment benefits will be computed by 
a point system based on length ¢ 
service. 


+. * * 
Price Probe Asked 


eo on the labor front, 
the United Auto Workers hag 
called on President Eisenhower ty 
support a “searching Congressiong] 
investigation into wage-price-profit 
relationships in the auto, steel} 
meat-packing and other basic jp. 
dustries where pricing policies ex. 
ert such a decisive influence on the 
American economy.” 

In a letter to President Eisen. 
hower, Walter Reuther, UAW 
president, noted that the October 
Consumer Price Index had in- 
creased to an alltime high and 
that auto prices played a major 
part in the increase. 

Reuther charged, “Through its 
irresponsible pricing policies, big 
business is usurping a growing and 
disproportionate share of the fruits 
of advancing technology, thereby 
siphoning off consumer purchasing 
power and narrowing the market 
for the products of farms and smal] 
business.” 


+ J * 
SUB Payments Made 
| Fy week the UAW announced 
that GM, Ford and Chrysler 
had paid out $3.8 million to laid-off 
workers for supplemental unem- 
ployment benefits between last 
June, when the plan became opera- 
tive, and last October. 

Chrysler Corp. led the industry 
in payments, shelling out $1,913,139. 
GM paid out $1,189,494 and Ford 
$752,830. These payments dropped 
sharply in November as employ- 
ment rose due to increased pro 
duction. 

UAW employes of the Chrysler 
Highland Park plant have voted 
to strike by a margin of 2,528 to 
153, according to William Jenkins, 
president of Local 490. The inter- 
national union must approve the 
strike before it can begin. 

The union said the strike vote 
was taken because the company 
has instituted a production speed- 
up, has by-passed laid off workers 
and has stalled on settling griev- 


ances. 
> * * 


UAW Calls ’58 Parley 
To Make Strike Plans 


DETROIT.—The UAW has an- 
nounced that it will hold a special 
convention in January or Febru- 
ary, 1958, for the development 
of an Emergency Strike Aid Pro- 
gram in case a strike occurs as & 
result of the 1958 contract nego- 
tiations with the five auto 
makers. 

The UAW also reported that its 
International Executive Board 
will recommend that dues be in- 
creased 50 cents beyond the pres- 
ent dues of $2.50 a month at the 
union’s regular convention at At- 
lantic City next April. 


= 
Keller to Direct 
+ on 
Michigan Week 

LANSING. — K. T. Keller, retired 
chairman of Chrysler Corp., will be 
general chairman of the 1957 Michi- 
gan Week observance next May 
19-25. 

Keller’s accept- 
ance of the gen- 
eral chairmanship 
was announced by 
Don C. Weeks, 
executive director 
of the Michigan 
Economic Devel- 
opment Commis- 
sion, on behalf of 
the Commission ie 
and Greater Mi- = oneal 
chigan, Inc., spon- K. F. Reler 
sor of Michigan Week. 

President of Chrysler Corp, from 
1935 to 1950 and chairman from 
1950 until his retirement May 5, 
1956, Keller also served as director 
of guided missiles for the U. S. 
Government from 1949 until late in 
1953. 
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By Jack Weed 
Truck Editor 

NEW YORK. — Speaking to 1,700 
Willys dealers via a closed-circuit 
telecast, Edgar Kaiser, president, 
Kaiser Industries Corp. and Willys 
Motors, Inc., said Kaiser was sol- 
idly behind Willys, a wholly-owned 
subsidiary. 

He said sales of Willys prod- 
ucts totalled about $140 million, 
“, substantial part of Kaiser In- 
dustries sales.” 

Kaiser went on to say that the 
company made a good profit in 1955 
and will earn a better operating 
profit in 1956 if consideration is 

en to a non-recurring profit of 
about $2 million last year. 

Kaiser and other officers of Willys 
pin considerable hope on the new 
Jeep FC 150 helping them greatly 
to broaden the Willys line and put 
them in position to capture addi- 
tional business outside the scope of 
the standard line of Jeeps. 

At present. the plant is building 
between 1,300 and 1,400 of the new 
models monthly and plans call for 
an expansion to a maximum of 
2,500 by Feb. 1. 

This gives the company an out- 
put of approximately 6,000 Jeeps 
of all types, 63,700 vehicles have 
been built so far in 1956. 

Kaiser said the company has 
been carrying out a program to 
strengthen the Jeep dealer body 
this year and more than 500 new 
dealers have been added. However, 
net increase was only 250. 

The company currently is selling 
Jeeps in 150 countries with about 
530 percent of output going to the 
foreign market. From 25 to 30 per- 
cent of domestic sales fall in the 
fleet sales category. 

A subsidiary, Willys-Overland Ex- 
port Corp., is the third largest ex- 
porter of commercial vehicles in 
the U. S. and has plants in Aus- 
tralia, India, Indonesia, Japan, 


Rohrer Confesses 
To Swindle, Gets 


One to Four Years 


HARTFORD. A 46-year-old 
Hartford automobile dealer, who 
manipulated more than $200,000 in 
bank loans on fictitious car sales, 
was sentenced to one to four years 
in prison when he pleaded guilty in 
Superior Court to forgery and ob- 
taining money by false pretenses. 

Fred C. Rohrer jr., head of Rohrer 
Used Cars Co., “got away with a 
gigantic swindle,” said State’s At- 
torney Albert S. Bill, until a cus- 
tomer tripped him up by reporting 
him for charging excessive interest. 

Judge Thomas E. Troland im- 
Posed one to three years on the 
forgery charge and another year 
on the false-pretenses count, 
making a total of one to four years. 

The state’s attorney said Rohrer, 
father of three grown children, told 
police he hadn’t gambled the money 

, away but had used it to keep his 
business going. 

Rohrer’s troubles started in 1946 
—when he found it difficult to get 
working capital due to the shortage 
of used cars. He began making out 
notes on fictitious sales and had 
them discounted at a local bank. 

By 1953, Rohrer had accumulated 
discounted notes totalling $30,000 
and was advised by the bank he 
had reached the legal limitation 

Point. At the suggestion of the bank, 
however, Rohrer continued to do 
business on customer notes and 
chattel mortgages. 

Chattel mortgages required 
monthly payments and this put 
Pressure on Rohrer, who had to 
also pay off the old discounted 
notes. 

“Things pyramided so fast they 
soon were out of control,” said Bill. 

He said that during last July, for 
instance, Rohrer paid out $20,000 on 
the chattel mortgages and outstand- 
ing notes. After his arrest, it was 
found that of the 237 notes he had 
with the bank, only 15 of them were 
legitimate. The rest were on non- 
existent cars and fictitious names. 

The entire situation was brought 
to light when the Connecticut State 
Banking Department, on the com- 
plaint of a customer, made a spot 
check of Rohrer’s bank notes, 
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Willys Looks for Upturn 


Kaiser Tells Dealers Future Outlook Is Aided 
By New Forward-Control Jeep 





Philippines, South Africa, Israel, 
Portugese East Africa, Turkey, 
France, Holland, Belgium, Den- 
mark, Ireland, Argentina, Columbia, 
Brazil, Mexico and Canada, 

The only country in which 
Willys and Kaiser have plans to 
build passenger cars is in Argen- 
tina and that has a clouded fu- 
ture, awaiting permission from 
the present government to go 
ahead. 

Outlining marketing plans for the 
new “Forward Control” model, 
Willys officials said that this was 
the first major design change in the 
all-purpose vehicle in nearly 12 
years. 

Automotive writers were in at- 
tendance at the New York telecast 
and in a press interview, Kaiser 
told them he felt the country was 
in for several years of high pros- 
perity. 

Much of his faith in continued 
good business for the industry was 
based upon current conditions in 


Two New General Electric Lamps 
used in Dual Headlamp System” 


Chances are there won’t be too many 
calls for these new lamps. But a cus- 
tomer of yours might get his front 
end bashed in—or maybe he'll have 
an early burnout. In either case, he'll 
expect you to have the replacement 
lamp. We suggest you stock a couple 
of each of the new smaller-size G-E 
Gt leita Headlamps (4001 and 
4002)—and maybe a couple of the 
auxiliary driving lamps (4412). Abox 
of the new interior bulbs (1445) 
should be adequate for a while. Your 
nearby General Electric Lamp Sup- 
plier is close enough so you can 
quickly re-order if you need more. 


TWO ADDITIONAL G-E LAMPS 
FOUND IN 1957 PASSENGER CARS 





G-E #1445 —Headlamp beam indica- 
eam indicator 
and direction signal indicator for 


tor for 19 57 Fords: 
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three basic products that make up 
the base of Kaiser operations. 

He said Kaiser steel plants were 
sold out through 1960, that Kaiser 
currently is buying cement to serve 
customers because cement plants 
are oversold and the aluminum 
plant practically was sold out for 
1957. 

He laid considerable stress on 
the acute shortage of cement, not 
only for current needs but for 
the national road program. He 
said that less than one half the 
necessary expansion in the indus- 
try was underway and unless 
money was made available for 
additional expansion the road 
program might be hurt seriously. 

The company has no specific 
plans for expansion in Toledo, he 
said, and if more space was needed 
it would lease on a short-term 
basis. 

Total sales of Kaiser last year 
was approximately $800 million and 
Kaiser expected that it might go 
nearer to $1 billion this year. 


Colonial Mercury Opens 


Colonial Sales, Inc. (Mercury), 
has opened at 4709 Belair Road, 
Baltimore. President is James 
Knell 


tact lugs. 


1957 Mercury and Studebaker. 





G-E #4412—Auxiliary driving lamps 


for 1957 Lincoln. 











Willys Officials on Dealer TV Show— 


More than 5,000 Willys dealers and members of their organizations and representa- 
tives of banks and finance companies saw the closed circuit television show which 
Willys staged to introduce its new “Forward Control" Jeep FC-150. Originating in the 
ABC studios in New York, the program was viewed in 20 cities across the country. 
The “cast,” above, was headed by Edgar F. Kaiser, seated, Willys president. Others, 
from left, are Cruse Moss, assistant general sales manager; S. A. Girard, general man- 
ager; C. W. Grinstead, advertising and merchandising director, and C. A. Watson, 
general sales manager. 





"With Aim-right Gizmoes for quick, easy aiming 


G-E #4001— Single filament G-E @¢Zéemm Headlamp, upper beam only, 
5%” Dia., 12 volt, 2 contact lugs. 


G-E #4002—Two filament G-E @Zém Headlamp, upper and lower 
beams—with filament shield on lower beam, 5%” Dia., 12 volt, 3 con- 


These two new types of General Electric @Zéte Headlamps are 
standard equipment on all Nash Ambassadors and Cadillac Eldorado 
Broughams. They are optional equipment on Mercurys, Chrysler Saratogas, 
Windsors, New Yorkers and Imperials, and some DeSoto models. 


NEW LAMP CHART IS A SALES TOOL 

Soon your G-E Lamp Supplier’s Salesman will be 
bringing your new Auto Lamp Chart for 1957. It 
is expertly arranged so you can quickly select the 
right lamps for just about anything on the road. 
So take a few minutes and check your stocks. Order 
enough G-E Lamps to rebuild present supplies, 
and enough of the four G-E Lamps to handle the 
1957 cars. General Electric Co., Miniature Lamp 
Dept., Nela Park, Cleveland 12, Ohio. 


Progress ls Our Most Important Product 


GENERAL @@ ELECTRIC 
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How Salesmen Fare... 





NADA Sifts Pay Plans 
And Fringe Benefits 


WASHINGTON, — A comprehen- 
sive analysis of salesmen’s compen- 
sation and fringe benefits enjoyed 
by dealership employes has been 
completed by the NADA personnel 
relations committee. 

Particular attention was paid 
to fringe benefits—the “hidden 
payroll” — since, as NADA said, 
weekly wages and hourly rates no 
longer accurately measure labor 
costs. 

NADA found that the average 
number of employes per dealer was 
16, with average annual new-car 
sales of 130 units per new-car 
dealership. 

In studying paid vacations, NADA 
found that more than 90 percent 
of dealers who offer vacations al- 
low one week to employes with less 
than 12 months’ employment, while 
more than 8 percent allow two 
weeks. 

After 36 months’ service, at least 
37 percent of the dealers who offer 
vacations allow two weeks for em- 
ployes in all departments, Some 61 
percent still afford only one week’s 
vacation and about 2 percent offer 
more than two weeks. 

The average number of annual 
holidays observed is six, with 54 
percent of the dealers allowing that 
many. 

One percent of all dealers ob- 
serve 10 or more holidays; one per- 
cent, nine holidays; 4 percent, eight 
holidays; 13 percent, seven holi- 
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days; 16 percent, five holidays; 7 
percent, four holidays; 3 percent, 
three holidays, and one percent, one 
holiday. 

At least 32 percent of all dealers 
who give sick leave have no set 
policy. Of those that do have a | 
policy, a minimum of 36 percent 
allow one week, with a minimum 
of 16 percent allowing two weeks’ 
leave for sickness, 

Hospitalization insurance is car- 
ried by 75 percent of the dealers, 
with 33 percent paying all of the 
cost, 30 percent paying half, 17 per- 
cent paying none and 19 percent 
using some other arrangement. 

Seventy-one percent of the 
dealers have surgical benefits in- 
cluded in the hospitalization plans. 
Of these, 34 percent pay all the cost, 
31 percent pay half, 16 percent pay 





Cadillac Service Men 
Briefed at 105 Parleys 


DETROIT. — Cadillac has fin- 
ished a 105-meeting series pre- 
senting mechanical features of its 
new models and its 1957 service 








program to representatives of 
dealer organizations. 

Nearly 3,000 persons represent- | 
ing 1,132 distributorships and | 
dealerships attended the meet- 
ings, reported R. M. Phillips, 
Cadillac general service manager. | 


| 





You don't mix it 





JUST 


AND POUR 


Same formula does a better job with 
controlled emulsion and buoyancy of 
particles—mixes with all anti-freezes. 
If a car needs water, it needs 


BAR'S LEAKS 
© Stops water leaks through gasket 
. and porous metal. 
¢ Stops éngine block leaks. 
¢ Stops formation of rust and scale. 
Stops leakage into crankcase. 


Four out of five cars - leading sellers - 
get the Bar's Leaks treatment at the 


SHAKE 


factory. Easier to use - sells faster. 


BAR'S PRODUCTS SUPPLY, INC_—P.0. BOX 146, HOLLY, MICH. 
BAR'S PRODUCTS, INC._—226 SOUTH 24th ST., SAN JOSE, CALIF. 
MICAL PRODUCTS, INC. — LOGANVILLE, GEORGIA 


BAR'S LEAKS DISTRIBUTORS—BLYTHESWOOD, ONTARIO, CANADA 





none and 19 percent use a different 
apportionment, 


Medical benefits are provided by 
66 percent of the dealers, All costs 
are paid by 36 percent of this 
group, half is paid by 28 percent, 
none is paid by 18 percent, and 
varying portions are paid by 19 
percent. 

Life insurance plans are made 
available by 61 percent. Dealers’ 
share of the costs among those 
having the plan are: All of cost, 
39 percent; half, 30 percent; none, 
7 percent, and other, 25 percent. 

Health insurance is provided by 
46 percent of dealers, with 35 per- 
cent of those paying all the cost. 
Accident insurance is provided by 
59 percent of the dealers, with 47 
percent of those paying all the cost. 

The fringe benefit noted most 
directly each working day is the 
coffee break, Of ail dealers checked, 
84 percent give a morning break 
and 74 percent allow an afternoon 
sipping session. 

Christmas bonus plans are used 
by 66 percent of all dealers. Most 
popular bonus plans in order of 
preference are: One week’s pay; 
more than $50 cash; less than $50 
cash; two week’s pay, and a per- 
centage of the profits, 

In studying salesmen’s compen- 
sation, NADA findings are broken 
down according to dealership 
size, based on volume of 1955 re- 
tail deliveries. Group I dealer- 
ships sold one to 149 new vehicles; 
Group II, 150 to 399 units; Group 
Ill, 400 to 749, and Group IV, 750 
and more, 

The average salesman earns a 
weekly salary of $92 in Group I 
dealerships, $111 in Group II, $130 
in Group III and $143 in Group IV. 

Among Group I dealerships, sales- 
men’s average weekly pay is: Ford, 


| 


Highlights of Show Cars 





horsepower. Compression ratio is 10 to 1. 





$93, and other GM, $96. 

Group II averages are: Ford, 
$107; Chevrolet, $108; all Chrysler, 
$109; Lincoln-Mercury, $111; inde- 
| pendents, $112, and other GM, $115. 
Group III averages are: Chevro- 
| let, $118; Lincoln-Mercury, $124; 
| Ford, $134; other GM, $134, and all 
Chrysler, $139. 

Group IV averages are: Chevro- 
let, $127; Ford, $136; other GM, 
$159; all Chrysler, 1$59, and 
Lincoln-Mercury, $188. 

The average weekly payroll per 
dealer for all salesmen ranges from 
|a low of $169 in Group I to a high 
| of $4,700 in Group IV. 

Of all dealers polled, 56 percent 
| pay salesmen a salary plus com- 

mission, 17 percent pay straight 








| commission, 14 percent pay draw 


plus commission and 13 percent 


| pay straight salary. 


For new-car salesmen being paid 
salary plus commission, the most 
popular plan is $50 plus 2 percent, 
followed by $50 plus 3 percent. 
Other combinations are $50 plus 5 
percent, $125 plus 2 percent, $75 
plus 2 percent, $40 plus 2 percent 
and $25 plus 5 percent. 

For draw-plus-commission §set- 
ups, the most popular combinations 
are about equally divided between 
$75 plus 5 percent and $60 plus 5 
percent. 

Other arrangements are $50 plus 
5 percent, $100 plus 4 percent; $50 
plus 2 percent; $75 plus 4 percent, 





| 
| 
| 
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$75 plus 2 percent and $40 plus 2 
percent. 

Of all dealers paying salesmen on 
a straight commission, 90 percent 
pay on a percentage basis, which 
averages 5 percent for new-car 
salesmen. 

Among the dealers who pay a 
flat-dollar amount per unit on the 
straight-commission plan, the aver- 
age compensation per unit is $66 
for new-car salesmen. 

In checking other factors sales- 
men’s compensation, NADA found 
that roughly 60 percent of all 
dealers furnished their salesmen 
with demonstrators. 

The most popular plan for selling 
demonstrators to salesmen is at 
cost. Other plans include 20 per- 
cent discount, cost plus $50 and 
cost plus $100. 


s asia 
$86; all Chrysler, $87; Chevrolet, $89; | #@ 
Lincoln-Mercury, $92; independents, | 





Brougham's New Chassis, Engine— 


The Brougham chassis features Cadillac's new tubular-center X-frame and air. 
suspension system. The engine utilizes dual four-barrel carburetors and develops 325 


Air Suspension— 

Here is the air-spring assembly whic 
is part of the air-suspension system in the 
Brougham. The function of this assembly— 
there is one at each wheel—is to support 
the weight of the car, compensate for 
uneven road surfaces without noticeably 
affecting the normal position of the body 
and maintain the standing height of the 
car regardless of load. 





Rambler Fuel Injection— 

The Rambler Rebel is equipped with an 
electronic fuel-injection system developed 
by Bendix Aviation Corp. The injection 
system, combined with American Motors’ 
327-cubic-inch V-8 engine, is rated at 288 
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horsepower. AMC is exhibiting the Rebel | 
at the National Automobile Show. 


The survey also found that|7) 
dealers, in varying percentages| = 


among the volume groups, furnish 
free gas, oil and servicing; pay 
commission on accessory sales; pay 
commission on tradeins and pay 
commission on financing. 

On finance deals, the most popu- 
lar compensation is a flat $5 per 
deal, 





Utah Dealers Warned 
On Defacing Numbers 


SALT LAKE CITY.—The Utah 
Automobile Dealers Assn, has 
warned that several new and 
used-car dealers have been in- 
volved in serious trouble through 
selling autos with defaced iden- 
tification numbers. 

Generally, noted the UADA, 
this tampering is the result of a 
new-car dealer trying to hide the 
source from which the vehicle 
was purchased. It was said that 
law enforcement officers are 
cracking down on bootleg auto 
sales. 











‘Wall-to-Wall’ Carpets— 

The new deep-pile “wall-to-wall” car- 
peting in the 1957 Packard Clipper is 
sound insulating and is styled to match 
interior fabrics. The upholstery is metallic 
woven matlace in harmonizing interior- 
exterior shades of green, black and bive. 
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GM’s Crowley Hails Pro-Dealer Moves .. . 


Auto Market Called a Challenge 


SALT LAKE CITY. — Healthy 
conditions in the general economy 
i industry 


and the automotive 
present an “ex- 
citing and chal- 
lenging” outlook 
for auto dealers 
and manufac- 
turers, a General 
Motors executive 
told the Utah Au- 





marked advances in design and 

styling, are eminently qualified to 
stimulate buying.” 

4, The customer service business 
has been higher, month by month, | 
in 1956 than in 1955 and “there is 
every indication that the service 
volume will increase importantly 
in 1957.” 

The long-range outlook for the 





lation growth; (2) increasing in- 
dustrial productivity; (3) broaden- 
ing of the income base underneath 
the market; and (4) the “universal 
demand for automotive transporta- 
tion — for the first, and more and 
more, for the second and third car.” 

“Population growth alone brings 
6,300 young men and women to 
working age each day in the year,” 


GM policies concerning dealer 
relationships, announced earlier 
this year, 

“If consideration is given,” he 
said, “to the many financial bene- 
fits made available to General Mo- 
tors dealers and if, at the same 
time, consideration is given to the 
fact that there are only about the 
same number of General Motors 
dealers today as there were in 
1940 — although actual retail sales 
volume in 1956 is twice as large — 
one point is crystal clear: 

“General Motors’ efforts on be- 
half of its dealers have all been 
directed to the development of the 
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Battery Sales Up 
41 Pct. at Delco 


ANDERSON, Ind. — Sales of 
Delco batteries in the automotive 
replacement market have climbed 
41 percent since the introduction 
of the Delco Dry 
Charge battery 
line, according to 
J. H. Bolles, di- 
rector of sales 
and engineering 
for Delco-Remy. 

The 41 percent 
increase is re- 








tomobile Dealers industry, Crowley said, also ISithe GM executive and former| profit opportunities of its dealers. flected in divi- 
Assn, convention bright. He said confidence in con-| dealer said. “Ten years hence, this} We recognize that a strong, loyal sional replace- 
last week, tinued growth of the retail auto | 6,300 figure will increase to 10,400| and healthy dealer organization is ment sales from 
Patrick J.Crow- business is based upon (1) popu-| daily. As these young people go to| one of our most valuable assets and Apr. 1, 1955, to 
ley, administra- a all . them become a aaa ne ae od are 2 ' J. H. Bolles Oct, 1, or = 
ive assistant to P. J. Crowley * customers for a new car or a use ood. e shall continue to compared with the 18-month peri 
fen L. Wiles, GM’s executive vice- Baltimore Office Opens car.” guided in all our efforts acord-| immediately preceding, Bolles said. 
president for dealer relations, listed Dealer Title Section Recognition by manufacturers | ingly.” He said that a comparison of 


reasons for optimism about con- 


tinued general prosperity, and out-| of motor vehicles, by setting up a! 








BALTIMORE.— The department} 





and dealers of their mutual obli- 
gations has been increased this 





Improved factory policies set the 
stage for progress but “must be 





growth in replacement sales vol- 
ume for the entire battery industry 








_ | lined recent developments which} separate title section for automobile| year, partly as a result of the | supplemented by positive dealer : : 
ci Thave increased understanding | dealers, has sped up title processing| “fresh new look” which the auto- | action” for maximum effectiveness, | °V°" corresponding periods shows 
3% | between manufacturers and dealers. | for individual car owners. mobile companies have taken at | Crowley said. He called on every |!€ss than a 10 percent increase. 
He cited these factors to back Under the new system, dealership| their dealer relationships, Crow- | dealer to “carefully and honestly| More than 65 percent of Delco- 
up his conviction that “the out- | representatives take applications to ley said. As an example, he cited | examine his operations and take | Remy’s total replacement sales now 
look ahead is an exciting and | a special office and pick up titles| the new General Motors selling | the steps to remedy any indicated|is in the dry charge line, Bolles 
challenging one for men of abil- | the next day. agreement and other changes in | weaknesses.” said. 
ity and vision, for men with con- 
} fidence in themselves, their busi- 
ness and their country.” 
For the automotive industry in 
1957, Crowley said, forecasts “con- 
tinue optimistic with the year seen 
as definitely better than 1956.” 
Reasons for this optimism, he said, 
include these facts: 
1. “Purchasing power in the 
hands of our people continues to 
rise faster than do prices.” 
2. “The used-car market has been 
amazingly strong throughout this 
year. Total industry dealer used- 
car stocks have declined steadily 
in 1956 and now stand at the lowest 
level in over three years. Prices 
have been correspondingly firm.” 
% The 1957 models, with 
ich : 
» | DeSoto Schedules Thompson's new, modern automotive 
re . “se 
~ |Overtime to Meet parts manufacturing facility 
for 
* |Demand for 1957s 
dy DETROIT. — DeSoto has started 
na overtime work with introduction 
of a nine-hour work day, and may LREADY production is humming 
add some Saturday work shifts, ; 
according to L. Irving Woolson, in Thompson’s brand-new parts- 
a a ds manufacturing plant just opened at 
e move is to hike production, : 
made necessary to meet demand for 34201 Van Dyke, Warren (Detroit), 
ne a wae Se Michigan. This completely modern fa- 
He said this is the first time since ae _ 
| | the immediate postwar years that cility is employing the latest methods 
DeSoto has had to institute time ° . . 
increases in expanding production and equipment available to provide 
Mllowing announcement. low-cost, most efficient manufacture of 
The factory said dealers are sell- ° 
ing “demo” and showroom sample chassis pene . 
cars as fast as they are received, Chassis design improvement has be- 
while orders continue at a rate . 2 “ 
unparalleled in the history of the come an increasingly important fac- 
2 | division. © tor in the automotive industry’s future 
ed According to Woolson, DeSoto has 7 ; 
* been increasing production since planning. This, plus the tremendous 
, |mamouncement day to meet demands acceptance of Thompson steering link- 
S| of dealers seeking additional prod- P P & 
8 | ucts. age and other chassis parts has made 
? Thompson’s latest expansion necessary. 


(Leach Heads Up 
Collins & Aikman 


NEW YORK. — Election of Ellis 
Leach as president of Collins & 
Aikman has been announced, 

The announcement stated that 
Albert R. Jube, 
chairman of the 
board, became 
chairman of the 
executive commit- 
tee, and W. F. 
Bird, president, 
has become chair- 
man of the board. 

Leach joins 
C&A after 13 
years with Timme 
Corp., where he 
Ellis Leach served as execu- 
tive vice-president and treasurer, 
@s well as general manager of the 
Selling organization, E. F. Timme 
& Son. 


Finer steering linkage and suspen- 
sion parts, new and advanced manu- 
facturing techniques, better customer 
service—these are but some of the 
advantages that Thompson offers you. 

Have your engineers call on Thomp- 
son to help develop your steering link- 
age and suspension. Write, wire or 
phone Thompson Products, 34201 Van 
Dyke, Warren, Michigan. 


—_ 


You can count on 











7 Stafford Heads ‘Dimes’ 

‘Sf LACONIA, N. H. — (UTPS) — 
‘h | Charles F. Stafford, treasurer, Staf- 
i¢ |} ford Buick Co., has been named 
State chairman of the New Hamp- 
Shire 1957 March of Dimes cam- 
Paign. 





Michigan Division: Detroit * Portland 
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; 
New Thompson plant now in operation. ; 











SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65%) 


We quarantee to Increase your service absorption figures and fill your shop with customer- 

paid labor . . . eliminate non-productive and unapplied time . . . and increase 

your profits. 

For as little as $70.00 up per 

program that will do this—or it 

tell you how to correct them . . 
of details, so that 


service manager 

follow-up, so that they can have 8 hours a day to sell .. . 

of cars... and get away from single-item repair orders. 

If your monthly service volume is $7,000 or more, and you do not have a service desk 
control, write us and hear our story . . . we promise some new slants—without 


month, we can install a complete service production 
costs you nothing. We will analyze your problems dnd 
. train the entire service personnel . . . free your 
he can think . . . free service salesmen of doing 
eliminate duplicate handling 


Flash-A-Call Service Contro 


2170 South Canalport Avenue 
Dept. AN-139, Chicago 8, Ill. 


PITTSBURGHITUBE COMPANY, 








Your Name is Important 


DISPLAY IT WELi WITH DOUGLAS EMBLEMS 


Chrome-Craft Die Cast License Frames 


SAT. EVENING POST 
and COLLIER’S 





“My new Inland equipment and the wonderful job it does has 
attracted lots of customers. In 3 months my volume grew until it hit 
$3,969.40 in a single month !” says Bob Neyland. 


$8,000, $10,000, $15,000 a year is common! “After 3 months we are doing $850 
mo. in radiator work and increasing all the time’ — Robbins Motor Co., Mar- 

er, Okla. “Now going at rate of $18,000 a year,” says Clough, Storm Lake, Ia. 

Many others doing as well! 

20,000,000 Radiators Need Servicing Yearly! Most 2-year-old radiators are 

partly plugged. Inland national advertising warns of danger in neglecting radia- 

tors...urges seeking nearest Inland-equipped shop. 

Inland, world’s largest radiator servicing equipment manufacturer, offers the com- 

plete package—equipment, training, merchandising and “Pays-For-Itself” pur- 


chase plan. 

You buy direct from factory—SAVE $$$! No salesmen, dealers, 
EASY TO OWN! 7a Besides, the equipment actually pays for itself after you 
make one sma wn payment 


TRAINING Complete factory school trains you or your man quickly. Clean- 

; : ing, iring, recoring, pricing, merchandising—everything ! 
SCHOOL Hundreds of graduates now are expert radiator repairmen. 

Motor Co., Pittston, Pa., and many others. It’s 


1108 Jackson St., 


INLAND MFG. CO. wep. an: omaha 2, Nebr. 


‘SOLD EXCLUSIVELY BY MAIL” 


el A NE AE GENES ES er rE Ok a RK GN 
INLAND MFG. CO., Dept. AN-12 
1108 Jackson St., Omaha 2, Nebr. 


Please send new free book, “Blueprint for Profits". 


“*Your training was excellent !"’ says 
FREE to Inland customers. 











CLIP AND 
MAIL TODAY! 


New free 48-page 
book, ‘*Blueprint 
for Profits,’’ gives 
details on methods, 
equipment, Inland 
Pays-for-Itself pur- 
chase plan. 








(PLEASE PRINT) ' 
ADDRE: i 
I slic ncninsso iat tictichnaniats nse ead Abiniicieaiuatataandia 4 
cl halt aaa cleat eR esitininnmceninniisinasitaipiiaetgil f 
i I I i isten nerniereerpeertesicnertmtenitipneininnasicie 3 
Are you now operating a radiator shop 0 Yes ([) Neo 
en 
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Income, Investments Up .. . 





U.S. Finds Consumers 


Still Avid for Goods 


WASHINGTON. — Economic de- 
velopments so far in the fourth 


quarter reflect an extension of the) 


strong demand pattern prevailing 
in the earlier months of the year, 
the Office of Business Economics 
of the Department of Commerce 
reports. 

Rising income continues to pro- 
vide the basis for the record vol- 
ume of consumer spending, and 
expanding investment programs 
of business remain a fundamental 


Keller Heads Marketing 


For Kiekhafer Corp. 


MILWAUKEE. — William A. 
Keller, former Studebaker general 
sales manager, 
has been named 
marketing vice- 
president of 
Kiekhafer Corp., 
outboard motor 
manufacturing 
firm, 

Keller, before 
being named to 
the Studebaker 
post, had served 
as national used- 
car sales manager 








W. A. Keller 
of Lincoln-Mercury division. 


factor in the general trend of 
business, it was stated. 

| Employment in nonagricultural 
establishments set a new season- 
| ally adjusted high of 51.8 million in 
| October. The increase in employ- 
|}ment from September in the trans- 
portation equipment industry ac- 
'counted for one-half of the rise of 
| 140,000 in factory production work- 
|ers. Changes in employment in 
most other industries were small 
and mixed. 

Government economists observed 
that industrial production has risen 
since midsummer, reflecting strong 
demand pressures upon the metal- 
producing and fabricating indus- 
tries. 





Demand for steel has kept the 
Nation’s mills operating at 100 
percent or better of rated capacity 
since mid-September. October 
output was over 11,000,000 tons of 
steel ingots and castings, the 
most for any month on record. 
An indicator of the strength of 

capital goods business is the con- 
tinued rise in unfilled orders held 
by manufacturers. During the third 
quarter, manufacturers’ backlogs 
expanded 6 percent, and at the end 
of September their total value of 
$62 billion was nearly $10 billion 


——_, 


—_— 





above the amount held a year mijj, of M 
vu. — 


fore, 

Manufacturers’ deliveries in 
tober increased more than seas, 
ally from September to set a ne 
high in the value of sales, the Offi, 
of Business Economics report, 
New orders placed with producey 
were also larger than in Septembe, 
but unfilled orders were reduced 
Manufacturers continued to expan 
the book values of their inventorig, 


* > * 


Postwar Plant Expansion 
Put at $85 Billion 


WASHINGTON.—Business spent 
$85 billion on new structures ang 
equipment for manufacturing & 
tablishments in the postwar period 
1946-1956, according to an analysis 
by the Office of Business Econom. 
ics, U. S. Department of Commerce 
Two-thirds of this total representej 
purchases of equipment, and the 
remainder was spent for structures 

Converting the purchases to a 
constant price valuation, the aver. 
age annual real postwar purchages 
were one-fourth above the i199 
peak. 

The report brings out the fact 
that the postwar expansion in the 
real net value of manufacturing 
facilities has been due largely to 
the sharp increase in equipment 
purchases. At the end of 1956, the 
real net value of equipment owned 
in manufacturing establishments is 
more than double that owned at the 
end of 1941. In contrast, the real 
net value of structures in such e- 
tablishments is -higher by less than 
one-fifth. 





Chevrolet Boosts 10 Sales 


DETROIT — Ten high-level ap- 
pointments in Chevrolet’s sales de- 
partment were announced last week 
by W. E. Fish, general sales man- 
ager. The changes involve promo- 
tions and creations of new positions. 

Fish said the appointments were 
“a continuing part of our expan- 


let dealers across the country in 
line with the growing economy 
and increased Chevrolet sales.” 

Earlier this year Chevrolet added 
two new regions and five new zones 
making a total of 47 zones and 10 
regional offices and organizations 
throughout the U. S. 

K. E. Staley, who has been an 
assistant general sales manager 
since 1952, was appointed to the 









K. E. Staley E. P. Feely 
new position of executive assistant 
general sales manager. A native of 
Nebraska, Staley joined Chevrolet 
in Omaha in 1929 and has held 
many field executive positions, in- 
cluding zone manager in Omaha 
and New York and regional man- 
ager in Dallas and Chicago. 

Other appointments: 

E. P. Feély, assistant general 
sales manager for the eastern half 
of the U. S., succeeding Staley. 

A. W. Famular, assistant general 





A. W. Famular I. W. Thompson 
sales manager for the western half 
of the U. S., succeeding Feely. 

I. W. Thompson, assistant gen- 
eral sales manager for parts and 


L. N. Mays, assistant general sales 
manager—central: office. 

H. P. Sattler, assistant general 
sales manager for commercial and 
truck operations. 

Roy M. Cash, Pacific Coast re- 


gional manager, succeeding Famu- 
lar. 


N. J. Johnson, assistant manager, 





Pacific Coast region, succeeding 
Cash. 

Robert D. Lund, national sales 
promotion manager, succeeding 
Johnson. 

J. E. Conlan, national truck man- 
ager, succeeding Sattler. 

Feely, a native of St. Louis, joined 
Chevrolet at St. Louis in 1924. After 
several executive field positions, in- 
cluding zone manager in Philadel- 
phia and regional manager in 
Washington and Detroit, he was 
named assistant general sales man- 
ager last June. 

Famular, a native of Denver, 
joined Chevrolet in 1919 as a 
clerk in the Denver zone office. 
His executive field positions in- 
clude regional manager in Wash- 
ington and the Pacific Coast post 
which he has held since 1954. 

Thompson, a native of Baltimore, 
joined Chevrolet there in 1923 as a 
mechanic in the retail store. Since 
then he has held a number of field 
positions in the parts and acces- 
sories and service divisions. He has 
been national parts and accessories 
manager since 1945. 

Mays, a native of Findlay, O., 
joined Chevrolet in 1935 as a dis- 
trict manager in Charleston, W. Va., 
in 1935. He held several zone and 
regional staff positions before mov- 


And Just When Days 
Are Growing Shorter 


DETROIT. — H. H. Curtice, 
president of General Motors, has 
sent a two-page letter to all GM 
suppliers, prohibiting “gifts in 
the form of cash, gift certificates 
or merchandise of substantial 
value” to GM employes. 

“To meet the more difficult sit- 
uations which. cannot be graci- 
ously avoided,” Curtice declared, 
“we can follow the Senate rule, 
referred to by a senator in last 
winter’s congressional hearings 
when he said: ‘We have a rule 
here in the Senate, if. you can 
eat it up, smoke .it up, or drink it 
up in one day, it is all right.” 








Executives 


ing to Detroit as head of the busi- 
ness management section in 194 
He has been an assistant to the 
general sales manager in charge of 
staff activities since 1955. 

Sattler, a native of Ft. Thomas 
Ky., joined Chevrolet in 1931 ass 
sales representative in Charleston, 
W. Va., after prior service with 
General Motors in the commercial 
line. He also held several zone and 
regional staff positions before com- 
ing to Detroit in 1954 as manager 
of the truck department. 

Cash, a native of East Point, Ga, 
joined Chevrolet as a sales repre 
sentative in Dallas in 1933. He 
served as zone manager in New 
Orleans, Dallas and Los Angeles 
before moving to Oakland, Calif, 
last September as assistant regional 
manager. 

Johnson, a native of Marquette, 
Mich., joined Chevrolet in At- 
lanta in 1935 as a representative 
in training. After several posi- 
tions in the parts and accessories 
merchandising department and 
field positions in the Cleveland 
and Flint zones he moved to De- 
troit where he has been national 
sales promotion manager since 
1952. 

Lund, a native of Duluth, joined 
Chevrolet at Minneapolis in 1946 as 
a district manager. He served a 
zone sales promotion manager in 
Mineapolis and regional promotion 
manager in Chicago before moving 
to Detroit in 1952 as assistant na- 
tional sales promotion manager. 

Conlan, a native of Toledo, joined 
Chevrolet in 1940 at Janesville, Wis, 
as a district manager. He also 
served as zone and regional truck 


manager in Chicago before moving [7 


to Detroit in January, 1955, as a& 
sistant manager of the national 
truck sales department. 


Brasington Picked 
In Gainesville 


GAINESVILLE, Fila. — John T. 
Brasington (Cadillac-Oldsmobile) 
has been elected president of the 
Gainesville Automobile Dealers 
Assn. 

T. J. Hawes (Chrysler-Plymouth) 
has been elected vice-president; E. 
E. Gable (Dodge-Plymouth), secre- 
tary, and A. E, Melton jr. (Buick- 
GMC) and J. R. Crane (Studebaker- 
Packard), directors. 


Elliott Buys Weld Ford 
Nevin Elliott, formerly with 
George Pelton, has purchased John 
Weld’s Ford dealership in Laguna 
Beach, Calif.. Elliott’s father, Ray 
Elliott, is a former Studebaker 

dealer in Southern California, 
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J. of M. Travel Survey Reveals... 
. Ce 






: pA ll 
“155% Take a Car Trip Annually 
fa ANN ARBOR, Mich. — Fifty-five| residence were cited as the reason| ered as individuals, as a group they 













































cen, percent of U. S. adults take at least| for another one out of five trips. account for about half the air trips 

ne 100-mile or more round-trips | Detailing the survey findings re-| taken. Those with incomes between 

ced, by car a year, according to a Uni-| garding air travel, the survey/ $5,000 and $10,000 account for 35 
ani Fversity of Michigan national travel | showed that three out of four adults| percent of all air travel. 

tie, | market survey. in families with annual incomes of | When asked, “What might keep 

The survey also revealed that $15,000 or more have taken an air| some people from travelling by 

a rcent of U. 8, adults make trip at some time, compared to only plane?” more than eight out of 

11 peré e one in 10 among those with in-| 10 mentioned fear of flying or air 


such a trip by rail annually, —_ comes of less than $3,000. | sickness as a factor, the survey 
pent | 7 percent make such a trip by air While persons with incomes of| disclosed. Among those with un- | 
and and that 7 percent make such a | less than $10,000 may be considered pleasant recollections of their last | f 
es. | trip by bus. unlikely to travel by air if consid-| air trip, 15 percent referred to 


“i The study was financed by the being afraid and 14 percent ex- | 
= ew York Central Railroad and the Ford to Use Sutton | pressed concern with being air | 





om- [Port of New York Authority. Data 4 i di rs sick. Thirty percent of those who | 
ree Iwas collected from about 4,000 per- have ever taken a trip cite cost 
ited 4 representative of the entire)“ ur Con uttoners as @ disadvantage of air travel. 
the f J. S, population. WICHITA. — O. A. Sutton Corp.,| In the positive side, nearly nine 


i} of the persons interviewed 48 Inc., Wichita, announced comple-| out of 10 respondents mentioned Chrysler Dealer Council Elects Officers— 
reent made their auto trips for| tion of negotiations with Ford Mo-| speed as a reason why “people 
tn pe “business reasons, 2 percent| tor Co. for the manufacture of} travel by plane.” Nearly 8 percent ; : Z ; ; : pee. 
18s ne their trips for business rea-|2Utomobile air conditioners. Deliv-| of those who had ever taken a trip| executive committee at its meeting in Detroit. From left, they are C. G. McKimmie, 
1929 ie and 5 percent made them for| ©TY is to start in February. cited , love of planes” and “thrill of| Richmond, Va.; C. J. Haynes, Bridgeport, Conn.; J. D. Moulder, Tonawanda, N. Y.; W. 
both business and pleasure. Sutton also plans to produce a flight” as a general advantage of| 
oa : & thet theres sizable number of units under its air travel, while 6 percent men-| . : : ; ; 
fact It was also reveale a own trade name, Vornado, for field| tioned economy and 5 percent cited F. Harris, Worcester, Mass., vice-chairman, and E. J. Craigo, Jackson, Miss. Duckett, 
ine out of a ae Seat ten never | installation in any make, comfort. | Harris and Craigo were also named to the excutive committee. 
taken an air trip, ha ave never sessile i tic tc akc ea 
to been more than 100 miles on a 
bus, and 30 percent have never 
neq | taken a rail trip. 
sis| The survey disclosed that busi- 
the Iness travel, which accounted for 
real fone out of five trips, was about 
es- 
han 


The Chrysler National Dealer Council elected new officers and members of the 


J. Gordon, Huntington Park, Calif.; A. L. Duckett, Provo, Utah, council chairman; L. 


evenly divided between those trav- 
dling for their employer and per- 
sons who were self-employed. Per- 
sonal affairs, including family 
emergencies and moving to a new 


Private Truckers 
Set Program for 
St.Louis Parley | 


| 

WASHINGTON. — “Private Car-| 
tlage—Vision for the Future” will 
be the theme of the 18th annual 
convention of the Private Truck) 
Council of America, Inc., Jan. 31- 
Feb. 1 at the Sheraton-Jefferson 
Hotel in St. Louis, according to 
James D. Mann, managing director. | 

The convention will open on the 
morning of Jan. 31 with a review 
of “The Birth and Development of 
Private Carriage.” This will be fol- 
lowed by a panel composed of 
spokesmen for the railroads, motor 
common carriers and private truck 
operators. 

The afternoon session will begin | 
with a workshop forum, when the 
chairmen of the various Council 
committees will report on their 
respective activities. Proposed 
changes in the “private carrier’ | 
definition will receive special at- 
tention. Other features will empha- 
size highway safety and fleet main- 
tenance. 

The Feb. 1 morning session will 
begin with a “manufacturer meets 
consumer” panel. Manufacturers 
will discuss new developments in 
the truck field and be questioned 
by private truck operators. Truck 
leasing and reciprocity are other| 
subjects on the program for the! 
losing day. , 

The opening luncheon will be es , : 
held in the ballroom of the} _» @ Scuff and kick plates in 
Sheraton-Jefferson Jan. 31, and the L- sparkling patterned sheet 
closing luncheon will be held at the| ar et ; 
plant of Anheuser-Busch, Inc. The ; @ instrument knobs and door 
oe Tratter Manufacturers Com- ~ handles in finely textured 
mittee will entertain with a recep- a tin, natural o} colored 
Hon and dinner on Thursday even- i eae , *, 5 


g, Jan. 1. ; aiitea 3. 3 
——- © Moldings in gleaming mirror 
a Dealers | Be a BRIGHT salesman Finish i 


R © Instrument panel trim in 
r. eelect Officers You can make an important sales point of the bright work on your vensing solrrenspotane 


) |, DETROIT. — The Nash Dealer car. Much of it today is aluminum. 
e dvisory Board has reelected all 2 ; . ‘ 

 Pilicers at its semiannual meeting Alcoa® Aluminum in color brightens many a new car interior. 

here. These are rich, permanent colors that can’t chip or peel—colors 
Officers are W. A. Grawemeyer, that are part of the metal itself. 


~ pndianapolis, chai 7a - : aise : ; 
> =~ as: ta nl Aluminum trim, with proper care, stays new and lustrous, for it 


han, and L. P. Hartung, Mi!wau- can’t rust, corrode, peel or blister. It’s solid, enduring aluminum 
ee, recording secretary. The dealer- clear through. 


lected board is composed of one . . 
hember from each of the 21 Nash Proper care means mild soap and water, nothing else. No abra- 


ones. sives or chemicals. No scouring. No hard work. 


a F&F. 
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Danley Ma by Piro Alcoadoes not make automotive trim, but Alcoa Aluminum is widely 

ey y . used in today’s cars. Be sure to tell your customers more about its 

OREGON CITY, Ore. — An ex- dvanta; d how to care for it. Aluminum Company of America 

plosion followed by a fire caused advantages anc how to . pany ? 
20,000 damage at the used-car lot 2192-Z Alcoa Building, Pittsburgh 19, Pa. 

Pankey Motor Car Co. 
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36 
Italians Schedule State Agency Urged in Tennessee... 
500-Mile Auto Race 


MONZA, Italy.—A 500-mile race, 
patterned after the famed classic at 
Indianapolis, is scheduled on the 
new speedway here for next June 
30. 


The race, set up for the top ten 


the following legislative and regu- 
latory developments in the finan- 
cial, insurance and small loan fields. 
U. S. and top ten European race| srxansas—A proposed constitu- 
drivers, will accept only cars that| tional amendment to permit the 
fall within the Indianapolis formula,| Legislature to set interest rates in 


HOUSTON now FIRST 


in City Zone Population Standings of Dally 
Newspaper Cities ... 500,000 to 1,000,000 
as listed in Standard Rate & Data Service 









500,000 te 1,000,000 






(22 cities) 
Houston, Tex. ............ 924,318 
Cincinnati, Ohio .......... 883,576 
Milwaukee, Wis........... 866,960 






Minneapolis, Minn......... 804,883 
= Francisco, Calif, 790,548 
Ens eset 755,948 
aiseedee 750,328 

‘ES 721,000 









720,074 


The Houston Post has done the 
best job of keeping apace with 
Houston’s rapid population 
growth. It has the largest circu- 
lation gain, 1950-56. 


Get the new facts on Houston, 
where the trend to The Post 
grows and grows. 


Current population estimate for 
Houston A.B.C. city zone is now 
924,318!* Almost 200,000 more 
people than in 1950. With this 
26.5% population increase in the 
Houston city zone, one shining 
truth becomes apparent — you 
need The Houston Post to cover 
the Houston market. 


*Based on information mee rf = city officials, city zone increase 
to ne as of February |, 
Publisher's statement Be an caite ending September 30, 1956. 


ABL. 


THE HOUSTON POST 


Represented Nationally By MOLONEY, REGAN & SCHMITT 





You're in the Driver’s Seat 
with a Winer BOAT FRANCHISE 





Get the facts on the fairest, most profitable franchise — with more 
growth opportunities than any other line in the boating industry. 
For example .. . 


@ The highest discount plan in the industry. 
@ A retroactive volume bonus plan that enables you to make 
up to several thousand dollars each year. 
e A freight allowance plan that permits you to receive boats 
freight prepaid. 
Preferred areas still open to quality dealerships. 
Complete Outboard Line 
12° — 15’ — 17° — 19 
Utility Models 


De Luxe Runabouts 
Cabin Cruisers 


4 H. L. JOHNSON, General Sales Manager 


Winner MANUFACTURING COMPANY, Inc. 
107 Railroad Ave., West Trenton, N. J. 


Your new car customers now go else- 
where to buy boats. Why not from 
you? Your present facilities are ideally 
suited for the WINNER boat line. For 
information, write, wire or phone — 





Inunois — A revision of Illinois 
banking laws was approved by vot- 
ers and will go into effect Jan, 1. 

Advocates of the measure said 
it retains what was sound in the 
old law, streamlines it, brings it 
up to date and puts in strength- 
ening devices. 

The new measure is said to pro- 
vide legal means of avoiding costly 
receiverships for banks when it is 
in the public interest to reorganize 
rather than to liquidate. 

Kansas—Legislative council voted 
to recommend to the Legislature a 
bill calling for collection of interest 
on about $78 million in inactive 
state funds deposited in Kansas 
banks. It is estimated the measure 
would yield more than $1 million 
annually. 

MassacHvusetts—State bank com- 
missioner has filed a number of 
bills including proposals to allow 
mortgage insurance by financial in- 
stitutions: to raise from 6 to 10 per- 
cent the reserves of cooperative 
banks having savings share ac- 
counts; to let trust companies invest 
10 percent of commercial deposits 
only in real estate mortgages, and 
to raise from 30 cents to 35 cents 


Kaiser Aluminum 
Expands Services 


To Auto Industry 


CHICAGO.—Kaiser Aluminum & 
Chemical Sales, Inc., is expanding 
its sales and engineering force in 
Detroit to provide broader service 
to the automotive industry, it was 
announced last week by M. C. 
Crockett, manager of automotive 
industry sales. 


Enlargement of the company’s 
auto industry activities is in recog- 
nition of the increasing use of alu- 
minum in auto production and the 
growing role of development and 
research in this field, Crockett 
stated. 


R. C. Bichan, a law graduate, 
has been appointed assistant to 
Crockett. Bichan has been active 
in industrial sales, predominantly 
automotive, for Kaiser Aluminum 
the past four years. 

C. G. Sterling, who has been affili- 
ated with the structures and testing 
laboratory of Ford Motor Co. for 
more than a decade, has been ap- 
pointed an automotive development 
engineer. He will serve as Detroit 
representative of the automotive 
engineering section of the com- 
pany’s product development depart- 
ment in Chicago. 

The auto industry sales activities 
are being further strengthened by 
the assignment of additional sales 
engineers, Crockett said. 

Kaiser Aluminum has acquired 
larger office quarters at 2214 Fisher 
Bldg., Detroit. The auto industry 
sales staff office formerly was lo- 
cated in the Detroit sales district 
offices, 1414 Fisher Bldg. 


7 
Briggs to Head 
- . 

Willys in Oregon 

PORTLAND, Ore.—Formal open- 
ing of Willys’ new zone offices and 
parts depot coincided with intro- 
duction to dealers 
of the new Port- 
land zone man- 
ager, William E. 
Briggs. Both 
events also tied in 
with the national 
closed circuit TV 
presentation of 
the new Forward 
Control Jeep FC- 
150 line. 

pa ak The zone build- 
W. E. Briggs ing has _ 20,000 
square feet of floor space. There 
are truck-high shipping and receiv- 
ing docks for trucks, and rail track- 
age is available. In connection with 
the shift from distributor to zone 
office merchandising plan, Willys 
bought back from its distributors 
their parts stocks and vehicles. 

Briggs was transferred to Port- 
land from Los Angeles, where he 
was assistant California zone man- 
ager. 
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Roundup of State Loan Moves 


DETROIT. — Reports from state | excess of the present 10 percent 
capitals across the nation include | ceiling was defeated by voters. 


per $1,000 of assets the state charge 
for examination of credit unions. 

NortH Carotina— Banking com- 
missioner W. W. Jones has revoked 
the permit of Kelly & Dennis, Inc., 
Raleigh, to operate a loan business. 

Evidence, the commissioner 
said, “leaves no doubt that it has 
been a studied and deliberate 
‘policy of this firm not to give 
statements to borrowers at the 
time the loans were made and 
not to give receipts to borrowers 
when payments were made on 
loans.” 

TENNESSEE — A recommendation 
that the Legislature create a divi- 

sion of small lending agencies. in 
the State Banking Department has 
been made by the legislative coun- 
cil. 

The new division would regulate 
small loan companies, including 
those operating under the acts of 
1925 and 1951. The proposed legis- 
lation would affect for the first 
time about 100 endorsement com- 
panies presently operating. 

Vircinu—“TIt is no part of Vir- 
ginia’s small loan law to make it 
easier for merchants to sell tele- 
vision sets,” Ralph Catterall, cor- 
poration commissioner, has ruled in 
an opinion prompted by an appeal 
of a loan company which was de- 
nied the right to establish an office 
in Norfolk. 

The commissioner said that 
“persons to be benefited by the 
law are those who have to have 
money for necessities.” Catterall 
noted that the Legislature raised 
the small loan ceiling from $300 
to $600. 

He said it was agreed that if the 
loan limit was to be raised, the 
number of companies ought to be| 
limited. 

West Vircinia — New regulations 
under which small loan firms may 
engage in other businesses have 
been issued by Nell W. Walker, 
banking commissioner. 

They mainly deal with purchases 
of conditional sales contracts. One 
regulation provides that no small 
loan company may coerce persons 
to convert installment contracts 
into small loans. 

As an example, a customer owing 
$150 in auto payments might ask, 
or be offered, a small loan of $250, 
enough to pay off the car and have 
$100 in his pocket. He still would 
have to pay interest on the $250, 
however, and thus more for his car. 


Delco Announces 
Winners in Motor 


Sales Contest 


| 

DAYTON, O. — A 1957 Cadillac, | 
Buick and Chevrolet were first 
grand prizes awarded to three top 
Delco electric motor distributors in 
the Delco Products division “TVT 
sales building contest,” which was 
recently concluded. 

Frank Irelan, general manager of 
Delco Products, announced that 
first, second and third prizes were 
awarded in three categories to 
Delco electric motor distributors 
who showed the greatest percent- 
age of increase in sales of motors 
during the period from Apr. 1 
through Sept. 30 of this year. 

Irelan said nearly 800 Delco Prod- 
ucts distributors had entered the 
contest. Awards were made in three 
size categories. 

Winners of the contest were: 
Group A: first prize, 1957 Cadillac, 
Cecil B. Ward, Bartlesville, Okla.; 
second prize, two weeks in Europe 
for two, R. E. Colin sr., Lincoln, 
Neb.; third prize, color TV console 
and hi-fi combination phonograph 
and AM-FM radio, C. R. Sturgill, 
Ashland, Ky. 

In Group B the winners were: 
first prize, 1957 Buick Roadmaster, 
L. J. Pizer, Denver; second prize, 
week’s tour of Mexico, J. G. Hupp, 
Cedar Rapids, Ia.; third prize, color 
TV consolette, Henry W. Snyder, 
Las Vegas, Nev. 

Group C winners were: first prize, 
1957 Chevrolet, O. R. Leete, Santa 
Rosa, Calif.; second prize; week’s 
holiday in Bermuda, J. F. McNeil, 
Seattle; third prize, phonograph 
console with combination AM-FM, 
Lorin V. Brown, Bradford, Pa. 

Nearly 200 prizes in ona 
were awarded to other Delco 
ucts distributors who cabeed. = 
contest, 

















Utah Assn. Chapters 
Name Morris, Judkins 
SALT LAKE CITY.—Jack Ma, 
ris, Brigham City Buick dealer, hy 
been reelected president of ty 
Boxelder County chapter of ty 
Utah Automobile Dealers Assn., ay 
Glenn Knudsen (Chevrolet- -Oldamg, 


bile), also of Brigham City, hy ERIC. 
been renamed secretary-treasurer, 


New officers of the Utah Counyy 2™ds°" 
chapter are Lowell Judkins (Li,§ Nash . 
coln- Mercury), Provo, president Ramble 
and Eugene Harvey (Ford), Ameri. baggySL 
can Fork, vice-president. Chrysle: 
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MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on @ 


TRADE 


basis throughout the come 1 
new cars for our leased flee’ 


to supply 
(Since 


these cars will be used locally an sery- 
ice shop can benefit also.) 


Contact Ben Geller 








EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 46969 
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‘STEMAC FLAX ' 38, died 
NAME PLATES ~~ 
Brings new business. Keeps old customert® coneiy 

GET DETAILS NOW ae 
1281 SO. CHEROKEE 
STEMAC, V9. vewer 23, coro. | S=47F 
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2 Car, Truck Output Estimates 










By Automotive News 














Rate Close to Year Ago... 





Car Output Scores 
2nd Straight High 



























Mo. 
ay PASSENGER CARS 
thy (U. S. PRODUCTION ONLY) 
the Week Week Total Jan. 1 Jan. 1 | 
Becws, Went, ect, Sitter: ese, Dees, 
1956 1955** 1956* ber* 1955** 1956 
a. IMERICAN MOTORS... 2,565 4,087 2,585 6,200 152,522 96,767 | 
Hudson 115 445 118 302 24,924 6,860 
BME .scccesesessvees 400 1,394 545 1,366 48,981 16,799 | 
ident, Rambler 2,050 2,248 1,922 4,532 78,617 73,108 | 
mer. bEERYSLER CORP. .... 31,150 31,685 28,754 97,683 1,286,314 794,776 | 
hicchevavevencheiaaieeny 3,600 3,781 3,266 10,412 165,991 97,639 
laeiidoiamiasoniasbeitoa 3,600 2,853 3,416 13,377 123,500 94,392 
Sadtioidecbiventecknnnens 7,950 7,101 7,576 22,771 295,742 186,615 
dealicbedoetcceadens 16,000 17,950 14,496 51,123 701,081 416,130 
ORD MOTOR .............. 48,883 48,364 47,643 183,825 2,125,704 1,535,811 
Continental .................. 18 74 8 46 1,005 1,282 
Ss BEEE scecesecscovescceseoes cee. 40,640 38,757 40,313 157,869 1,669,366 1,264,014 
eee 1,125 1,115 1,056 3,867 37,556 44,249 
SEE” thinnsudiconnes . 7,100 8,418 6,266 22,043 417,777 226,266 
ERAL MOTORS.... 85,396 89,716 78,946 283,328 3,779,577 2,874,174 
SEED  wcvescosnscsssesossbnesesosce 17,373 18,370 13,949 42,648 738,152 498,491 
Cadillac . wee BOO 3,826 3,289 8,690 143,442 128,879 
Chevrolet ........ .. 41,900 41,325 41,178 160,987 1,729,498 1,526,452 
Oldsmobile ............. . 13,123 14,437 11,218 37,586 609,908 405,213 
IEE wassousdevetectovsees . 9,500 11,758 9,312 33,417 558,577 315,139 
SEMEEDEIEIE S ccccsecsessccccecccses | QOD 4,557 1,996 9,973 169,607 89,741 
Packard ..... / 1,367 ee” «= aapaaianl 66,071 13,289 
Studebaker ................ 1,972 3,190 1,996 9,973 103,536 76,452 
Total Cars, U. S.........169,966 178,409 159,924 581,009 7,520,404 5,391,269 
— state for 1955 Include Kaliser-Willys production. 
COMMERCIAL CARS 
nd 67 (U. S. PRODUCTION ONLY) 
-_ Week Week Total Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
; Dec. 8, Week, Dec. 1, Novem- Dec. 10, Dec. 8, 
—_ 1956 1955* 1955* ber* 1955* 1956 
(CHEVROLET 7,700 8,782 7,316 30,013 382,190 332,751 
oon ) OND T 80 89 V7 371 4,987 4,859 
‘ SN ois iia inidiaeceienctigni 80 100 80 196 3,567 3,369 | 
nla 2,250 1,323 2,686 8,334 92,536 85,974 
ieiiaiteiin 6,300 8,217 6,185 23,839 353,835 286,025 
| i 2,000 2,539 1,978 7,661 98,094 86,697 
wa, 2,970 3,579 3,329 10,957 120,876 128,081) 
sata 400 354 356 1,438 14,424 17,700) 
aie 55 15 50 230 5,064 3,646 
TUDEBAKER  ............ ; 416 501 355 1,532 17,374 13,512 
a i DvnistilannGboties sm 295 400 316 1,260 15,618 16,321 
LLYS = 1,762 1,749 1,795 6,547 73,893 60,748 
—= MISCELLANEOUS*** 40 49 40 179 3,376 2,157 
Total Trucks, U. S..... 24,348 27,757 25,063 92,607 1,185,834 1,041,840) 
| Total Cars, Trucks, 
ble Ss = 194,314 206,166 184,987 673,616 8,706,238 6,433,109 
a “ 
Total Cars, Trucks, 
a inintanns 11,950 7,281 11,531 44,123 433,777 443,831 
3 Grand Total, 
rv~ 


Cars and Trucks, 


U. S. and Canada....206,264 213,447 


196,518 717,739 9,140,015 6,876,940 





d. Miscellaneous includes Corbitt, Marmon-Herrington, Four-Wheel Drive, ete. 


.B.: All U, 8S, totals include cars and trucks for military orders, 






















Charles W. Talley 

\ DETROIT.—Charies W. Talley, owner of 
ley Motor Sales (Chrysler-Plymouth) in 
burban Rochester, died Dec. 3 in a traffic 
ident. The car Mr. Talley was driving 
lided with a truck on Stephenson High- 
y in Madison Heights. 

. * 


* 
A. Eddie Haw 
SEATTLE. — A. Eddie Haw, 66, sales 
hager for Lee Moran Motor Co, (Mer- 
), died at his home Nov. 28 of a heart 
ik. 


* 


* * 
Earl A. Rutledge 
LARGO, Fla.—Earl A. Rutledge, 73, an 
fineer for 36 years with U. S. Rubber 
, Detroit, died Nov, 27. Mr. Rutledge 
d lived here six years. 
* * 
Otho R. Overmyer 
DETROIT.—Otho R, Overmyer, 80, who 
here in 1908 from Fremont, O., as 
imming department superintendent of B. 
. Everitt Co., died Nov. 27. 
Mr. Overmyer in 1914 went to Dodge 
Others where for 13 years he was in 
rge of trim, paint and body assembly. 
1927, he and his son, Otho jr., opened 
ermyer Trimming Material Co. 
* * * 
Fred E. Schneider 
BRISTOL, N. H. — (UTPS) — Fred E. 
neider, 65, a Ford dealer here since 
36, died Nov, 21. 
* 
George A. Smedley 
'CINCINNATI.—George A. Smedley, 61, 
ht service manager for Tranter Ford 
es, Inc., for 10 years, died Nov. 30, He 
merly held a similar position with Lou 
uer Ford. 
* * * 
Edwin A. Johnson 
SEATTLE. — Edwin A, Johnson, 55, 


—— 
— 
— 


! 


* * 


| 


Autocar and Sterling are included in White totals; Brockway included in Mack totals. 


Obituaries 


Northwest factory representative of Arm- 
strong Rubber Co., died Nov. 25 of a heart 
attack. This year Mr. Johnson was the 
nation’s top salesman with his company. 
He was formerly with Goodrich Rubber Co. 
as a sales supervisor. 


* 


Wynne D. Ames 
OKLAHOMA CITY. — Wynne D. Ames, 
57, who retired in 1954 as service manager 
for Oklahoma Hudson Co., died Nov. 30. 
He had been in the auto business since 
coming here from Wichita in 1930. 
* * * 
Robert E. Southall 
RICHMOND, Va. — Robert E. Southall, 
62, owner of Southall Auto Sales (used 
cars), died Nov, 22. 
* * * 


James F. Rowan 
BALTIMORE. — James F. Rowan, 66, 
general manager of the Movers’ Conference 
of America and executive secretary of the 
Household Goods Carriers’ Bureau, died 
after a heart attack suffered at a football 
game. 


x * 


* * * 


Arthur J. Scaife 

ST. PETERSBURG, Fla. — Arthur J. 
Scaife, nationally known automotive engi- 
neer who retired in 1941 after 30 years with 
White Motor Co., died here Nov. 28, Mr. 
Scaife, who won numerous awards for his 
work in automotive development, had been 
a member of the Society of Automotive 
Engineers for 50 years and was president 

of the society in 1932. 

* * 


* 
F. W. Swanson Sr. 

DES MOINES.—F. W. Swanson sr., 71, 
founder and recently retired chairman of 
Globe Hoist Co., died Nov. 28. Mr. Swan- 
son founded the Globe organization over 20 
years ago. 


(Continued 


from the lines in December. How- 
ever, absenteeism brought about 
by the holiday season, plus parts 
shortages being encountered by 
some makers, is expected to hold 
December output to 615,000 units. 

Final tabulations for November 
showed the manufacturers turned 
out 581,009 cars and 92,607 trucks. 
During the same month a year ago, 
the makers assembled 749,003 cars| 
and 117,049 trucks, December truck} 
production is expected to run about | 
on par with November. 

* * + 
IGHLIGHT of last week’s car} 
operations was the record num- 
ber of units put through the Ford 
division lines. The division set a/| 
six-day output mark of 40,640 cars, 
surpassing the previous high of 
40,313 set the previous week, and a 
five-day record of 35,240 units, 
which topped the 34,831 cars as- 
sembled during the first five days 

of the previous week. 

Also during the previous week, 
the division set a daily high of 7,370) 
cars on Wednesday (Nov. 27). That} 
surpassed by 454 units the previous 
record of 6,916 units set on Tuesday | 
(Nov. 26). The 8,542 cars and trucks | 
built on Wednesday, Nov. 27, also! 
surpassed the former high of 8,427) 
units on Nov. 9, 1955. 

Mercury, Lincoln and Continen- 
tal also showed improvements last 
week; Mercury jumping from 





6,266 a week earlier to 7,100 units; 
Lincoln up from 1,056 to 1,100, | 


and Continental hiking its sched- 
ules from eight to 18, All divi- 
sions were scheduled to work 
Saturday last week. 


Ford Motor Co.’s output for the} 
week totalled 48.883 units, as com-| 


pared with 47,643 cars a week ear- 
lier. 

Chrysler Corp. showed the big- 
gest gain of any maker as it upped 
its schedules some 8.3 percent over 
the previous week. The 31,150 cars 


turned out last week by the cor-| 


poration marked the highest output 
since the week ended Dec. 17, 1955, 
when it assembled 30,469 cars. Its 
combined car-truck output of 33,400 
units marked the highest weekly 
total output since Dec. 10, 1955, 
when it was 33,008 units. 

A breakdown of Chrysler oper- 
ations showed Plymouth with 
16,000 units last week, compared 
with 14,496 a week earlier; Dodge 
with 7,950, compared with 7,576; 


DeSoto up from 3,416 to 3,600, and | 


Chrysler up from 3,266 to 3,600. 


All divisions except DeSoto were | 


scheduled to work their Detroit- 
area plants Saturday. 

GM pushed production 8.2 per- 
cent over the previous week, mostly 
on the strength of sizeable boosts 
at Buick and Oldsmobile. 

* 7 7 

_ucx upped its projections from 

13,949 units a week earlier to 
17,373 last week; Oldsmobile was 
up from 11,218 to 13,123; Chevrolet 
jumped from 41,178 to 41,900; Pon- 
tiac was up from 9,312 to 9,500, and 
Cadillac, working its second con- 
secutive six-day week, raised its 
projections from 3,289 to 3,500 units. 

American Motors with 2,565 as- 
semblies last week was off 20 
units from the previous week’s 
output of 2,585 cars. 

A breakdown of AMC operations 
showed the company producing 
2,050 Ramblers last week, com- 
pared with 1,922 the previous week; 
400 Nashes, compared with 545 a 
week earlier, and 115 Hudsons, 
compared with 118 the previous 
week. 

a * + 

TUDEBAKER turned out 1,972 

cars last week for a 24-unit drop 

from the previous week’s output of 
1,996 cars. Packard output is sched- 
uled to begin next Monday (Dec. 
17) at the South Bend plant. 

Truck output totalled 24,348 
units last week for 715-unit drop 
from the previous week’s produc- 
tion of 25,063 trucks. 

Canadian car-truck operations 
produced 11,950 units last week, 
compared with 11,531 a week ear- 


from Page 1) 


| lier. Car-truck output for Novem- 
| ber totalled 44,123 units in Canada. 


| Dodge Cars Also to Roll 


At Chrysler Del. Plant 

DETROIT.—Chrysler Corp.’s Del- 
|}aware plant, now being converted 
from tank to automotive operations, 
will produce Dodge as well as Plym- 


Pioneer in Branch Assembly to Be Retired... 








37 
outh cars, it was announced last 
week, 

Initial production at the Newark 
(Del.) plant is to consist of Plym- 
ouths when conversion is completed 
in the first half of 1957. Dodge cars 
will be added to the line, it was 
stated, after a breakin period to 
permit training of workers and es- 
tablishment of a materials flow 
through the production process. 

William C, Newberg, vice-presi- 
dent in charge of Chrysler Corp.’s 
automotive group, said that when 
completed, the plant will have a 
maximum capacity of approximately 
5,000 cars weekly. 

Manager of the plant will be 
Nelson E. McLeod, 43, who for the 
past two years has been chief in- 
dustrial engineer for the Chrysler 
Corp. stamping division. 





A Plant with a Past 


By Martin L. Whitmyer 
Staff Writer 
oo closing of Ford division's 

Kansas City assembly plant 

come Jan. 1 will mark the end of 
an era which has seen more than 
45 years of American industrial in- 
genuity put to test. 

The plant, which marked 
Ford’s first full-scale production 
effort outside the confines of De- 
troit, will close down its lines 
shortly after the first of the year 
and become a parts and supply 
depot. 

Its place in the Ford empire is 
being taken by the division’s new 
assembly plant in Claycomo, Mo., 
just 12 miles northeast of down- 
town Kansas City. 

| * * 


|g \UTMODED both by time and 
size of present-day cars, the 
| Kansas City plant during its last 
|days as an assembly operation is 
| building only the Custom and Cus- 
tom 300 models because its paint 


* 


cannot accommodate the longer 
| wheelbased Fairlane and Fairlane 
|500 Fords. 
The fact that the plant no 
| longer can handle the “big” cars 
has cut the unit’s daily produc- 
tion capacity from 500 in 1924 to 
| around 260 cars a day at the 
present time, officials said. 


spray booths and paint bake ovens) 





| The new Claycomo plant, which 
| is expected to produce between 800 
jand 850 units a day when it gets 
| into full operation, already is put- 

ting its machinery through shake- 

down tests. 

* ” 

| FRoouss are being welded and 
| stocked until such time when 

they will be scheduled into the as- 
|sembly system as all operations 
| undergo exhaustive tests. 
The Kansas City plant actu- 
| ally was built in 1906, but was 
used as a sales and service oper- 
ation prior to the beginning of 
assembly operations in 1912, 

When assembly operations first 
| began workers were able to put 
| together but 25 cars a day with the 

aid of a wooden horse and a hand- 
| ful of wrenches. As operations in- 

> 








creased additional sections were 
added to the original building and 
by 1915 output had been upped to 
100 units a day. A new one-story 
building, which brought the plant 
to its present size, added to the 
plant’s output capacity and by 1924 
it was producing 500 units a day. 
* * * 


> months following the open- 
ing of production facilities at 
Kansas City, Ford began assembly 
operations at Long Island, N. Y., 
but that plant was closed after 
World War I and all operations 
moved to Kearny, N. J. That plant 
later gave away to the Edgewater 
(N, J.) factory, which since has 
been replaced by the Mahwah, (N. 
J.) unit. 

The Kansas City plant was 
turned over to the war effort in 
1943 and the car assembly lines 
closed down so the company 
could produce cylinder assemblies 
for aircraft engines. 

In 1949, the company purchased 
additional land to put up a new 
section to the plant, but plans 
never materalized. Instead, the 
Claycomo property was bought in 
1950 and a year later the new plant 
began work on wing assemblies for 
B-47 jet bombers. 

Now, with all Government Ccon- 
tracts fulfilled and Ford in a race 
for car sales leadership, the Clay- 
como operation is being turned 
over to auto production and a fare- 
well bid to the Kansas City plant— 
the pioncer of Ford's far-flung 
assembly operations. 


Edsel Engine Job 
Given Ohio Plant 


LIMA, O. — Engines for the new 
Edsel, which will be unveiled next 
fall by Ford Motor Co. will be 
manufactured at a new plant being 
built near here. 

Ford officials said engines for 
other company cars also will be 
built at the plant. The plant is ex- 
pected to go into production early 
in 1957. The type and size of the 
new engines has not been an- 
nounced, 





Many More to Follow 


The first car body to come off the framing fixtures at Ford division's new Claycomo 
(Mo.) assembly plant is shown moments after the back and side panels and floor 
pan were welded into one integral unit. The operation marks the first in a series 
of “shakedown" tests preceding the January move from the present Kansas City 
plant to the new facility, located 12 miles northeast of downtown Kansas City. 
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Firestone Joins RMA... 


Rubber Capacity Seen Adequate | 


NEW YORK. — Present and 
planned capacity in the synthetic- 
rubber industry is adequate to meet 


growing world needs, the 41st an-| 


nual meeting of the Rubber Manu- 
facturers Assn. was told. 

W. J. Sears, RMA vice-president, 
presented an appraisal showing 
that world rubber consumption, 
now running at about 3,000,000 long 
tons per year, may exceed 4,000,000 
long tons by 1965. 

Total rubber consumption in 
the U. S., Sears said, has in- 
creased four-fold in the last 25 
years and should rise an addi- 
tional 35 percent by 1965. 

By 1960, he told the 200 rubber 
executives in attendance, U. S. syn- 
thetic- rubber producing capacity 
will surpass the nation’s total new 
rubber requirements, providing 
more rubber for foreign demand. 


| Synthetic rubber now accounts for 
| more than 61 percent of total U. S. 
| consumption. 


Ross R. Ormsby, president of 
RMA, announced election of Fire- 
stone to membership. The company 
| has maintained a non-member co- 
| operative association with the as- 
| sociation for many years. 

To accommodate the Firestone 
membership, the RMA board was 
increased from 15 to 18. L. R, Jack- 
son, Firestone president, and Ray- 
mond C. Firestone, company vice- 
president, were named directors for 
one year, along with T. W. Miller 
jr., president of Faultless Rubber. 

Elected directors for three-year 
terms were Thomas Robins jr., 

president of Hewitt-Robins; H. F. 
Safford, president of Ohio Rub- 

ber; J. H. Matthews, executive 
vice-president of Raybestos-Man- 








13.6% Are 2-Car Families ... 


82.4% Wheel in Houston 


HOUSTON. — A “top ten brands” 
survey conducted for Houston Post 
has shown that 82.4 percent of all 
Houston families own at least one 


48.8 percent purchased theirs new 
and 32.9 percent bought used cars. 


The top 10 makes were: 


) 











t bil Make Percent 

automonne. ie ME UIND. — Seschctuesedsecnrvvniectotects 31.2 

This was broken down as one- | > Ford : 26.9 

car families, 66.8 percent; two- | 3 piymouth snauaiichas Tae 
car, 13.6 percent, and three Or | 4 Pontiac ccc vo 

more, 2 percent. a les 15 

Of home occupants owning cars,| ¢ Ojdsmobile ........ 74 

. ~ | 7% Dodge 6.2 

8. Mercury ................... scsveocssrre | GR 

Di BRR AIROR - onncccsciccccveciccccccscsess0 BT 

10. Chrysler ....... ie 2.5 





Dealers Approve— 


S. E. Knudsen, Pontiac general manc- 
ger, is shown happily reading messages 
from dealers expressing their approval of 
the 1957 model cars. Knudsen said dealers 
were “unanimous” in expressing satisfac- 


tion with the new cars. 
* 


Knudsen Reports 
Dealer Approval 
Of °57 Pontiac 


PONTIAC. — S. E. Knudsen, 
Pontiac general manager, has re- 
ported “unanimous approval” of the 
1957 cars in hundreds of telegrams 
from Pontiac dealers. 

“We could not have hoped for 
a better response to our 1957 Pon- 
tiacs than has been given by our 
dealers,” Knudsen said. 

“Their expressions of confidence 
in the Pontiac factory organiza- 
tion, their reports of unprecedented 
public acceptance of Pontiac’s new 
appearance and quality and their 
optimistic outlook confirms our be- 
lief that this will be a banner year 
for Pontiac,” he said. 

Knudsen quoted a wire from a 
dealer which said that all new cars 
were sold the first. day and “am 
taking orders.” This man has been 
a Pontiac dealer since 1940, Knud- 
sen said, and wired that 1957 model 
year cars have received the best 
reception in his 16 years in the 
business. 

This type of dealer approval, said 
Knudsen, is encouraging. “We feel 
that these independent businessmen 
. . . know what the public wants in 
a car,” he added. “When we are 
able to warrant their approval, we 
know we have a successful 
product.” 


8.3 percent. 
The survey also covered the age 


of cars owned in Houston. This was | 


shown as: 

Year Percent 
1956 . ; 9 
1955 . 13.1 
1954 . 10 
1950-53 on .. 35.9 
1949 or older .... 13.5 


Thus, the extent of the potential 
replacement market is shown by 
the fact that 49.4 percent cf the 
cars are four or more years old. 


Number of homes in the metro- 
politan area was reported by the 
survey as having increased more 
than 10,000 from 238,500 reported 
in 1955. 

Effective buying power of these 
families was put at 1,937,585,000 by 
the survey. 


Sales Gains Seen 
By Leece-Neville 


CLEVELAND. — Increased sales 
for the company’s line of automo- 
tive d.c. equipment and alternator 
systems were predicted by P. H. 
Neville, president of Leece-Neville 
Co., at the company’s annual meet- 
ing. 

According to Neville, “we are en- 
tering into a considerable retooling 
program to meet this expected de- 
mand and it is expected that one- 
half million dollars will be spent on 
new machinery and machine tools 
to further modernize our facilities. 


“In addition, we intend to release 
many of the products which are 
being developed under our ex- 
panded research program, and still 
further funds are being poured into 
continuing research activities.” 


All officers and directors were 
unanimously reelected. 


Closed TV Introduces 


°57 Packard to Dealers 


NEW YORK.—The 1957 Pack- 
ard models of Studebaker-Packard 
Corp. were introduced to dealers 
on a closed-circuit TV network 
Thursday. 

The telecast was viewed by 
Packard dealers in hotels in 22 
cities on a program sponsored by 
TNT — Theatre Network Televi- 
sion, Inc. Speakers included Roy 
T. Hurley, president of Curtiss- 
Wright; Harold E. Churchill, 
president of S-P, and Carl K. 
— general sales manager of 








Others and unknown account for| 





| 


hattan; J. P. Seiberling, president 
of Seiberling Rubber, and J. W. 
McGovern, executive vice - presi- 
dent of U. S. Rubber. 

Retirement from the board of 
Goodyear Chairman P. W. Litch- 
field was announced earlier. He is 
succeeded by L. E. Spencer, Good- 
year vice-president. 

Sears told the association that in 
the 10 years since World War II, 
the non-tire products segment of 
the industry has been growing at a 
faster rate than the tire products 
end of the industry, even though 
the use of automotive vehicles in 
this country has more than dou- 
bled in that period. In terms of rub- 
ber consumption, tire products were 





Whitney Leads St. Paul Dealers— 


Associated Auto Dealers of St. Paul elected new officers during its annual Meeting 
shown to account for 63 percent of | at the St. Paul Athletic Club. From left, Hess Kline (Oldsmobile), retiring presiden, 
the total U. S. rubber consumption, | congratulates his successor, William Whitney (Ford), while William Whitaker (Buick) 


and non-tire products, the balance.| vice-president, and Arthur Quantrell (Cadillac), secretary-treasurer, look on. 


However, Sears noted. between 
1937 and 1954 sales of non-tire 
products rose 500 percent while 
sales of tire products rose 330 


products accounted for 40.6 per- | 


‘Conveyor Makers 


percent. In 1937 sales of non-tire | 





cent of sales and in 1954, 51 per- | 
cent, he said. 

Sears also traced a substantial 
improvement in the quality and 
service of rubber products over the 
years. It was shown that in 1910, 
an automobile tire cost the owner 
$12.77 per 1,000 miles, but by 1956, 
the cost had dropped to 89 cents 
per 1.000 miles. 


“At least the same order of qual-| 


ity and service improvement has 
been built into all other rubber 


| products,” Sears said. 





Bankers Cheerful 
Over Business 


Outlook in 757 


CHICAGO. — An optimistic bus- 
ness outlook was taken by bankers 
attending the annual conference of 
the First National Bank of Chicago 
at the Morrison hotel. 

Results of a survey showed 55 
percent think business in 1957 will 
be as good as in 1956, while 40 per- 
cent believe it will be better. 

The survey disclosed that 5 per- 
cent of those completing the ques- 
tionnaire think volume next year 
will not be as good as this year. 
Other bankers, advising caution, 
cited the decline in residential 
building, possible consumer resist- 
ance to higher prices, overexpan- 
sion of productive facilities, high 
consumer indebtedness and severe 
drought conditions as spots that 
should be watched, 

Other bankers were confident in 
continued acceleration and men- 
tioned the expected large volume 
of plant expansion with new plants 
moving into new areas, the antici- 
pation of better auto sales, higher 
defense spending, increased com-| 
mercial construction, higher retail | 
sales and improved farm prices. 

The two-day meeting attracted 
1,700 bank officers. 


Hudson Board 
Meets This Week 


DETROIT.—Hudson’s Dealer Ad- 
visory Board will open its semi- 









Elect Walker at 


St. Paul, Minn., who will serve a 
director. 


Other officers are Adrian W. Rich, 


vice-president; H. E. Murken, treag. 
urer; J. B. Nordholt jr., secretary, 


Annual Meeting 


WHITE SULPHUR SPRINGS, 
W. Va.—The Conveyor Equipment 
Manufacturers Assn. has elected J. 
|H. Walker, president, Fairfield En- 
| gineering Co., Marion, O., as presi- 
ent. 


and R. C. Sollenberger, executive 
vice-president. 

Charles W. Stewart, president, 
Machinery and Allied Products In- 
stitute, told the CEMA members at 
their 23rd annual meeting that 
boom conditions may be expected 
for capital goods in the next 10 





annual two-day meeting here 
Thursday (Dec, 13.) The 24 mem- 
bers will elect new officers and dis- 
cuss topics, suggested by dealers, 
with company officials. 

Members, one from each zone, 
are: Gordon Nichols, St. Peters- 
burg, Fla.; C. Zarren, Belmont, 
Mass.; William G. Herpich sr., 
Rochester, N. Y.; A. C. Taylor, Ke- 
wanee, Ill; John W. Wilhelmi, 
Louisville; Carl Beach, Lakewood, 
O.; G. W. McCarter, Houston; Vic- 


tor J. Herbert jr. Denver; Bill 
Hermann, Detroit; T. L. Hogue, 
Topeka, Kans.; E. G. Price, San 
Bernardino, Calif.; C. G. Morris, 


Tuscumbia, Ala.; John Dietz sr., 
Wauwatosa, Wis.; L. J. Hencir, 
Minneapolis; J. C. Bednar sr. 
Bridgeport, Conn.; E. O. Shoe- 
maker, Allentown, Pa.; Anthony 
Fiore, Altoona, Pa.; W. H. Gifford, 
Puyallup, Wash.; John Bardini, 
Merced, Calif.; Glenn Commer, 
Charleston, Ill.; R. D. Kern, Win- 
chester, Va.; Kenneth F. Masters, 
Butte, Mont.; Lionel A. Dean, Twin 
Falls, Id.. and Lloyd A. LaFond, 
Harlingen, Tex. 





He succeeds E, E. Boberg, North 


years. 


CLASSIFIED ADS 


Reaching an estimated 150,000 readers engaged in all branches of the nation’s 


eee s) 
baw 1 be ase te) 


automotive industry 


INSERTION. POSITION 


TWENTY-TWO CENTS (22c) PER WORD FOR EACH 
Leia 2 2 


WORD. PAYMENT IN ADVANCE OF 


INSERTION REQUIRED. Ads may be signed with full name and address at Te 


rates. Add One Doller ($1) per insertion 


for use of a box number. Replies to 


| Box Number ods ore forwarded to advertiser, unopened. Display ads: $12.30 per 


|} column inch. CLOSING: TEN DAYS 


retes supplied upon request 


WANT AD DEPT 
DETROIT 26 


HELP WANTED 


IN ADVANCE OF PUBLICATION DATE 


AUTOMOTIVE NEWS 


Contract 


2666 PENOBSCOT BUILDING 
the 





HELP WANTED 





OFFICE MANAGER. Volume new car 
dealership in Colorado city, over 100,000 
population. Must be between 30 and 40 
years old and have at least five years 
General Motors bookkeeping and state- 
ment experience. Must have the ability 
to supervise large office force. Salary 
commensurate with qualifications. Atten- 
tion sufferers of asthma, hay fever, sinus 
— Colorado's wenderful climate usually 
gives relief. Send picture and letter of 
qualifications to Box 6641, c/o Automo- 
tive News, Detroit 26. 





AUTOMOBILE SALES 
MANAGER WANTED 


Several unusual opportunities are presently 
available for aggressive men who are capable 
and qualified to manage new car sales in 
metropolitan area auto dealerships. 
Availabilities in New York, Cleveland, Chi- 
cago and Detroit. High salary and profit 
sharing plan. All inquiries confidential. Written 
summary of qualifications and experience 
necessary before interview. 


. 
Farrand Publications, Inc. 
Att: H. N. Farrand 
320 Beaubien St. Detroit 26, Mich. 


Sales & Advertising Management Consultants 
for the Automobile Dealer. 





GENERAL SERVICE MANAGER wanted 
in south Florida by one of the Ford 
dealers. Must be familiar with factory 
policies, personnel relations, customer re- 
lations, paint and body department oper- 
ation and in general have the know how 
to build business in a highly competitive 
market. The man we want must now be 
employed in a like capacity in service 
volume dealership. In replying attach 
photograph and a resume of educational 
background, Ford training background 
and family status. Box 6666, c/o Automo- 
tive News, Detroit 26. 





GENERAL MANAGER. A south Florida, 
Ford dealer offers exceptional opportunity 
experienced 
manager with proven record of autome- 
bile merchandising and management, whe L 
is capable of directing large sales organi- 

zation, selling new cars for volume and 
who can quickly apprehend the 
local new-car market conditions and local 


for ambitious, thoroughly 


profits, 


used-car market merchandising and be 
able to handle service management probd- 
lems. This is a top-flight job for a top 
flight man. Salary open. Write and attach 
photograph and resume of personal and 
business data and record of past experk 
Box 6665, 


ence. All replies confidential. 
c/o Automotive News, Detroit 26. 


General Manager 


Ford Dealership 
Owner of 2,500 car Ford deal- 
ership located prosperous 
southern city will consider ap- 
plications for general manager 
who will be given complete 


authority. Excellent salary and 
percentage of profits. Oppor- 
tunity to buy in over period if 
desired. Give complete details 
in application with photograph. 
Confidential treatment. 


Box 6664, c/o Automotive 
News, Detroit 26. 





Wanted—2 High Class Men for 
Used-Car and New-Car Managers 


If you are interested in a future in the automobile business and can come up 
to the high standards of our organization. If you can handle the sales depart- 
ments and do a profitable volume we have the place for you. Central New 
York State. The best climate anywhere. Finest facilities. A growing city with 


diversified industries. 


You will have the newest automobiles to sell. 


Chrysler, Plymouth and Imperial 


HARRY HEIMAN, INC. 
UTICA, NEW YORK 
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HELP WANTED 


Ys JEEP SALESMEN to sell the en- 
line with special equipment. We carry 
i vehicles in stock at all times plus spe- 
equipment demonstrators, $50 per 

salary plus liberal commission. Pro- 





; mane $750 per month and up. 
te or call Mr. Roof, phone FR 9-3636, 


| 0. Box 3940, Miami, Fla. 
you ARE A SUCCESSFUL general 
er with actual experience, an 
unity is available to buy into a 
rship with ten years to buy out the 
Must invest some money and 
ng to move if necessary. Box 6670, 
Automotive News, Detroit 26. 
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RVICE MANAGER. Twenty years with 
GM dealers. Thorough knowledge of 

, service and mechanics. Capable of 
handling large volume dealership. Married, 
gober and reliable. Box 6644, c/o Auto- 
motive News, Detroit 26. 


den, 
vil 





ENERAL MANAGER. Complete with all 
the experience needed to operate any 
dealership—know trucks, too. Can take 
the entire load off your shoulders. Have 
packground—20 years’ sales—financing— 
management. Prefer ‘‘Buy out’’ of in- 
come. Can stand rigid investigation. Will 
relocate. Box 6658, c/o Automotive News, 
Detroit 26. 


IRVICE MANAGER handling Cadillac 
dual. Young, family man—top flight. 
Wishes permanent job in northern N. J. 
Have proven ability and factory biess- 
ings. Can make any service department 
a paying proposition. Will consider field 
representative for mechanical products. 
Box 6659, c/o Automotive News, Detroit 
26. 
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RAL MANAGER. Outstanding, dy- 
, young automotive sales executive, 
married, with over 12 years of top 
1 and sales management with ‘‘Big 
y’ on a very successful basis, Un- 
en record of increasing sales and 

in all his associations. Capable 
speaker, aggressive, intelligent 
with thorough knowledge of all 
of automobile merchandising. 
ified by successful general manage- 
experience to direct the overall 
of your business. If you are 
d in increased sales and profits 
a 6667, c/o Automotive News, 
pit b 


DEALERSHIPS AVAILABLE 


BLE DEALERSHIP handling Buick 
Louisiana town. 125 car poten- 
Excellent building lease conditions. 
n—O r taking larger dealership. 
6654, c/o Automotive News, Detroit 


7 


LLENT, PROGRESSIVE small town 
rship of approximately 10,000 popu- 
on—handling Buick. Must have ability 
qualify for factory approval and some 
to invest. Excellent opportunity for 
present general manager or a sales 
Manager to get into profitable deal that 
he can control. Box 6656, c/o Automo- 
tive News, Detroit 26. 

LERSHIP FOR SALE handling Lin- 
oin-Mercury. Four car showroom, mod- 
mn service facilities, the best location in 
the city. Must qualify with Lincoin- 
Mercury. Call or write. Box 1367, Tel. 
Lincoln 2-3538, Brownsville, Texas. 


VOLVO DEALERSHIP 
Offers Big 


Sell Sweden's “hot” VOLVO—Ameri- 
can car comfort, sports car handling 
and performance, miserly economy, 
Swedish precision. 

Dealerships now available in Ala- 
bama, Arkansas, Kansas, Louisiana, 
Mississippi, Missouri, Oklahoma, Ten- 
nessee and Texas. 

For 


wEGEESEREE | 


BRESS¢ 


information write or wire 
Nils Olof Sefeldt 
Swedish Motor Im 


721 Milam Telephone: 
Houston, Texas 











A 49456 


ERSHIP HANDLING Olds., Cadillac 
—southeast. Good location, ten thousand 
Population town. Twenty-five miles from 
large industrial center, low rent. Thirty- 
eight thousand cash required. Box 6661, 
¢/o Automotive News, Detroit 26. 


BORGWARD and 
MORGAN 


New Car Dealer 
Franchises Available 


Exceptional Profit Opportunity 
700 Less Than the Comparable 
rman Car Now Sold in the U.S.! 
axclusive Territories Available in 
Bic; 1ll., Wis., Minn., Neb., Mo., 
Okla., Ark., and La. 


Contact 


MARTIN J. KELLY, INC. 


1 E. Ohio St. Chicago 11, Ill. 
Phone MOhawk 4-1200 





DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE handling Lin-| 
coln-Mercury—city of 60,000 population. 


Trading area of 125,000. Resort and in- 
dustrial area in New England, No real 
estate, no used cars. Building with favor- 
able lease, Owner selling because of ill 
health. Box 6662, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING 
ONE OF THE "BIG 3" 


(In Northwest) 
Virtually no freezing or hot weather. 100 car 
potential. Parts an equipment—$15,000, will 
lease modern garage and service station and 
insurance agency on main street at $325, less 
income approximately $150 from oil company 
and insurance premiums. Health, reason for 
selling. Factory approval necessary 
Box 6669, c/o Automotive News, Detroit 26. 





DEALERSHIP FOR SALE handling Ford. | 


1,000 new units minimum annual vol- 
ume. Located prosperous Ohio industrial 
city. Excellent facilities, economical 
lease and profitable record. Necessary 
qualify with factory. Inquiries from 
satisfactory sources will receive confi- 
dential appointment for preliminary dis- 
cussion. Box 6663, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 





WANTED! 
BIG THREE FRANCHISE 


In a thriving northwest Chicago suburb. No 
new car agency as yet located in community. 
Young, able, and aggressive operator avail- 
able with community backing. 


Box 6668, c/o Automotive News, Detroit 26. 


EXPERIENCED DEALER, 47, 22 years’ 
experience. Substantial capital, wishes to 
buy one of the “‘Big 3.’’ Replies in strict 
confidence. Box 6660, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 





SKIPS 
REPOSSESSIONS 
COVERAGE EASTERN N. C. 

FAST COMPETENT SERVICE 
Phone: Day 22769—Night 64096 
LAYTON'S RECOVERY SERVICE 
Box 222 Rocky Mount, N. C. 








INVENTORY SERVICE 


Parts and Accessories 
@ CERTIFIED REPORTS @ 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evalveted 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive | Service Co. 
10040 Freeland Detroit 27, Mich. 
Western Dealers, Attention 
Los Angeles 5, Calif. 
9-5095 


EVERYBODY IS TALKING 
ABOUT IT! 


“USED CARS— 
A GOLD MINE” 
by ERIC CASSIRER 


A Treasury of Tested Ideas 
on Selling Used Cars... 


Written in straight forward talk by a 
man who has sold over $8 million 
worth of used autos. 


MAIL $2.20 TO 


P. O. Box 649 Oxnard, Calif. 
Your satisfaction or your money back. 





BUSINESS OPPORTUNITIES 


BUY GOVERNMENT SURPLUS. Jeeps; 
trucks; boats; aircrafts; LST’s; tractors; 
trailers; automotive supplies; shop equip- 
ment. Direct from U. 8. Government de- 
pots. List and procedure—$1. Brody, Box 
8 AU, Sunnyside 4, N. Y. 















$10,000.00 PROFIT 


The First Year 
Phot vi what you can clear with the amaz- 
we ee oat, Portable, Automatic TIRE 
ROOVE No previous experience 
necessary. 


Unlimited opportunity regrooving for auto- 
mobile dealers, fleet operators, trucking 
companies. 


Vayo-tusted machine grooves ALL Stand- 

rd treads—does a uniformly perfect job. 
GIVES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. 


Write or call HERMAN SMITH DISTRIB- 
“UTING CO., 315 Austin, Houston, Texas. 
Phone CApitol 7-9545. 

Finance Plan Available 













NEW LINES WANTED 





MANUFACTURERS, remote from De- 
troit, with products too technical 
for manufacturers’ agents but not 
justifying full time technical repre- 
sentative. 


Registered professional mechanical engineer, 
38 years old, with Detroit office and 16 years’ 
experience design, development and sales 
engineering of fluid and mechanical devices 
with special talents for creative sales (as new 
products), can supplement your staff with 
calls in Detroit area. Payment per call basis. 
Box 6649, c/o Automotive News, Detroit 26. 





BUSINESS WANTED 





PARKING GARAGE WANTED 
Preferably Eastern City 
Buy or Lease 
$100,000 Cash Available 


GERALD J. McKENNA 
7 E. 42nd St. New York 17, N. Y. 





DECAL TRANSFERS 


TRUCK DECALS. No charge for sketch. 
More brilliant; unusually durable; easily 
applied. Samples on request. Write Allied 
Decals, Inc., 8456 Hough Ave., Cleve- 
land 3, Ohio. 


PARTS WANTED 





ENGINES WANTED FOR SOUTH AFRICA 
Ford V-6—Mercury, 199 upwards and Dodge 
Plymouth, 1942-53, 6-cylinder used short block 
assemblies. For further information reply: 

Mike Appel Motor Co., itd. 
P. O. Box 3648 Johannesburg, S. A. 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gerdon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 





BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 


Baltimore 29, Md. 
Phone EDmondson 6-4400 





CARS WANTED 





CARS WANTED 


We want to buy new cars of all makes from 
dealers throughout the U. S. for fleet leasing. 


Auto Fleet Purchasing 
1327 S. 70th St. Milwaukee, Wisc. 
Spring 1-0400 





CARS .WANTED—7 passenger Cadillacs. 
Must be sharp 1953 and newer. Ridgway, 
Belmont 4-6611, 2836 N. E, Sandy, Port- 
land, Ore. 


CARS FOR SALE 





ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 


Available in: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron Cleveland, 


Detroit, Flint, Chicago, Milwau' Cincin- 
nati, Louisville, St. Louis, Kansas Lin- 
coln, Neb., klahoma City, ‘orth, 


Dallas, New’ Orleans, Atlanta. 
ROBINSON CAR LEASING 
DIVISION 
THE HERTZ CORP. 
For ee information in any city, address: 
I. WeEbster 9-2144 


r Mor. 
218 $ 2 By: jicago, Hil. 
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ACCESSORIES FOR SALE 





MOTOROLA 
AUTO RADIOS 
Manual .............. enstgennstnaninnsueneets ..$27.50 
Push-button ...........----++. sonueseumeee 34.95 


91 E. 


Custom designed for all cars, all years 
Rear seat speaker kits, $4.95 
Special deals for Fleets 
Over 5,000 radios in stock 
Fast C.O.D. shipments 


LIBERTY AUTO RADIO 
161 St. New York 51, 
LUdiow 8-941! 


N. Y. 





SHOP EQUIPMENT WANTED 


WANTED — AUTOMATIC tire regroover. 


CHRYSLER - PLYMOUTH special 


Hugh Salway, Jonesville, Mich. 
SHOP EQUIPMENT FOR SALE 








service 
tools. Cheap. Hugh Salway, Jonesville, 


Mich. 





AUTO TURNTABLE—Stops passerby. Move 


anywhere—indoors or out. Just plug in! 
Like new—less than half price—$150. 
Leader Chevrolet Co., 675 Memorial, West 
Springfield, Mass. 





ONE MACTON HEAVY duty automobile 


turn table. Drive on type. Like new, 
used for only one new car showing, A 
change in our building setup the rea- 
son for selling. Will take half price. Pate 
Chevrolet, Inc., P. O. Box 366, Peru, 
Ind. 


TRUCKS FOR SALE 





1955 CHEVROLET 3800, one ton, 8 cylinder 


1955 FORD 


with 515E Holmes twin boom wrecker. 
1951 Ford F7, air brakes, 9.00x20 tires 
with W45 Holmes twin boom heavy duty 
wrecker. We carry a complete line of 
trucks and trailers—% to 10 ton. All 
makes and models. Write or call Bill 
Fishel, Vandeventer Auto Sales, 717 8. 
Vandeventer, St. Louis 10, Mo. Phone 
Franklin 1-1750. 


F-350 8 cylinder deluxe cab. 
Aluminum refrigerated body with refrig- 
eration unit. 1,000 actual miles—like new. 
List $5,600. Make us an offer. Allan 
Bros., Box 351, Port Clinton, Ohio. 


MISCELLANEOUS 





DUAL AUXILIARY LEFT foot gas pedal 


FORD, CHRYSLER OR General 


fits all cars. Profitable for dealers. 
Proved for 10 years and a billion satis- 
fied driver miles. Nationally advertised. 
Guaranteed. Pat’d. List $6.95. R. V. 
Lehner Co., Ness City, Kansas. 


Motors 
dealers who would like to get completely 
away from competition for a while, are 
encouraged to consider the advantages 
of buying a little piece of southeast 
Florida, where the land, the sea and the 
sun create a beautiful setting for a hap- 
pier life and a longer one! Dealers who 
are interested in ‘“‘A place in the sun’’ 
midway between Palm Beach and Miami, 
are advised to contact Clark Schwaderer, 
associate with M. N. Weir & Sons, Inc., 
registered Real Estate Brokers, Pompano 
Beach, Fia., who offere a complete real 
estate service including sales, rentals, 
acreage. business opportunities and in- 
vestments. All requests answered promptly 
at no obligation. Write Clark Schwaderer, 
3356 Atlantic Bivd., Pompano Beach, Fla. 





FLYING TO FLORIDA? 
RENT A CAR 
FROM RUSS MILLER 


Make Your Reservations Now. 
Telephone or wire collect. 
Give Airline, Date and Flight Number 
A courteous attendant will meet you at 
Miami Airport. 
Telephone JAckson 2-1616 


D. B. A. FAIR RENT-A-CAR 


727 N. Federal Highway, Ft. Lauderdale, Fia. 
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MISCELLANEOUS 


TRUCK AND CAR SIGNS made easy 
with plastic letters. Metal, wood and 
masonite letters also, Brass stencils. 


Signs for every purpose. Jim Ramsey, 
175 Jefferson, Lexington, Ky. 


Inc., 









Automatic BraKinG 


COMPLETE with $Z.945 
Guide canicant S61 
MEETS ALL I.C.C. 
REQUIREMENTS 
With Brake Hook-Up $ 45 

Less Guide Cables........ 5 1 


|TOW-KING 


Hochilp a 


Meets 1.C.C. Strength Requirements 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: BA 1-8717 


40 So. Clinton St., Chicago 6, Ill. 





BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 





MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide . 
GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$9.90 Fed. Tax included 
* € 


THE FAMOUS 
MOTO-MATIC 


TOW «+ GUIDE 


Four C Hook-Up 
DEALERS’ SPECIAL (F.O.B. Factory Net) 
$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
& & 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING co. 
BATTLE CREEK 9, MICH. 
‘Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


POPSET SHEE EEE EEE EEE EH EEEEEEEEEEHEEEEHEEEHEHEHT EE EEE EEE EES eee 


CPOE EEE HEHEHE EEEHEEEEEEEEEEEHEH HEEB EEE 


Street Address..........ss.eeseeees 


GM, ccsnncpuinasesveenes<csnnsatasheaseveumesee 
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Car Dealer [) Truck Dealer [] Manufacturer [) 
Jobber (1) Insurance [J Financial () Supplier C] 
Make of Car.........0..000. Coccccccceccccsces DHoccapccccccascocsecs 

12-10-56 
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These C.I.T. ads sell the pleasures of owning and 


driving a better car. They sell cars and finance. 


Isn’t that the kind of sales support you should have? 


* The story of the C.I.T. finance plan is told to 80% of U. S. families through LIFE, SATURDAY EVENING POST, 
PROGRESSIVE FARMER, THIS WEEK, PARADE and other Sunday newspaper magazine supplements. 


Take your family to new adventures in a new 1957 car, or a better used car. 
The complete C.I.T. Time Purchase Plan enables you to drive the car of 
your choice while you pay for it. And it provides eight important protec- 


CUSTER STATE PARK in the Black Hills of South Dakota, 


se 


historically associated with the Sioux Indians. Fish- 


laden streams, game preserve, lodges and cabins, horseback riding, golf, swimming. Near Mt. Rushmore presidential 
sculptures. Bring your camera. Write: Director, Dept. of Game, Fish and Parks, Pierre, S. Dak. Photo by Ivan Dmitri. 


Drive To Uduertine with the C. (T Plan 


tions for you, your investment and your family. 


1. PROTECTION FOR COLLISION LOSSES TO 
your CAR. No shopping for bids with 
this insurance. You can take your car 
directly to your own dealer for fast re- 
pairs in case of accident. You are as- 
sured prompt and proper service. 

2. ADDED PROTECTIONS TO YOUR CAR. 
You are protected in case of fire, theft, 
flood, pilferage, vandalism, and many 
other causes of loss. 

3. TOWING AND ROADSIDE HELP. You are 
reimbursed up to $10 for towing and 
roadside labor expense if your car breaks 
down anywhere you drive. 


4. BROAD “BORROWED CAR" PROTECTIONS. 
You, or any relative living with you, 


UNIVERSAL C.1.T. CREDIT CORPORATION + ONE PARK AVENUE, NEW YORK 16, N.Y. 


receive all the foregoing protections 
when driving or using a borrowed pas- 
senger car. (Not available currently to 
purchasers in Mass., Va. or Canada.) 


5. ESTABLISHED CREDIT. You can request 
any one of our 462 offices to pay the bill 
for emergency repairs. You can repay in 
convenient monthly instalments. 


6. LIFE INSURANCE. Your family will own 
your car outright without further pay- 
ments in the event of your death while 
this insurance is in force on your life. 


7. CASH BENEFITS IN PERSONAL ACCIDENTS. 
You are covered in case of your death or 
loss of sight or limbs arising from many 


When buying your next car, ask your dealer for the economical and con- 
venient C.I.T. Time Purchas¢ Pian for Carefree Driving. He can handle all 
the details right in his showroom. Compare with any other plan and you'll 


see why more than 15 million people have bought their cars through C.L.T. 
YOU GET ALL THESE PROTECTIONS WITH THE COMPLETE C.1.T. PLAN 


common traffic accidents, as specified 
in a Limited Travel and Pedestrian Ac- 
cident Policy. (Not available to Cali- 
fornia or Ohio purchasers.) 


8. HELP IN LEGAL DiFFicutTies. If you, or 
a member of your family, are held in 
bail on traffic charges, you can get bail 
bond up to $5,000 at no extraexpenseto 
ensure prompt release from custody any- 
where in the U.S. (Not available to Cali- 
fornia or Canadian purchasers.) 


LOCAL SERVICE. Anywhere you drive in 
the U.S. or Canada, there’s a C.I.T. 
office nearby to give you immediate ac- 
tion and assistance on these protections. 


IN CANADA: CANADIAN ACCEPTANCE CORPORATION LIMITED, TORONTO 


OFFERED BY 
ALL AUTO DEALERS 


WHO DISPLAY THIS SYMBOL 


Courtesy INTEGRITY « THRIFT 


SINCE 1908 





